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TQ PRODUCE QUALITY 


SOCKET SCREWS PRECISION 
THE H-K WAY— 


GAUGES 
IN SKILLED HANDS 
CHECK TOLERANCES AT 
EVERY PRODUCTION STAGE 


Rigid quality control tests subject H-K products to 
critical inspection... from the original wire stock 
to the finished socket screw. Accurate gauging 
is only one of the many steps taken by H-K 
to guarantee unfailing performance. 


For the finest in socket screw products... for unmatched 
SAME-DAY SERVICE—the name to remember is Holo-Krome. 
Write for free catalog and technical information. 


HOLO-KROME Ora oe as 
SOCKET SCREWS 
SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DO 


THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. SOLD 
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Print Order This Issue 16,900 Member of Associated Business Publications 
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Editorial 


When ilesmen of 
Charleston, W Va di H i 
theline ane Gicad with : Salesmen: Try Rating Products This Way. . 
ificult technical problem, a 

always know the an 


i I man who 


New answer to an old query “‘What makes it sell?” 


find out how set : Business Will Spend Slightly Less On 
turn to page 9 .& P i 
ee to page 7. New Plants, Equipment in '58 


Preliminary McGraw-Hill survey on capital spending 


. Improved Management Through Education 
SALES MEETINGS and Expert Assistance 


& Report on Central States Industrial 
Distributors Convention 





Are they a problem? 
Fvansville, Ind., distril 

tor makes them pay off 
He has a definite formula Role Playing. . 
for holding suc¢ 
ones, and he tells a 
it. For details, see pag 


il : New publicity for role playing 
il aD t 


Widening The Horizons on Distribution. . . 


Boston Conference on Distribution provides food for 


thought from here and abroad 


BUS STOPS How to Specialize Without Specialists 
Charleston, W. Va., distributor solves this paradox 





Making Your Sales Meetings Profitable. .. 


Evansville, Ind., distributor provides 


his successful formula 


Business Show Unveils Data 
Processing Wonders.......... 


Electronic miracles highlight National Show 


An Industrial Distributor 


We've soul-searched to come up with a definition 





REGULAR FEATURES 


Tote Your Merchandise 
You Said It To Your Prospects’ Doors 


Talk of the Trade Chicago distributor's customers couldn't come to him 
so he goes to them 

Supply Sales Trends 

Outlook for Business 


What's New in Merchandising Listing of 1957 stories 


Will Suppliers Get Behind 
Price Index 


On the Market Today In the case of this New Jersey distributor they do 





At the Rock of Ages granite quarry in Barre, Vermont, a derrick with a 
bucket platform is used to lower crews to the bottom of the 360-foot 
quarry. With the lives of scores of menat stake they know that they can... 
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LOOK FOR THE 
YELLOW TRIANGLE 









































You may not operate derricks carrying ten-man loads 
or 50-ton blocks of granite, but safety should be just as 
important to you. A “‘bargain’’ rope may save you money 
—but if it fails it may cost more than you bargained 
for. Buy rope on the basis of quality—buy Wickwire Rope. 


PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND !|RON CORPORATION 


THE COLORADO FUEL AND IRON CORPORATION— Albuquerque * Amarillo * Billings * Boise * Butte * Denver « El Paso 

Farmington (N.M.)* Fort Worth * Houston * Kansas City * Lincoln (Neb.)* Odessa (Tex.)* Oklahoma City * Phoenix * Pueblo 

Salt Loke City * Tulsa * Wichita + PACIFIC COAST DIVISION—1Los Angeles * Ockland + Portland * San Francisco * San Leandro 

Seattle * Spokane * WICKWIRE SPENCER STEEL DIVISION—Boston * Buffalo * Chattanooga * Chicago * Detroit + Emlenton (Pa.) 
New Orleans * New York * Philadelphic 


INDUSTRIAL DISTRIBUTION ¢ DECEMBER, 1957 








nn ae TAU 


Matching Idler to Job is Easy with 
Industry's Most Comprehensive Line 


onomy idler for inte Cottonseed plants, rice mills, 


light service fi t For non-corrosive, 


she 


Link-Belt Sprockets 
Offer Perfect Match 
For Any Chain Type 


From the more than 200 sizes 
of Link-Belt cast tooth sprock 
et wheels, theres a perfect 
match for every type and size 
of malleable combinatior 
steel and steel sidebar chain 
These sprockets are available 
from stock in all industrial 
areas. Distributors can quick 
ly select the right one to fit 
chains for elevating, convey 


ing and power transmissior 




















or Flint-Rim, are offered to 


continuous service I re cn a mn meet various Operating con 


irries more ti . ) . > a a i & wd am needs 
than the 400—often proves to r droom not Arm center and plate center 
= = Y%€ Most economic hoic factor sprockets, in either gray iron 
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Every need for belt conveyor A ° N Si | ifi 
idlers—whether handling ¢ ttractive New ign dentifies 
tonseed or coal n be met 


by List Bets Sources for Link-Belt Bearings 
% Sales complete line 


. of more than Throughout the country 
Meeting SOU types and Link-Belt ball and roller bear 
in Print sizes. This ex- : ing distributors are displaying 

tensive selec- the three-dimensional post 
tion includes all popular roll shown at left. To the be 
diameters and belt widths buyer, it’s an eye-catching re 
Link-Belt Ter standard ae wiiars a minder of where to find 
and heavy-duty nd 45 a ie dustry’s most dependable s 
troughing, bber cushion i ao alienine bearings 
belt training and flat belt , 
iin Seal sent inh os How Self-Alignment Works 
ber tread rolls are avail ¢ 4 Not even misaligned shafts o1 
Folder 2516 contains ful . f f ' supports impair the 
data on the new Series ol Link-Belt’s 
idler and Book 2416 on aligning bearings. Th 


all other series ; Ghtth to align in any dit oti 

< Sat} ign : assure full load capaci 
BALL AND ROLLER @°97/ ay 

LINK-BELT COMPANY K BEARINGS Standard in Complete Line 





Self-alignment ts f ire of 
all Link-Belt b 


rings—pillow |t 


F 
Indianapolis. PI 


Chicago « Atlant . ‘ be 
mar. Pa. « He flange, flange cartridge 


neapolis +S tridge and take 


well as self-cont 
bearings. For detai 
comprehensive 120-page 


log 2550 
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COMPLETE LINE OF STANDARD & SPECIAL TAPS 


PROTECTED 
QUALITY 


It's apparent how Threadwell 
TAP quality is protected by 
the original plastic 

tap package shown above. 
BUT ... the quality of ALL 
Threadwell products is 


in transit and in use. 


THREADWELL DISTRIBUTORS, 











COMPLETE LINE OF HIGHEST PRECISION GAGES 














KEYWAY BROACHES & SETS 


too, are triple protected— 

by the consistent 

high quality and dependability 
of Threadwe!! products— 

by Threadwell Field Engineers 
strategically located to 
provide on the job help 
with cutting tool and 

gaging problems...and 

by Threadwell's progressive 
distributor sales policy. 


ADJUSTABLE ROUND, 2-PIECE & HEXAGON DIES 








triple protected ... at the factory, 








Ask us 
about the 
Threadwell 
story. 

We know 
you'll like it, 





THREADWELL TAP & DIE CO. 
Greenfield, Mass., U.S.A. 


THE FINEST IN CUTTING TOOLS & GAGES 
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The Cover 


With this traditional cover come our very 
warmest Christmas greetings, and may we 
add that behind our festive door you'll 
find we've been busy providing some very 


useful reading. 


Walter F. Crowder 
John A. Wertis 
Associate Editor D. A. C. McGill 


Editor 


Managing Editor 


Associate Editor 
(Chicago) 


Dennis C. Orphan 


Associate Editor George L. Bottari 
J. Van Ness Philip 
Paul J. Nicholas 
Richard |] 


Teresa Mortati 


Associate Editor 
Assistant Editor 
Assistant Editor Sandhusen 
Assistant Editor 
McGraw-Hill Domestic News Bureau: 

Atlanta, Cleveland, Detroit, Houston, Sar 

Francisco, Washington, D. C. 
McGraw-Hill World News Bureau: 

principal cities. 

Publisher 
Arch M. Morris 


District Managers: E. N. Grantvedt, Chi- 
eago; E. J. McOsker, Cleveland; John 
P. Ora, New York and Philadelphia; 
W. A. West, New York and Boston; 
John W. Otterson, San Francisco; John 
B. Uphoff, Los Angeles; Gordon L. Jones, 
Dallas; Business Manager, ©. H. Holds 
worth. 
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FITTINGS 
LAUGHLIN, 


Lepus /  / NEW 


PRODUCT IDENTIFICATION 


NEW 


& CAPACITY CATALOGING 


Order Fittings The Safe Way — By Capacity! 


When you're ordering and using fittings you’re only interested in capacity. Hook 
numbers or shackle sizes mean nothing as far as actual work-ability is concerned! 
That’s why the revolutionary new Crosby-Laughlin* “‘Load Rated”’ Fittings line is now 
cataloged and identified by “‘safe working load”’ capacities. 





That’s not all! This revolutionary new ‘Load Rated” line offers important safety 
features. New metal alloys have greatly increased working capacities. For example: 
new Crosby-Laughlin “Load Rated’’ Hooks offer capacities from *; to 150 tons, and 
they’re guaranteed against breakage . . . forever; size for size, new Crosby-Laughlin 
“Load Rated’’ Shackles offer 50°; more working capacities than common shackles. 


You can be sure you're getting new Crosby-Laughlin “Load Rated” 
Fittings because they’re painted red—the familiar color you’ve always 
seen on famous, dependable Crosby Wire Rope Clips and ‘“‘Load Rated”’ 
Blocks. For safety’s sake, order—and be sure you receive—the RED 
fittings that positively indentify genuine Crosby-Laughlin “‘Load Rated”’ 
and Lebus 100°; Drop Forged products. It’s the world’s most com- 
plete line of drop forged fittings for wire rope and chain! 


NEW 
CATALOG 


LISTS COMPLETE 


LINE BY CAPACITIES! You'll want this brand new Crosby-Laughlin-Lebus catalog 


to order your “‘Load Rated”’ fittings line. More products 
more data are contained in this larger catalog that lists over 
2000 items in the broad Crosby-Laughlin ‘‘Load Rated” line. You'll find 
detailed capacities, specifications and dimensional data on Crosby ‘‘Red 
U-Bolt’’** Clips, Crosby ‘“‘Load Rated’’ Blocks, Crosby-Laughlin ‘‘Load 
Rated”’ Fittings, Lebus Loadbinders and Snatchblocks. If you use any type 
of fittings for wire rope or chain, you'll want this new catalog—and the wide 
line it represents. It’s free and available now at construction and industrial 
equipment distributors and at mill supply houses throughout the United 
States and Canada. Or, it’s yours by writing direct to 

*Registe red Trad 


CROSBY-LAUGHLIN Decscou 


FORT WAYNE 1, INDIANA 
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Torque-Arm 


SHAFT-MOUNTED 
7 ad —5 9 Pg 9 2) od 9 


) 


Now—15 Sizes 
] hp to 100 hp 
output speeds 
12 to 378 rpm 


There's strong sales appeal in the ease 
of installing Dodge Torque-Arm Speed 
Reducers. No foundation is needed, no 
flexible coupling, no sliding base, and 
there’s no lining up problem. This econ- 
omy is matched by efficiency in opera- 
tion—up to 97%. Here are persuasive 
facts for cost-minded production men! 
Unit is driven through V-belt drive. 
Stock Taper-Lock Sheaves prescribed 


THE TRANSMISSIONEER is featured in 
Dodge advertisements, which appear in lead- 
ing industrial publications. Prospects are 
directed to “call your local Dodge Distribu- 
tor’’ for information on new cost-saving devel 
opments in power transmission machinery 
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n Speed Reducer on a Shartle Agitator 


Save Up to 1/3 in Installation 
— Deliver 97% Efficiency! 


for each job permit speed ratios required 
Tri-Matic Overload Release and back- 
stop available, if desired. Dodge Torque- 
Arm is America’s most complete line of 
shaft-mounted Speed Reducers. 

° 


DODGE MANUFACTURING CORPORATION 
500 Union Street, Mishawaka, Indiana 


I - 
ax 
DODGE 


<>» of Mishewoka, Ind. 
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¢ Why base turnover on sales rather than cost? 


* Can you hold the ratio for every line? 


* Won’t “Profit Denominators” hamper buying? 


¢ Why strive for a denominator of 90-110? 


Baldwin Method Questioned 


Los ANGELES, CALIFORNIA 

Your article “What’s Your Gross 
Profit Denominator?” in the Sep 
tember INDUSTRIAL Dis 
rRIBUTION has me greatly puzzled. 
The subject is a matter of prime 
interest to the management of any 
efficient industrial supply distribu 
tor. We are constantly faced with 
the question of just what constitutes 
an optimum inventory for any given 
How fre 


issue of 


line of merchandise. 
quently should we turn the inven 
tory investment? Should the rate 
of turn be constant for all lines? 

Mr. J. L. Baldwin of the Baldwin 
Supply Company has a number of 
ideas to which we subscribe heart 
ily. We believe the industrial dis 
tributor, who properly performs as 
such, must ship the major part of 
all material sold from his own in- 
ventory. We would be very critical 
of the situation if 10% or more of 
our sales represented direct factory 
shipments to our customers. We 
agree that we do not wish to com 
pete with the firm or individual 
operating, as you might say, out 
of his vest pocket with perhaps a 
token inventory in his garage. We 
feel so strongly on this point that 
we refuse to handle any line whose 
manufacturer will permit this type 
of distributor to represent him. 
Quite generally, the distributor with 
little inventory can be expected to 
break prices. The responsibility of 
earning an adequate return on a 
substantial investment in inventory 
is almost a guarantee that the line 


will be sold aggressively and that 
prices will be maintained. 

Since we are in agreement to 
such an extent, you are now prob 
ably wondering what aspects of the 
article are puzzling. Taking your 
figures apart, it becomes evident 
immediately that your calculated 
turnover is based upon sales at sell 
ing price and inventory at cost. 
[his is contrary to the two usually 
accepted methods and I wonder 
what advantage, if any, results. I 
begin to wonder how widespread 
this practice may be and to what 
degree it colors statistics produced 
by The National Association 


Why 90-110? 


I will agree, in principle, that 
the higher the gross profit is on a 
given line, the larger the inventory 
that given 
volume of sales to obtain the same 


will 


li 
can be afforded for a 


return on invested capital. I 
agree that a lower rate of turn may 
produce lower operating costs and 
increase operating profit by reduc- 
ing the frequency of ordering and 
and_ the 
What I 
fail to comprehend is why, precisely, 
a quotient of 90 to 110 is the opti 
mum range 

I wonder if this approach is valid 
when applied to a line such as 
bonded or coated abrasives which, 
as you know, are bought and sold 


receiving merchandise 


avoidance of back orders. 


by the distributor in quantity 
brackets. It is possible in such cit- 
cumstances that purchases in larger 
quantities, thus obtaining lower 


costs and greater gross profit mar- 
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Industrial Distribution 


You Said It 


gin, may develop more or less oper- 
ating profit depending on the fac 
the 


investment in 


tors of greater costs of the 


inventory and in 
warehousing as compared to the sav 
ing inherent in an adequate inven 
tory ready for immediate shipment? 
Larger inventories can be a real 
sales help and almost certainly re 
sult in some degree of greater obso 
lescence. These conflicting factors 
certainly are not contemplated in 
your “Denominator” method, and 
I sincerely wonder if we can afford 
to overlook them 

Some of our management people 
have devised a method of evaluat 
contemplating the 
gToss profit in the line We call 
it “Percent of Profit to Inventory.” 
It is the ratio of the gross profit 
sales 


ing inventory 


resulting from one month’s 


to the month-end inventory at cost 
line. It is readily ob- 


simple calcula 


in a 
tained by 
tion but is, in my opinion, an index 


given 


a single, 


on that one line and nothing more 


After much thought on this 


ject, I cannot believe there 


best ratio for anv given line 


sub 


tuation in the time required 

obtain delivery of material in that 
line would dictate a change in the 
ratio if sales and operating profit 


were to be maintained or improved 


I will greatly appreciate any com 
ments you may care to make on the 
several questions that I have raised 
or any points which may occur to 
vou on this general subject of in 


CONTINUED ON PAGE 10 





The Cost of these 


8) Trademarks Registered 
R : 
LQ600-150 ol by The Lunkenheimer Co. 





150 Ib. S.P. 
300 Ib. W.O.G. 


R 
LQ600 -200 
200 Ib. S.P. 550°F. 
400 Ib. W.0.G. 
Ys” through 2” 


No other valve in the last 25 years has won 
the widespread acceptance of the LQ600 in 
such a short time. Case history reports from 
industry-after-industry highlight the spec- 
tacular maintenance savings it offers. 

Lunkenheimer developed and pioneered 
such outstanding valves as LQ600, Luncor 
PVC, King-Clip, Causul Metal, Regrinding, 
Space-Saver Needle, and Renewo, together 
with maintenance-saving lubricating and 
engineering devices, that have earned a reputation for 
quality and performance unmatched by any other line. 
Stock the complete line . . . and sell the outstanding 
maintenance savings it offers. 


LUNKENHEIMER 


QUALITY 
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is a Lot Less 





Fig. 906BS Needle 








Fig. 73PS RENEWO- 


125 ib. W-P. 
140°F 


WALI 


Fig. 2600 LUNCOR PYC” 


than the 
price book shows 











Thanks to the progressive selling program con- 
ducted by Lunkenheimer Distributors, more 
and more industries all over the country are 
realizing that they ‘“‘can’t find the cost of a 





valve on a price list.”” Through your efforts, 





top management, plant operating personnel, 
and purchasing executives are becoming in- 
creasingly aware that they cannot afford to 
hedge on quality. With maintenance costs at 
the highest level in history, quality equipment 
is the lowest-cost investment they can make 

the only means they have of bringing 
maintenance costs back down again. Many 
Lunkenheimer Distributors are using this idea 
to back up every top-quality line of equipment 
they sell. It’s a powerful selling theme, and 
the results prove it. It built bigger sales in 1957 


. . and it can do an even bigger job in 1958. 


°BRONZE ‘IRON ¢*STEEL ¢* PVC 


NI IR: IG 


NAME IN VALVES 


L-1157-5 
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You Said it 


STARTS ON PAGE 7 


ventories. The present tight money 

situation makes us all investment 

conscious, but we must also keep 

operating costs in mind due to 

limited margin and the ever in- 
creasing cost of labor. 

Joun J. CurLEy 

Assistant to Manager 

Industrial Supply Operations 

The Garrett Corp. 


Mr.Baldwin’s Answer 


CHARLESTON, WeEsT VIRGINIA 

First of all I would like to state 
that the Garrett Corporation of 
Los Angeles must have a right 
sizeable organization. I was glad to 
hear, not only from Mr. Curley, 
but from various people who have 
responded to the story in question, 
that many supply houses through- 
out the country have installed some 
phase of the key punch system. 
Baldwin Supply Company a num- 
ber of years ago installed its present 
equipment for the sole purpose of 
a very elaborate sales analysis such 
as used by Mr. Curley. I think 
the number one problem facing 
mill supply houses today is bal- 
anced inventories, and for that 
reason we have endeavored to estab- 
lish a profit and loss picture by line, 
or shall I say, by manufacturers. 
A great deal of consideration was 
given to this program and we hon- 
estly believe that with a substan- 
tial inventory this company could 
enjoy a reasonable profit, provided 
annual sales would return a gross 
profit equal to the dollars invested 
in inventory. It was for that reason 
we endeavored to accomplish a 
denominator of 100%. 

The idea of the so-called denom- 
inator representing between 90% 
and 110%, in my opinion, is fair 
and equitable. This company in 
the past three years has discontin- 
ued a number of lines and has 
converted investment in these dis- 

CONTINUED ON PAGE 14 














THIS is No Ordinary Power Hack Saw Blade 


This is the unbreakable MARVEL High- 
Speed-Edge Hack Saw Blade—the first 
bi-metal blade—invented, developed and 
introduced by MARVEL. This blade is a 
combination of two materials best suited to 
the requirements of an efficient hack saw 
blade... a narrow high speed steel cutting 
edge permanently welded to a tough, non- 
brittle alloy steel body. Each blade is triple 
tempered to assure long life and maximum 
toughness to the cutting edge. Develop- 
ment of this high-speed-edge blade made it 
possible to cut any kind of material from 
the free machining steels to the toughest of 
alloys, fast, accurately and economically. 
Just one type blade to handle any job — no 
switching blades to cut different materials. 
Like all good things, attempted copies of 
this blade have been numerous, but its per- 


formance has been unequalled by any of 
the imitators. 

The MARVEL high-speed-edge hack 
saw blade can be tensioned from 200°) to 
300‘. tauter than any ordinary hack saw 
blade, a definite advantage which permits 
heavier feed pressures to be used without 
deflection or fear of breakage. 

An extremely rugged cutting tool, this 
one type blade, the MARVEL High-Speed- 
Edge Hack Saw Blade, will cut any ma- 
chineable metal with outstanding economy, 
accuracy, long life and complete safety — it 
is unbreakable. 


You can sell MARVEL Blades with 
complete confidence that your custom- 
ers are getting the finest hack saw 
blades built. 


PAL Caitaneg 
ay eu 


~ i) Vs 
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ARMSTRONG-BLUM MFG. CO. 5700 W. Bloomingdale Ave., CHICAGO 39, U.S.A. 
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NEW BUSINESS! NEW PROFITS! Tell your customers how to 


BURR, CLEAN, FINISH, POLISH 


~ 


. 


one-step operation 
never before associated with abrasives | 


groan distributors and their field men are 
widening their sales, finding fresh profits, by tell- 
ing customers about this new revelation in time-saving 
finishing. Brightboy’s definitely different working 
action. The combination of ABRASIVE and RUBBER, 


working simultaneously. 


They're promoting the refreshing new methods, the 
new work short cuts, the new finishes that “come 
naturally” with Brightboy. For metals, plastics, lam- 


inated materials, wood, glass. 


Brightboy is made in a wide range of wheels and ac- 


cessory products—rods, sticks and blocks—for ma- 


BRIGHTBOY 


ya) 
+3 


Wiig 
Nhtbowye 


chine and manual operations. In STOCK NUMBERS, JOB- 
MATCHED TO YOUR CUSTOMERS REQUIREMENTS. In a 
comprehensive selection of Silicon Carbide and Alu- 
minum Oxide abrasive grains. Each in grades from 


extra fine to extra coarse. Each in soft. firm and tough 


rubber binders. 


NOW HERE. NEW OPPORTUNITIES, BROADER HORIZONS 
FOR ABRASIVE APPLICATIONS AND ABRASIVE SALES! 


You've long hoped for versatile, multi-use abrasives. 
You have the STOCK LINE now in Brightboy. Ready 
for immediate delivery to you and your customers. 


Write for attractive sales-proposition. 


INDUSTRIAL CIVISION 


WELDON ROBERTS RUBBER CO. 
95 North 13th Street 


Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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DURKEE-ATWOOD 


Dynamie Actions? pire 


Product Knowledge—Industry Knowledge produce Sales from 


SUPPLY WHAT THE INDUSTRY NEEDS WHEN 


ATWOOD 
VBELTS F complete line 


serving industry 


MULTIPLE V-BELTS 


Standard Line for normal 
loads 
Premium Line with 40% 
extra capacity for high 
loads 








GENERAL DUTY 
V-BELTS 


Power-balanced con- 
struction for maximum 
flexibility, durability and 
strength 


STEEL CABLE 
V-BELTS 
Now available ...acom- 
plete line of steel cable 
reinforced V-belts 








DOR-TITE 
for wecther proofing ... 
sound proofing .. . droft 
stopping, etc. 
SPONGE RUBBER 
for cushions ... gaskets... 
mounting pads, etc. 





IT’S NEEDED FOR DYNAMIC ACTION 


This industry is in a gigantic struggle for markets. Sectional rivalries and 
international rivalries force new production methods and improved pro 
duction continually. Power transmission is vital to cost and V-belts have 
supplied new and better ways to boost production while reducing cost 
Result is an expanding V-belt market for alert distributors in the textile areas 


PROMOTE YOUR PRODUCT AND SERVICES 
TO INDUSTRY FOR DYNAMIC ACTION 


Research and Production engineers in the textile ndustry w respond 1 
your efforts at interpreting Durkee-Atwood V-belts for their pr »>gram The 
Durkee-Atwood quality V-belts coupled with Dynamic Action of our Dis 
tributor program ore a sure business buiide 


PROVIDE THE RIGHT DISTRIBUTOR PROGRAM 
FOR DYNAMIC ACTION 


An industry with the production innovations and problems of textiles 
wool, cotton and man made fibers—needs close relations with industrial 
distributors. Let us work with you to develop the right program to build 


your business with textile plonts 


EXPLORE Durkee-Atwood Dynamic Action program. Write today 
complete story 


DURKEE 
7 

ATWOOD... & 

COMPANY 


FEderal 2-0441 Minneapolis 13, Minn. 
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One of a Series: Germs You May Know 


Genus: Nonstandardus 


Are You Weakened 
by Nonstandardus? 


Nonstandardus is a germ which causes certain distributor dis- 
eases known as Limited Market, Slow-Moving Stock, Constricted 
Sales and Profit Anemia. 

This germ readily attacks any distributor who stocks a line of 
basic products which are non-standard — products which are 
not manufactured to dimensional standards to permit inter- 
change with the same type products from several quality manu- 
facturer-sources. The user, of course, wants this standardization 
to assure that he can replace his equipment quickly at time 
of need. 


To help distributors (and their customers) stay healthy, FORT 
WORTH follows these principles: (1) Manufacture power- 
transmission and materials-handling products to industry dimen- 
sional standards for interchangeability, and (2) include, along 
with vital standards, special quality features for superior per- 
formance. 


We'd be glad to send you information on FORT WORTH 
products, a copy of the FORT WORTH Distribution Policy, and 
a set of “germ” pictures suitable for display. Just write us, 
P. O. Box 1038, Fort Worth, Texas. 


Fort WortTH 


STEEL AND MACHINERY COMPANY 
TOMORROW'S PROOUCTS TODAY 
reeset 
SCREW CONVEYORS 


> 


ROLLER-CHAIN SPROCKETS V-BELT SHEAVES 


Warchouse Stocks in ¢ Fort Worth e Jersey City ¢ Memphis e Atlanta ¢ Chicago ¢ St. Louis 
Kansas City ¢ Odessa ¢ Houston ¢ Oklahoma City ¢ Denver ¢ Los Angeles 
San Francisco ¢ Portland 
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You Said It 


STARTS ON PAGE 7 





lines into a category or 


such as tools. Some 


ontinued 


classification 


of the lines discontinued were lines 


listributed by this organization fot 


many vears where the denominatot! 


would not exceed 60 or 75%. 

Here is an hypothetical example: 

You sign a contract with a supplier 
exclusive distribution of his 

product and immediately place in 


stock $20,000 worth of inventory. 


ror! 
rOT 


Sales in the first quarter are $10,000, 
with a gross profit of $2,500, thereby 
showing a of 
Sales for the next quarter are $15, 
000, with a gross profit of $3,750 
reflecting a 
Sales for the third quarter are $19, 
000, with a gross profit of $4,750, 


50. 


denominator 


=~ 
> 


denominator of 


indicating a denominator of 95% 
You feel that this is a very good 
rd due to the fact that the line 
was new, it required a great of 
and at the same time 


de i] 
s training, 
ompeting with existing houses 
vere stocking sizeable inven 
When the denominator 
95% fee] that 


should be main 


addi 


So vou 


nt 


Mal Hnvencor 


ICS 
increase VOuI 
Your sales 


+ 


the fourth quarter increase to 


therefore 
to $31,000. 


tained ind 


ntory 


$21,000, with a gross profit of 
250, giving you a denominator 
In the next quarter your 
sales increase to $28,000; in the 
next; to $34,000, and in the next 
quarter, to $41,000, with a 
profit, roughly speaking, of $8,600 
per quarter, which would justify, in 
oul an of $34, 
400. Your inventory at the close 
of this 


ICAVCS 


f 67 


LTOSS 


opinion, inventory 


last quarter is $33,500, which 


ip 


you a denominator of 
102%. 


| that additi 


upital is required in your company 


proximately 


] 
Nal 


rain vou fee 


r 
tO meet 


feel that with the 
? 


it wil 


1 local situation, and you 
inalvsis vou have, 
better enable you to move 
in the right direction, and of course, 
it the right time. 


CONTINUED ON PAGE 18 





Our Salesmen Sell Standardization... 
You Make The Profits 


Day after day CHICAGO’s salesmen are working to increase your = . 
sales. Whether they work alone, or with your own salesmen, their ® Continuing sales help. Fastener ex- 
perts selling with you and for you, _ 


job is to open new accounts for CHICAGO distributors. 
And these fastener specialists have a strong sales story. With = Industry's broadest protection on" 
‘ ‘ te ee . , all sales in your territory. 

over 4000 separate types and sizes in CHICAGO’s complete line V4 
mae : ? ; ® A complete fastener line. . . over — 

always in stock for immediate delivery—they sell your customers 4,000 catalogued standard it di 

the solid advantages of standardizing on cuicaGo. In addition, ® Superior fastener quality. Special- ~ 

they give technical assistance on special fastener problems—often 

suggesting ways your customers can make a better product for 


less money. ; " Gaicabon Coo, hosuictiage 
The most liberal protection policy in the industry . . . vigorous * ede Carbon Restoration 


missionary selling . . . a really complete line . . . these and many 
other reasons make a CHICAGO franchise the most profitable in the 
industry. Complete details are quickly available. Why not write 
today to our Standard Products Division. 


THE CHICAGO SCREW COMPANY 


ESTABLISHED 1872 e DIVISION OF STANDARD SCREW COMPANY 


2701 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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Show them 


you cover the field-—then 
say it’s 


Silver Steel 


line, the quality line, the famous Atkins 
Silver Steel line 


for cutting metal. cutting costs. 


with everything they need 


Let them know you can give fast, accurate, 
dependable service emergency service if need 
be—to keep production lines up, and to keep 


labor costs down. 


But most important, tell them the facts about 
Silver Steel. Tell them it’s more than a name— 
although it’s the leading name in quality metal- 
cutting equipment. Tell them it’s more than the 
metal—although the steel is produced to Atkins 
specifications, exclusively for Atkins. Tell 

them Silver Steel is Atkins engineering, Atkins 
research, Atkins craftsmanship—all wrapped 
up in one complete line for every industrial 


or mill supply need. 


Standardize on Atkins, your one dependable 
source for circular saws, segmental tooth saws, 
bandsaws, hacksaw blades, files— 


all standard metal-cutting tools. 


¢ ‘Sharpie’’* says: Always sell ATKINS . . . 
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Let your customers know you carry the complete 


a cut above the rest! 


Branches: 


Chattanooga - Philadelphia - Chicago «+ 


Export: 
Borg-Warner International, 36 S. Wabash, Chicago 3, Illinois 





ATKINS SAW DIVISION 
BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 
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Los Angeles « Portiand, Ore 











vou 





ask for 


im every 





~..advertisement_.-* — 


If you are a Century Distributor, we’re constantly building 
acceptance for you...in every Century ad...in a selected 
list of publications your customers read. For years Century 
















has carried on a consistent advertising program—always calling 
attention to the Industrial Distributor. Not only that, we ‘‘ask 
for the order’ for you, as shown in the ad reproduced here 


This is just one way in which Century pre-sells for you, then 


backs you up with good products, good service and a contract 
that permits you to get al/ the advantages of your selling efforts 
If you aren’t already a Century Distributor, you’re passing up 
good business in motors, and tie-in sales as well. Call your 
nearby Century District Sales Office. 


Performance- Rated 
MOTORS 
1/20 to 400 HP 


CE-126 18th and Pine Sts. « St. Louis 3, Missouri ¢ Offices and Stock Points In Principal Cities 
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A TIP TO 
STEP UP 
SALES 


When you FlexAngle distributors are 
selling the features of the “Complete 
Angle”, make sure you point out that the 
14 ga. and the 11 ga. make a perfect 
marriage, and when matched in construc- 
tion provide exclusive sales features: 


VERSATILITY — and complete interchange- 
ability that’s possible only with FlexAngle’s 
uniform bolting arrangement of both gauges. 


STRENGTH — where added strength is 
needed by combining the two gauges. 


ECONOMY — because one section of 11 ga. 
will often replace two sections of 14 ga. 


without disrupting the design. 


> 
- 


Feature-facts such as FlexAngle’s ex- 
clusive 3 bolts in bearing at every joint, 
built-in measure marks for cutting ease, 
and rust preventive finish step up sales 
for all FlexAngle distributors. It’s easy to 
tell the story of the “Complete Angle”. 





5 aN 


UNIVERSAL SLOTTED ANGLE SYSTEM 





FLEXANGLE CORPORATION 


278 PARK ROAD, WEST HARTFORD 7, CONN. 
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[ will not deny that a denomina 
tor of 120 or 130% in some in 
stances can be obtained. I am of 
the honest opinion that a line that 
will not produce a denominator of 
10% is unprofitable, nor can I be 
convinced that the line should be 
carried and classified as a necessar\ 
evil. I feel that in trying to main 
, or better, on all lines, if 


tain YU“ 

you as sales manager will put your 
best foot forward in all instances, 
this goal can be obtained. I think 


you should first consult with your 
controller and have him submit to 


you a profit and loss statement 


based on your gross profit equal 
to, or exceeding, your inventory in- 
vestment and then approach a de- 
nominator by line 

I feel this so-called profit and loss 
inalysis by line or manufacturer is 
one of the most constructive pro 
grams this company has ever under- 
taken to keep the limited amount 
f working capital working at all 


times. 
J. L. Batpwiy, 


President 
Baldwin Supply Company 


Editors’ note: 

Mr. Curley’s question as to why 
Mr. Baldwin bases his turnover fig 
ures on sales rather than cost-of-sales 
can be answered by reference to the 
chart in the original article. (“How’s 
Your Gross Profit Denominator,” 
page 98-99, ID, September, 1957). 
The gross promt denominator is ar- 
rived at by multiplying quarterly 
gross profit by 4 and dividing the 
result by average inventory. But 
it also can be shown that the gross 
profit denominator is obtainable by 
multiplying the quarterly gross profit 
percentage by turnover (turnover 
representing sales divided by average 
inventory). For example, if quar- 
terly sales are $3,652 (line 3 of 
the chart), annual sales are $3,652 
times 4, or $14,608, and this, di- 
vided by average inventory of 
$3,689, gives a “turnover” of 3.96. 
Multiply 3.96 by the gross profit 
percentage, 20.5, and the result is 
the gross profit denominator, 81%. 
This is the same result obtainable 
when the dollar gross profit of $748 
is multiplied by 4, and divided by 
average inventory of $3,689. 
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LOW 


to win friends 
and influence sales 


It’s HOW PICTORIAL Magazine —still another 
Goodyear sales-maker for you. And it’s teamed with 
over 5,000,000 advertising messages each month in 
both general business magazines and trade journals 
—teamed with hard-hitting direct mail campaigns- 
with a wealth of promotional material—all designed 
to attract customers for your Goodyear Industrial 
Products. 

HOW PICTORIAL does it with a picture-caption 
treatment of newsworthy developments and events 
—everything from atom-age autos to the new auto- 
matic bowling alleys. Some of the stories spotlight 
unusual applications of Goodyear products. And each 
issue contains several strong-selling ads for key 


GooDy 


—T 





products like belts or hose. 


So, as you can see, HOW PICTORIAL is designed to 
do a real selling job. And it’s proved the case over 
many past years. In fact, tens of thousands of copies 
—sent out 8 times a year—have been winning friends 
and sales for Goodyear Distributors in every section 
of the country. 


What’s more, there’s space reserved on the back page 
of each issue for your imprint. Throughout HOW 
PICTORIAL’s pages, readers are directed to contact 
you as the source of Goodyear products. For more 
details, write Goodyear, Industrial Products Divi 
sion, Akron 16, Ohio. 


EAR 





THE GREATEST NAME IN RUBBER 
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“Demonstration is the key 


‘Try before you buy’ is our motto. 
We always advertise, ‘Come in for a 
demonstration’,”’ says Allen Haven. 
“Most of our machines are under power 
at all times—ready to demonstrate.’’ A 
prominent display of Delta tools keeps 
customers aware of the completeness of 


Te 


the line. 


E 


| Oo” -So4 & &: 
ro | 
oe Fees F a 


Haven stores are in “wholesaler locations’ — easily accessible and away 
from downtown traffic and parking problems. In addition to the Sacramento 
outlet pictured here, Haven stores are located in San Francisco, Oakland, 
San Jose and Fresno. A sales force consisting of 18 outside men and 14 counter 
salesmen is engaged in direct sales to industry, Government and schools. Future 
sales plans call for increased emphasis on metalworking tools and equipment 


‘When you sell by demonstra- 
tion you must have the best; YOU 
can’t fool the experts,’’ points out 
Allen Haven—‘“‘that’s the one big 
reason we're emphasizing our Delta 
line so much.”’ Here, Clayton Haven, 
Assistant Manager in theSacramento 
store, demonstrates the cutting power 
of the Delta ‘‘900’’ Radial Saw for a 


customer. 


Working closely with school<« in their respective 
communities, Haven store managers are school spe- 
cialists. Victor Haven, Manager of the Sacramento 
store, maintains a special meeting room to accom- 
modate groups, such as industrial arts teachers, 
attending Haven demonstrations of Delta tools 





to our success with DELTA E 


says Allen J. Haven, Gen. Sales Manager, 
Haven Saw & Tool Co., Oakland, Calif. 


Beginning as a one man operation carried on 
in a garage, Haven Saw & Tool Company 
has expanded to a business employing over 
fifty people in five stores. 

“Delta is vital to our prosperity,’ states 
A. J. Haven, “‘first, because Delta tools enjoy 
the undisputed No. 1 position in their field in 
terms of customer acceptance and second, be 
cause Delta has maintained the most consistent 
record for top-quality products. That’s why all 
you have to do to sell Delta-—-is demonstrate!” 

The continued growth and success of Haven 
Saw & Tool Company with Delta is typical of 
leading distributors throughout the country 
The reason: When Delta Quality is backed 6y 


"Our Delta volume has more than tripled in the two 
years since we took on the line,” states Allen Haven. “We dealer service of equally high quality t} 


prefer to sell a relatively small number of top lines rather 


y 
, . vif 
lé resuil 


than a lot of run-of-the-mill products.” Left to right are is bound to be growing sales and profits. 
C. E. Haven, founder and General Manager; A. J. Haven, Delta Power Tool Division, Rockwell Manu- 
General Sales Manager; Claude Haven, Manager of the facturing Company, 634M N. Lexington Ave.., 


San Francisco store ; 
Pittsburgh 8, Pa. 





es 


Showcases on wheels —is what Reyn Answer to the problem of providing better Demonstrations are the 


Roemer, Manager of the Oakland store, service to dealers. Here Herbert Kolb, Hoven »f sales, says Allen Haven 
calls the Haven fleet of five Volkswagen salesman, and Claude Haven prepare to carry r hitches on the 
station wagons. Each station wagon is tools to a customer. Many times Haven sales- > . lly designed and 
equipped with a shop full of tools and men help the dealer at the retail level by radial saw t 
is manned by a power tool specialist. demonstrating the units in his store we sell along with the saw itse 


another product by i 





"DAYTON LEADS in 
over our 10 other 


Mr. William J. Phifer, President, Howe Distributing Co., Gastonia, N. C. 


“In the 10 years that we have been dis- 
tributing Dayton V-Belts, we have aver- 
aged 50% dollar-volume increase annu- 
ally and the demand has grown to the 
extent that Dayton now leads in dollar 
sales over our 10 other key lines. 


“With its Field Surveys, Dayton helps 
us perform a high grade of service for 
our customers. Our local Dayton repre- 
sentative visits customers in textile 
mills, cotton gins, bakeries, furniture 
factories, and a variety of other plants 
to record the type and size of the V-Belts 
in use. With this information, we can 
tailor our inventory to meet the specific 
requirements of this region, and give 
our customers exactly the right V-Belt. 


“At the same time, the Dayton man 
works with us to help customers deter- 
mine the best possible V-Belt for their 
particular jobs, and give them preven- 
tive maintenance tips to increase the 
usefulness and efficiency of their Dayton 
V-Belts. This type of manufacturer- 
customer contact has helped tremen- 
dously to build up goodwill that no 
amount of money can buy. 

“Maintenance men freely admit that 
Dayton V-Belts are the finest on the 
market. This, plus service, availability 
and the type of field help we get from 
the Dayton representative, all go a long 
way towards making Dayton V-Belts 
our leading line.” 


“As Distributor for the only truly complete V-Belt line on the 
market, we can supply our customers with the correct V-Belt 
for every type of V-Belt Drive. Buying all their require- 
ments at Howe also means the convenience of one billing.” 


“George Steele (left), the Dayton representative, 
spends part time of every month with our salesmen, 
Here he’s helping make a follow-up call to a 100% 
Dayton customer who has 120 matched sets of V-Belts.” 
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doliar sales 
key lines” 


“Dayton has designed a complete, hard- 
hitting promotion package around their 
wall charts, direct mail, specialized and 
general catalogues and the most authori- 


tative V-Belt design handbook written.” T i T=) 
aly ta m Fudbex 


World's Largest Manufacture r of V-Belts 


THE DAYTON RUBBER COMPANY 


industrial Replacement Division, Dayton 1, Ohio 


I want to know 


available. Pleas« 


“With Dayton Field Surveys guiding our 





inventory policies, we can anticipate fu- 
ture demands, stock these items in depth, 
and give our customers one-hour service.” el 
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SELL GTICA--- 


<uSx<ti Gap UTICA DROP FORGE & TOOL DIVISION, KELSEY-HAYESCO., UTICA 4, NEW YORK 


4 ef ality 
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The rook the eyporte use | 


FAMOUS BRAND NAME ost wanted name in pliers and other high-quality hand tools 
WORLD'S MOST COMPLETE LINE— Pliers for every purpose. Over 160 different types from stoc! 
designed for special needs. FINEST QUALITY — Utica pliers are drop-forged for rugged strengt! 
induction hardened on wear surfaces for greater durability. FULLY GUARANTEED — lve! 


pliers that you sell is backed by Utica’s famous full guarantee. 
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Lamson & Sessions Makes The Most 
Complete Fastener Line In The Industry 


Here’s What It Means To You: 


1. You can buy from one reliable source ...and get what 


you need fast... from millions of items in stock. 


. This simplifies ordering ... makes inventory control 


easier... and saves money. 


. Lamson offers you promotional aids, stocking assist- 


ance and factory engineering service upon request. 


You get these and many other bonus advantages, when you de- 
pend on Lamson & Sessions as your source for fastener products, 


AF7\ WEST B5th STREET +« CLEVELAND 2, OVD + PLANTS BT CLEVELAND BMD VEN, GYMS + SYR HONRGMeM © OF 





The BOSTON), DISTRIBUTOR'S 
ela fake -Meol eh mm dak- Mm of- lel e-it--1- im 








Permits plant door 
demonstration of 


BOSTON... 


REDUCTORS, RATIOMOTORS 
and VARIABLE SPEED DRIVES 
in operation 


Distributors using the mobile display trailer 
agree that they can “sell °em” much faster 
when they can “show ’em”. For plant men, 
the display “brings to life” the products listed 
in their Boston Gear Catalog . . . acquaints 
them with many products in the big BOSTON 
Gear line that they may have overlooked. 
DISTRIBUTOR SALESMEN 

find it much easier to explain the features 

of the BOSTON Gear Variable Speed Drive 
when they can demonstrate with the 

device in operation. 
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SINCE BOSTON GEAR first developed this Distributor’s demonstration 
trailer, the number in operation has increased steadily — for sound, sales- 
wise reasons. Distributors find it the ideal link in their sales operations. It 
permits contact and discussion with those “hard-to-reach” men at the plant 
whose product approval is essential. And there is nothing like a visual 
demonstration to cultivate their important buying influence. 

The “Showroom-on-Wheels” is another example of BOSTON Gear’s constant, 
sales-building support. Distributors everywhere agree that this “mobile 
selling” unit makes the big-volume, fast-moving BOSTON Gear line move 
faster than ever. Boston Gear Works, 14 Hayward St., Quincy 71, Mass. 





me Oh tele) bie) GA's. | 1 ae 
buyers...to build up sales 


PROMOTES ADVANTAGES OF 
INDUSTRIAL DISTRIBUTOR SERVICE 


The visit of “Showroom-on-wheels” is a 
dramatic reminder of the advantages of buy- 
ing from local Distributor’s stocks. Along 
with required catalogs and other product 
literature, Boston Gear furnishes Distribu 
tors with the booklet (below) to be left with 
all the plant men attending the demonstra 
tion. It emphasizes the convenience and 
economy of buying, not only Boston Gear 
products, but all other industrial supplies 
stocked by the Distributor. 


PLANT MANAGEMENT WELCOMES 

the “plant door” demonstration and display offered by the 
Boston Gear Distributor. They know it saves the time and 
simplifies the task of their key men. At the prearranged 
visit of the “Showroom-on-wheels”, their design, engineer- 
ing, maintenance, and purchasing personnel observe and 
discuss the new ideas for power transmission economy 


offered by BOSTON Gear products. 


BOSTON. 


th BIGGEST Distributor line 
BIGGEST in Dollar Volume — BIGGEST in Dollar Profits 
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MORSE TWIST DRILL & MACHINE COMPANY - NEW BEDFORD, MASS. 
A DIVISION OF VAN NORMAN INDUSTRIES, INC. 








Name the job...BIG or Small... 
7 
ij Ri 


There’s a 


Columbian ‘Stabilized’ Nylon hawsers and tow lines are 
standard equipment on the luxury liner “United States’, 
shown entering drydock for periodic inspection 


COLUMBIAN Nylon Rope fo do it better! 


WITH DOUBLE THE STRENGTH of ordinary ropes, 
Columbian “Stabilized” Nylon cordage absorbs 5 
times as much shock . . . and lasts up to twice as 
long. 


Unaffected by rot or.marine organisms . . . absorb- 
ing a minimum of water (you can store it while wet) 
. . . Columbian Nylon Ropes and Twines are easier 
to handle, wet or dry. 


® For further information on Columbian “Stabilized” 
Ropes and Twines, write .. . 


The “Stabilized” process, pioneered and patented* 
by Columbian, assures no raveling . . . no fluffing 
of ends . . . no loss of length or strength in splicing 
or knotting. 


Columbian Nylon cordage ranges in size from 10” 
hawsers all the way down to No. 6 seine twine, with 
a rope or twine for every use in between. 


*Pat. No, 2342892 


COLUMBIAN ROPE COMPANY, Auburn “The Cordage City”, N. Y. 


COLUMBIAN * ==. - 
A i 


~~ <= 


INDUSTRIAL DISTRIBUTION ¢ DECEMBER, 1957 





ST 
AmMENT 


Brighte 


z 
0 

ws 

ee 

S. 
oe : £& o 
© fh ou 
wt: 

W) 2 

| ° 

} rs 

a 


INDUSTRY 


ECONOMICALLY 


~*~ ~ Ye, ~ 


~~" ~ \¥ < so . . 
<< S \ SS _ SS 
—_ ~ r~ hal en - loc 
= ". * ~ = ~ ~ \ ~ =e 
ee ee, we \\ \\s Sa AS Se Sy Ssscx 





“ .. then we 
Switched to se 
Distributors 


Chicago- 
: Get Bigger 


Latrobe : 
Ad Backing! 
Carbide on 


79 ? 
Too S final Chicago-Latrobe advertise- 
// ment for 1957. Hundreds of thou- 
sands of readers of the most 
important “metal-working” mag- 
azines will see this ad. Many will 
read it — every word. Some will 
merely see the cartoon and the big 
words, “CHICAGO-LATROBE.” 
All will be just a little more famil- 


In hundreds of i - 
= Runerads of plants ond chege, Chicago Latrobe iar with the idea that Chicago- 


Carbide Drills and Reamers are helping to establish new Latrobe is in business .. . making 
production records. Reason? They run longer between fine Drills, Reamers and related 
items for industry. 


grinds . . . they have stamina that permits faster feeds ahs ill cea Ce nities Gad 


and speeds. And—they are available when and where would bring an immediate swarm 
of orders to each and every C-L 


you need them. Try them ... call in your Chicago-Latrobe Distributor, you can be sure we 
Distributor. He’ll serve you promptly . . . advise you wisely. would write it. But frankly, we 
don’t know how. So... we do 

the next best thing. We hammer 

away with our story month after 

month. C-L Distributors get the 

business increase they deserve. 

The growth is not always dra- 


Chicago-Latrobe —— 
Stock and sell 
bil ULCER Chicago-Latrobe 


Chicago-Latrobe 
















































































THE LINE WITH 





mas sae commen common om SUDDOMT! 


DRILLS - CARBIDE AND SPECIAL TOOLS 


CHICAGO-LATROBE e) 


427 W. ONTARIO STREET, CHICAGO 10 





Offices and Warehouses in: New York, DOUBLE CIRCLE 
Detroit, Chicago, Los Angeles TOOLS 

















ACROSS THE NATION BY OVER 400 DISTRIBUTORS 


It pays to specify Jones & Laughlin steel 
pipe for two reasons: 


1. You get superior quality pipe. Jones & 
Laughlin is an integrated steel company. 
This permits rigid quality control from raw 
materials through the finishing mills. You 
can be sure of long-lasting, trouble-free in- 
stallations with J&L steel pipe. 


2. You are sure of a dependable source of 
supply. J&L pipe is sold by over 400 leading 
distributors across the nation. They carry 


complete stocks for prompt service. And they 
are prepared to furnish technical service by 
steel pipe specialists. 


Whenever you need superior pipe and de- 
pendable service, call your nearest J&L dis- 
tributor or write direct to Jones & Laughlin 
Steel Corporation, 3 Gateway Center, Pitts- 
burgh 30, Pennsylvania. 


Ji Jones & Laughlin 


STEEL ...a great name in steel 


INDUSTRIAL DISTRIBUTION « DECEMBER, 1957 33 





NEWS THAT HELPS YOU SELL 


How SPS advertising, direct mail, 
help you sell more FLEXLOC 





Sell nck 
9 hur ore 206 a 
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CONSISTENT NATIONAL ADVERTISING attracts new FLextoc chasing. Every FLextoc ad refers the reader to his local industrial 
customers; keeps old customers sold on FLExLoc advantages distributor. Reprints of the FLExLoc advertisements shown above 
Across-the-board scheduling assures reaching all important buy- —for mailings, handouts or counter display—are available with- 
ing influences—administration, designing, production and pur- out charge by writing A. W. Scott, Director of Advertising 
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publicity 
locknuts 


Typical of the sales assistance you get from SPS is the 
FLEXLOC promotional material reproduced here. This trade 
paper advertising, publicity, direct mail, and product literature 
has just One purpose—to sell your customers, who are in turn 


our customers, on the advantages of using FLEXLoc locknuts. 


Besides receiving strong promotional backing, FLEXLoc dis- 
tributors benefit from being able to offer their customers a 
complete locknut line. Standard FLExLoc locknuts come in a 
wide range of sizes from #4 through 2 in.—in alloy steel, 
Stainless steel, brass and aluminum. Styles include regular 
height and thin nuts and FLextoc clinch nuts. Both regular 
height FLExLocs and FLEXLoc clinch nuts are also available 
in microsizes +0 to #4. Whatever your customer’s require- 
ment in a locknut, there is a self-locking FLEXLOC to meet 
his needs. 


To get your full share of the profitable locknut market, take 
advantage of the free sales aids offered on these pages. Write 
today to A. W. Scott, Director of Advertising, STANDARD 
PRESSED STEEL Co., Jenkintown 13, Pa. 


STANDARD PRESSED STEEL CO. 





PENNSYLVANIA 


JENKINTOWN 





YOU ALSO GET DIRECT MAIL pieces to help you tie in with the 


national FLExLoc campaign. Supplies of Form 2240 (above) 
/ 


s 


describing FLEXLoc microsize locknuts are furnished with « 
tributor’s name and address imprinted. All you have to do is 
address and stamp them. Reply card is attached. Write today 


for as many copies as you need. There is no charge 





PUBLICITY PRESELLS YOUR CUSTOMERS and prospects on the 


benefits of new FLExXLoc designs, sizes and ter Ss. suc s the 
new FLEXLoc microsize locknuts recently made > S t 
less steel, brass and aluminum. Written up in the editorial columns 


of national trade publications, these news items 
the industrial community; generate hundreds of inquiries which 
if ‘ ‘ 


entually resul n increased sales for 
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CLOSE YOUR FLEXLOC SALES with informative product literature 


like this new folder (Form 2249) covering FLEXLov crosize 
ocknuts and microsize FLextoc clinch nuts Ot 4). Orn 

it to those customers and prospects whom jy car Sec 
several weeks. As in the case of all SPS literature, the f ger reters 
the customer to you, his local industrial distributor. Write t 
Director of Advertising for the quantity you need, N 

folders or imprint 





Ko SOCKET SCREW PRODUCTS 
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WOULDN'T YOU 
RATHER HAVE 
THE LATEST 
TECHNICAL ADVANCE ? 


Now from : 
/ | t | p f A great new advance 
that lowers metal cutting costs 


“Wodavoed” Hack Saw Blades . 


Certified by American Standards Testing Bureau” to meet their standards 
for superior cutting: Uniform Teeth, Uniform Set, Uniform Temper 





Clean, efficient, lowest cost cutting can only be obtained 


from uniform, consistent quality blades such as produced SOLD EXCLUSIVELY THROUGH 
by Heller’s unique, Job Tempering process. <= teller) 
In Heller Job Tempered hand and power blades, uni- ~ [orstasutors | 


formity begins right with the raw steel which is made to “YOUR OUTSIDE TOOL ROOM’ 


specification and minutely inspected for analysis and 





proper grain structure. Teeth are milled to uniform size, 
shape and spacing by the most modern, highly specialized 
equipment in the industry. Uniformity of tooth set is 
precisely measured with an indicator specifically developed 
for this purpose. 
Then Heller’s unique heat treating technique, carefully 
matched to the metallurgy of the steel, brings about ex- 
ceptional uniformity of temper the full length of the 
blade — and from one blade to the next. 
That’s why every Job Tempered hand or power hack 
saw is certified by American Standards Testing Bureau to 
meet their standards for superior cutting: uniform teeth ; 
, HELLER TOOL CO., America’s Oldest File Manufacturer 
.. uniform set... uniform temper — your assurance of Seeesmerdown, Gile — A Scheldiery of Ghuends Sow ond Steel Co. 
outstandingly better, lower cost service on the job. 














HELLER HELPS 
SIMPLIFY YOUR 
SALES PROBLEMS 


YOU HANDLE A FULL LINE of Heller Job Tem- 
pered hand and power blades in a complete 
range of sizes to fit all standard frames and 
machines — in types to meet all requirements 
and safety considerations in cutting a wide 
variety of materials. You sell the right blade 
for every job! 


HAND BLADES in standard steel, High Speed 
“M”-Hax, High Speed “T’’-Hax, Hard Edge or 
All Hard—in 10” and 12” lengths—14, 18, 
24, or 32 teeth per inch. 


POWER BLADES in High Speed “M”-Hax, High 
Speed “T”-Hax, “Nuweld” Safety blades — in 
12” to 36” lengths — 2% to 18 teeth per inch. 


YOU'RE BACKED UP WITH THE MOST DYNAMIC 
PROMOTIONAL PROGRAM in the field today. 
Big-space, consistent advertising in the key 
publications keeps Heller’s products in front 
of your prospects and customers. And you get 
solid merchandising support — wall selection 
charts, “Heller Hints on Hack Saws” booklets, 
memo books, remembrance pieces and product- 
pushing direct mail programs for your terri- 
tory! 


YOU HAVE A POTENTIAL SALE BEHIND EVERY 
DOOR with these real bread-and-butter items. 
Day in, day out sales that add up to surpris- 
ingly important profits on your year end bal- 
ance sheet! 


YOU BENEFIT FROM HELLER’'S 100% DISTRIBUTOR 
POLICY: As promoted with Heller’s distributor 
emblem on every advertisement. 


HERE ARE THE FACTS: 


New catalog of Heller Job Tem- 
pered Hand and Power Hack 
Saw Blades gives full informa- 
tion on the new line. 


WRITE FOR YOUR COPY TODAY 


nucur 
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FLAT GROUND DIE STEEL METAL CUTTING BAND SAWS FAMOUS HELLER FILES 





ALLEN-pointers that will help 
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For customers who are miniaturizing ... save space, time, 
and money with Minicaps and Minisets (+0 thru #3 dia.) 


These miniature Allen Hex Socket Cap 
and Set Screws make it possible for 
your customers to scale down product 
sizes even farther. They’re made from 
Allenoy special alloy steel—so strong 
that it’s safe to specify fewer screws 
or smaller sizes. 

Allen Minicaps and Minisets are tiny, 
but very tough! —true Allens, with 
deep, clean, strong sockets and uni- 
form Class 3A threads. Minicaps have 
the Allen knurled “Grip-Head” and 
are trimmed both on top and under 
the head, for tighter fit and better ap- 


ALLEN 


pearance. Minisets have the improved 
small-cup Allenpoint that drives 
deeper and holds tighter. 


Because sockets are uniformly true 
hexagon shape, the key or driver fits 
tight — makes starting much easier, 
saves a lot of time in assembly. 


Diameters of these miniatures run 
from #0 through #3. Minicap lengths 
run from 4” through 42”, and Miniset 
lengths from “6” through %4”. Also 
standard in stainless steel. Write for 
full information and samples. 
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You can sell Minicaps and 
Minisets to any customer who 
is looking for dependable 
fastening in very small 
assemblies: 


TV, radio and telephone equip- 
ment @ Guided missiles, rockets 
e Panel meters e Electro-me- 
chanical devices and servo-sys- 
tems @ Computers @ Control and 
operating mechanisms for rela 


ys 
® Cameras e Instruments 








MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. 

















Accuracy in performance is achieved by accu- 
racy in production of every component part 

Jacobs and your industria! supply distribu- 
tor are ready to deliver the chucks you need 
and the service you deserve. First in chucks 
... first in service. 


The Jacobs Manufacturing Company 
West Hartford, Connecticut 


The Jacobs Impact Key- The Jacobs Model 96 The Jacobs Plain Beor 
less Chuck especially Collet Chuck for grind ing Chuck for dr 
designed for the air- ing machines, millers presses, portable ele 
craft industry and jig-borers tric and air tools 


The Jacobs Model 91 
Spindle Nose Collet 
Chuck for tool room 
and engine lathes 


The Jacobs Ball Bear- 
ing Super Chuck for 
heavy duty and pre- 
cision industrial use 


Flex® Tap Chuck de- 
signed for tapping 
heads and impact tools 








H-R SERVICE BUILDS PROFITS 





Eugene T. Thompson, V.P. and Secretary, Norvell-Wilder (left) and J. M. Shaw, V.P. and Sales Manager of 
Norvell-Wilder. Texas, Louisiana, and parts of Oklahoma 


Supply Co. (center), points out the location of a proposed 


polyethylene plant to H-R Field Engineer Don Burge are covered by 30 salesmen 


headquarters in Beaumont (above), 
branches in Conroe, Corpus Christi, 
and Odessa, Texas; and in Lake Charles 
and sales offices in Dallas and Port 


In addition to its 
Norvell-Wilder has 
Ft. Worth, Houston, 


and Shreveport, La.; 
Arthur, Texas, and Tulsa, Oklahoma. 


E. L. MacEwan, Purchasing Agent at Norvell-Wilder, 


checks H-R’s Petroleum Industry Products Application 
Data File for technical information on a new hose installation. 
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FOR BEAUMONT DISTRIBUTOR 


Skilled personnel and superior service have established a fine 
reputation for this fast-growing distributor organization 


Since its establishment in 1910, Norvell-Wilder Supply 
Company has rendered the type of service that creates 
confidence and builds business. Their 25 “‘inside’’ and 
30 “‘outside”’ salesmen who call on customers in Texas, 
Louisiana, and part of Oklahoma carry a catalog listing 
10,000 different items . . . from drilling rigs and rotary 
hose to safety goggles and fire hose. 

While Norvell-Wilder sells to all industries, one of the 
firm’s principal sources of business is the petroleum field 

. so industrial rubber hose is naturally a big volume 
item. It’s in this type of product that the factory train 


Here, discussing the fitting on Monarch 1" Booster Hose, 
are (|. to r.) H-R’s Don Burge, Master Mechanic L. H 
Gilbert of the Beaumont Fire Dept., District Fire Chief 
W. J. Wilkinson, and Norvell-Wilder’s Branch Manager 
George E. Beard. The truck is one of five combination 
hose-carrier and brushfire trucks used by the Department 


Youngblood, Warehouse Supt 


ing of Hewitt-Robins Field Engineer Don Burge proves 
helpful to Norvell-Wilder. His know-how, backed by H-R 
research and manufacturing facilities in Buffalo and 
the nearby warehouse in Houston, makes it easy to meet 
the most urgent and exacting customer requirements 

Like Don Burge, Hewitt-Robins field engineers in 42 
strategically located sales offices provide industrial rub 
ber distributors and general line distributor organiza 
tions with technical service and assistance. They know 
how H-R products can help solve customers’ problems 
Feel free to call upon them 


4 dock warehouse fire the night before provides an occa 
sion for H-R’s Don Burge (left) and Norvell-Wilder’s 
Branch Manager George E. Beard to ca on Fire Chief 
J. N. Richardson of the Beaumont Fire Dept. They 
checked on the performance of 500 ft. of H-R Dacron 
Filler Hose which was purchased for test purposes 
Richardson liked the fact that the hose handles 


folds easier and is 6 lbs. lighter per 


Don Burge points out the advantages of Servall hose in 


the course of a warehouse check of inventory with Guy 


center ind John 


Cheesman, warehouseman (right), of Norvell-Wilder 


TT-ROBINS 
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How this emblem 


is being made more valuable to 
Authorized Distributors of C€ARBOLOY. 


CEMENTED CARBIDES 


HIGHER PROFITS 


New franchise brings Authorized Carboloy 
Distributors 5% to 75% bigger gross margins 
on standard stock orders 


Higher net profits on an increased volume of busi- 
ness — this is what the new franchise offers Author- 
ized Distributors of Carboloy cemented carbides. 


This is accomplished, in part, by the new discount 
schedule incorporated in the franchise. This sched- 
ule is unique in the industry because it gives the 
Distributor added compensation for performing the 
job he can do best: serving his customer better by 
providing complete, local stocks. Here’s how it works: 


Under the old schedule, as the size of the order 
went up, the price went down .. . and so did the 
Distributor’s discount. This meant his cost remained 
relatively stable, and that there was little economic 
advantage for him to purchase in large quantities. 

Under the new schedule, while prices go down, 
the discount remains stable — 21% on all standard 
stock orders that are not “rush.” This is 5° more 
than the maximum discount before. But more im- 
portant, it means that the Distributor saves money 
by purchasing in larger quantities. And when he 
buys in larger quantities than he sells, the Distrib- 
utor can realize gross margins of as much as 46.28% 
—an increase of 75% over the margins previously 
possible. Today, a Distributor can average 23%- 
26% on this line. 


The graph at the top of the next column shows how 
gross margins on the new discount schedule com- 
pare with the previous ones. 

There’s a second advantage to the new schedule 


Range of Gross Margins Possible for Standard Stock Orders* 


NEW DISCOUNT 
SCHEDULE 





OLD DISCOUNT 
SCHEDULE 


“besed on suggested 
resole prices 


: PET 


ees Be 


4 + 
PACKAGE CATEGORY WHERE PURCHASED i 


— one that, in the long run, is as valuable to Distrib- 
utors as the higher margins: increased sales vol- 
ume. Under the new schedule, the Distributor makes 
more money by buying in larger quantities. And, 
the very fact that he now maintains more complete 
stocks makes it far easier to develop new business 
Thus, he is in the position of being able to do an 
improved job for his customers . . . while making 
an increased profit on his investment. 

The new discount schedule fits in with the under- 
lying philosophy of the new Distribution Plan, be- 
cause it is aimed at serving the customer better 
through teamwork between Carboloy Distributors 
and the Metallurgical Products Department. This 
and other features, like the unique stock protection 
program and performance-measurement reports, 
have created one of the most profitable franchises 
in the field of industrial distribution. Metallurgical 
Products Department of General Electric Company, 
11133 E. 8 Mile Street, Detroit 32, Michigan. 


CARBOLOY. 


CENwWEN FT EG OG 


CARBIDES 


GENERAL @@ ELECTRIC 
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with CLOVER 


Improved appearance is only part of the story. The grind- 
ing and finishing process shown above uses ( lover Coate d 
Abrasive Belts to put the final touches on the contour and 


assure the perfect balance required of a professional club. 


Clover Coated Abrasives also finish the steel shafts of golf 
clubs before they are chromed. and help in the shaping 
@nd manufacturing of the matching woods. Finishing the 
leather in golf bags and golfers’ shoes involves Clover 
products, too, and finishing the car that takes the golfer 


to the links and the utensils that make his breakfast. 


The products that benefit from Clover make a bold list, 
from golf equipment to grand pianos, from hats to hoes. 
from bassinets to battleships. Why not let Clover look at 
yonr grinding and finishing problems? A letter or call will 


bring a Clover man. or hig distributor\to vour plant. 


Coated 


CLOVER MFG. CO. girsives 


ince NORWALK, CONN., U.S. A. . 


1003 n Lapping and 


x 


- sere | Grinding 
i 1515 . , 


Telephone: VIctor 
Near trea ner ees gs =: Compounds 
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Key Line Selling is Increasing Profits 
for B&D Distributors 


For some years now Black & Decker has actively pro 
noted the concept of Key Line selling to distributors 
of their products. Distributors who have adopted this 
concept have regularly reported increased profits as a 
result. One distributor reports—at a time of generally 
leclining profit margins—an increase of 2 percentage 
points in net profits; sales boosted 32%; salesmen’s 
incomes up 14%. Another reports increased business 
without increasing capital outlay. Still another states 
his men have more time to concentrate on truly profit- 
able business. Black & Decker figures bear out that 
their distributors—over all—have increased sales by an 
average of 18 


Key Line selling consists of seven keys to better 
profits. It is based on the fact that among the thousands 
of items a distributor inventories and sells there are 
relatively few lines with a good profit margin. If a 
distributor concentrates his selling efforts on these 
lines—Key Lines—he will make more money. What, 
then, are the qualifications of a Key Line? 


1. A Key Line must have 
Broad Market Appeal 


Distributors must be assured of broad selling oppor- 
tunities. The Black & Decker line of tools has virtually 


unlimited market appeal. Knock on any door—and you 
will find a prospect for Black & Decker Tools 


2. A Key Line should be a complete line 


The distributor must be able to fill most requirements 
from it. With a complete line—over 2,000 attachments 
and accessories—Black & Decker is truly one which 
allows multiple applications in a great variety of 


markets 


3. Key Line Products must be high quality 


The distributor who stakes his future on a line must 
know that that line is of very high quality. When 7] 

of all purchasing agents specify a preference for Black 
& Decker Tools it is obvious that Black & Decker’s 
quality is not only outstanding, but is also considered 


the standard for the industry 


4. A Key Line must be 
aggressively promoted 
Distributors want assurance the products they sell ar 
actively promoted. And Black & Decker Tools are 
backed by intensive pre-selling through consistent 
advertising and sales promotion. Black & Decker is th 
best known brand name in the portable electric tool 
field. B&D Key Line distributors sell with the knowledge 
that customers are predisposed to Black & Decker Tools 





5. A Key Line is backed in the field 


Distributor salesmen must have help from the factory 
And B&D expert field assistance is another mark of a 
true Key Line. B&D has the largest network of sales 
representatives giving distributor salesmen technical 
assistance—for every step from organizing a sales pro 


gram to helping crack the tough ones. 


6. A Key Line is profitable 


A distributor must make a fair profit. Black & Decker 
products are big ticket items offering larger profits, in 
themselves, and leading to the sale of numerous acces 


sories and attachments as well. 


7. A Key Line must be backed by service 


Distributors must know the product they sell will 
satisfy customer needs . . . will be properly serviced 
his is fulfilled by Black & Decker in two ways. First, 
in the product itself. All Black & Decker Tools are 
designed and built to give long, trouble-free service. 
Second, in taking care of tools when they require 
repair. Within 24 hours of any place in the nation is a 
Black & Decker Service Branch where Black & Decke1 
Tools receive factory service backed by the standard 


B&D Tool guarantee. 


Seven keys to more sales— 
increased profits 


More and more Black & Decker distributors are becom 
ing Key Line distributors. Investigate Key Line selling 
for yourself. Find out why so many distributors ar« 

enthusiastic about this sales concept. See your local 
Black & Decker representative or write THe BLack & 
Decker Mrc. Co., Dept. 4012, Towson 4, Maryland 
In Canada: P. O. Box 278, Brockville, Ont 
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DRIVERS 


The most complete line of portable electric tools in the industry 











Leading Distributors Everywhere Sell 


Black& Decker: 


Quality Electric Tools —Power-Built to set the pace 
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Good Delivery on Fasteners 


You can count on prompt delivery when you order 
Bethlehem fasteners. That’s because we keep huge stocks 
the needs of 


of general-line fasteners on hand to meet 


your customers 

You can choose from such a wide variety of items, 
because Bethlehem makes them all. Machine bolts. Carriage 
and lag bolts. Plow bolts. Nuts. Cap screws. We make 
these and other fasteners in a complete size range 

Bethlehem fasteners are good, dependable fasteners. 
They're the kind your customers will like. 

BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Stee 
Corporation. Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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YOUR 
SAW 


AT YOUR SERVICE TO 
HELP YOU SELL! 


A Barnes sales engineer is assigned to each distributor to 

Train and work with sales personnel 

Develop and retain key consumer accounts for you 

Advise your customers on sawing problems 

Assist with your merchandising program 
The Barnes sales policy, like Barnes blades, is a quality product. 
It is designed to provide Barnes distributors with a realistic and 
profitable sales program 


w. oc. BARNES co., INC. 


1297 TERMINAL AVENUE + DETROIT 14, MICHIGAN 
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YOU GET more* WHEN 


YOU BUY BEARINGS FROM YOUR 


Bunting. 


Sensible price brackets 
making ordering and pricing easy— 


an exclusive Bunting feature. 


This advertisement appears in: 
Purchasing News 
lron Age @ Mill & Factory 
Machinery ¢ Modern Machine Shop 
Southern Power & Industry © Steel 


48 












DISTRIBUTOR 





NEVER WRITTEN IN ANY SPECIFICATIONS, 
the responsibility of the supplier is established only 


by his record of service. It is well known that 
Bunting goes far beyond the strict terms of a 






















transaction to meet all the requirements of the 
customer, even in crises produced by unforeseen and 
unavoidable complications. Complete manufacturing 
facilities, an unfailing supply of Bunting Cast Bronze 
and Bunting Sintered Powdered Oil-filled Bronze 
Stock Bearings and Bars assure that Bunting 
distributors always have ample stocks. 








Your Bunting distributor is listed in the classified section of your 
telephone directory usually under Bars—Bronze, and Bearings— 
Bronze. Two modern Bunting factories and eleven Bunting 
Branch Warehouses expedite distribution in all areas. Write, or 
ask for catalogs giving complete dimensional listings 


and technical data. 





BUSHINGS, BEARINGS, 


Bu ntin BARS AND SPECIAL PARTS 
« OF CAST BRONZE AND 


POWDERED METAL. 


The Bunting Brass and Bronze Company @ Toledo |, Ohio @ Branches in Principal Cities 
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These are the 


INTS 


to remember 


4 Complete Family of rotary cut- 
ting tools om one reliable source. 

L ol Costs and Higher 
Production when you use “Standard”’ 


quality tools. 


3. Engineering Service is available 
to you at all times to help you get the 
most from your “‘Standard’’ tools. 


YOUR STANDARD TOOL DISTRIBUTOR 
STOCKS THE COMPLETE LINE 


Quality Tools Since 188) 








DARD TO OL 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 


STAN 0) 


FACTORY BRANCHES IN: NEW YORK «© DETROIT «© CHICAGO «+ DALLAS ** SAN FRANCISCO 


THE STANDARD LINE: wis? Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide Tools - Gages 
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Each yeor industry buys millions of files made 
in these Nicholson plants. 


Customers buy them through Industrial Dis- 
tributors like you. They get the best designed, 
best made files available anywhere in the world. 
They get them quickly, at fair prices. 


These are some of the factors that have 
created for Nicholson and Black Diamond files 
a brand preference second to none. 


wee 

< 2 
~" oe. ° 
: @.s.a.* 


NICHOLSCN FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 


(in Canada: Michelsen File Company of Canada Lid . Port Hope, Ontario) 


To you this means a year-in, year-out source 
of sales and profits. To us, it means capacity 
operation for our facilities. 


We can’t think of a better way to have it. 


For our part, we hope working together is as 
pleasant and profitable for you as it is for us. 


Thank you for your helpfulness in 1957 and 
all the years past. We hope the year ahead 
will be the most rewarding for you yet. 


- 


NICHOLSON and BLACK DIAMOND FILES 


WORLD'S FOREMOST MANUFACTURER OF A FILE FOR EVERY PURPOSE 
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Full-page Thermoid advertisements 
work for you regularly in all these 
leading business publications. 


Experienced Thermoid engineering 
sales helpis always availabletohelp 
you with specialized applications. 


‘to — ALL industry ? 











It takes products that are used and in demand everywhere—in manu- 
facturing, construction, food processing, pulp and paper-making.. . 
in quarries and mines... in the petroleum industry. 


It takes real advertising support to both create and sustain the reputation 


and demand for the line. 
It takes experienced engineering help needed for specialized applications. 


Thermoid offers all of this to their distributors—a complete line of 
HOSE... CONVEYOR BELTING ...POWER TRANSMISSION 
BELTS both flat and multi-V . . . plus a full line of INDUSTRIAL 
FRICTION MATERIALS. All quality products—priced to sell. . . 
readily available . . . advertised consistently . . . and backed by helpful, 
experienced Thermoid engineering service and technical sales assistance. 


hermol 


Thermoid Company * Trenton, N. J. 
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AMERICAN STEEL 


TIGER 


, = actually get a “Big Lift” when you handle U.S.S 
American Tiger Brand . . . for there is more sold than any 
other make. You get the advantage of having a complete 
line of wire rope, slings and accessories to meet every 
application 

What’s more, the research and engineering back of 
Tiger Brand assures top performance for the rope you sell 
In addition, Tiger Brand Wire Rope specialists are avail 
able to help you handle the tough jobs. These men make 
lasting customers for you with the practical assistance 
they give. 

To help pave the way for your salesman, consistent and 
effective advertising is maintained to all branches of in 
dustry .. . and sales promotion literature is available for 
special campaigns 

You'll get a “Big Lift” to help you sell Tiger Brand 


Write us about possibilities in your area 


& WIRE DIVISION 


United States Steel, General Offices: Cleveland, Ohio 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO - TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN TIGER BRAND WIRE ROPE 
Eicelliy Chofprmed 


OoNITEO STATES £8 
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LILY-TULIP CUP PLANT, Springfield, Mo 


f 


CHICAGO PNEUMATIC TOOL PLANT, Utica, 





SUNSHINE BISCUITS, Oakiand, Cal LEVER HOUSE, New York City 


JENKINS VALVES . . . for Every Industrial, Engineering and Plumbing-Heating Service 


DSerkins rey 





$700 MORE YIELD PER DAY, without one penny spent for new equipment or extra raw material. This was the production gain 
achieved by switching from commercial castor oil and cylinder oils to Keystone 5P7 Light Lubricant in valves of vacuum filters. 
Supplementing close valve adjustment, the character of the lubricant film sustains high vacuum and consequent increased capacity. 


Facts to help you sell Keystone No. 5P7 Light Lubricant 





Keystone 5P7 Light gives chemical company 
$182,000 more yield per year on vacuum filtra- 
tion of phosphoric acid from gypsum cake. 


Here’s another tip on Keystone Specialized Lubri- 
cants that help increase production for your 
customers and pyramid sales for you. Use this 
information in your selling. It will gain you new 
customers and help sell more to current ones. 


Poor lubrication was causing a major chemical 
company to lose 8% of its production in the vacuum 
filtration of phosphoric acid from gypsum cake. 
Commercial castor oil and cylinder oils, used to 
lubricate and seal vacuum filter valves, clogged 
lubrication ports and failed to reach valve surfaces. 
As a result, vacuum constantly dropped below the 
18 inches required to extract the maximum amount 
of phosphoric acid. 

Specially formulated Keystone 5P7 Light Lubri- 
cant ended the trouble at once. When 5P7 was 
applied, vacuum immediately jumped from 18 inches 


maximum to 24 inches— more than enough to 
draw the full amount of acid from the gypsum 
cake. With each filter processing 18 tons of gypsum 
cake per hour, the 8° savings on the several units 
using 5P7 amount to approximately $700 per day, 
$3500 per week or $182,000 per year! 


That isn’t all. Formerly, valves had to be adjusted 
at least twice a month in order to maintain neces- 
sary close clearances. Because Keystone 5P7 Light 
resists the destructive effect of phosphoric acid and 
maintains a film on the wearing surfaces, valve 
adjustments have been cut to twice in three 
months. Maintenance man-hours have declined 
67°. In addition, the filter units now operate 
better on 87°; less lubricant. 


Bulletin No. BK-20 contains complete information 
and specifications on Keystone 5P7 ; 
Light. It will pay you to review 
your copy now and be ready to 
answer inquiries developed by 
Keystone trade journal advertising. 


SPECIALIZED 
LUBRICANTS 


KEYSTONE LUBRICATING COMPANY «* 2ist and Lippincott Streets * Philadelphia 32, Pa. * Established 
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Larger shipments of Ferry Cap screws leave our ship- 


ping room on low-flying pallets, skim into waiting 
trucks or freight cars and arrive at your receiving 


dock still aboard their “flying saucers.’’ This modern 


CEPEPEPERPEPDRCERERD 


method of quantity shipping eliminates individual 
carton handling in your operations—saves you labor, 
time, and money 

Whatever the size of your order, Ferry Cap service is 
quick and courteous .. . and the products are tops in 
quality. Order Ferry Cap screws today! 


THE FERRY CAP & SET SCREW COMPANY 


Pioneers and specialists, cold upset screw products since 1906 


2153 SCRANTON ROAD . CLEVELAND 13, OHIO 


PEA A ie peared to ASTER SRE 
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More than meets the eye 
7 

There are extra values in ARMSTRONG 
TOOLS that become apparent only with use. 


TOOL SENSE — convenience in use — the 
most efficient “tool approach” built into 
ARMSTRONG Tool Holders; the balance 
and “feel” of an ARMSTRONG Wrench; 
the rigidity of ARMSTRONG “C” Clamps; 
the extra toughness of ARMSTRONG Lathe 
Dogs and Eye Bolts; the universal adaptability 
of ARMSTRONG Set-up and Hold-down 
Tools — the evidence of “tool sense”, the 
understanding of each tool’s requirements. 




















STRENGTH — built into each individual 
ARMSTRONG TOOL is a safety factor of 
extra strength — strength beyond any need, 







the inherent strength of specially selected 






materials enhanced by proper heat treatment 











and hardening. 


UNIFORM QUALITY — the uniform 
quality made possible by modern manufac- 
turing methods, in a specially-built plant 
iY equipped with every needed quality control. 
The name ARMSTRONG with the Arm-and- 
Hammer Trade Mark is universally recog- 
nized as a guarantee of finest quality. 





ARMSTRONG BROS. TOOL CO. 


“The Tool Holder Peopje” 
5205 WEST ARMSTRONG AVE. + CHICAGO 30, ILLINOIS 
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There’s a sure way to build repeat business and 
make a clean sweep of repeat profits... 
give your customers the best—they’ll be back for more. 


Put your sales push behind Osborn... the complete, 
top-quality line with an unequalled 65 year 

reputation as the finest brushing tools. 

Customers specify Osborn because they can count on the name 

. on the performance of its products . . . on year-in, 

year-out quality. Result: steady repeat orders... steady top profits. 
On every call. ..ask for an Osborn power, paint and 


maintenance brush order. The Osborn Manufacturing Company, 
Cleveland 14, Ohio. 


REPEAT 
PROFITS! 


WITH 





Oshoru Brushen 


POWER, PAINT AND MAINTENANCE BRUSHES 
BRUSHING METHODS + BRUSHING MACHINES 
FOUNDRY PRODUCTION MACHINERY 


INDUSTRIAL DISTRIBUTION e¢ DECEMBER, 1957 





hy use flational Pipe’ 


ta 
* >= iss % 
oo age te 
, ~ . 
~. a ~ Bee. ee 


Simpcy BECAUSE NATIONAL PIPE offers the most practical pips 
investment on the market—better, more dependable service fo 
every dollar spent, regardless of the type of building or industrial 
application for which it is used. National Pipe, which is available 
in the widest range of sizes, gives more for your money in 
strength, durability and ease of installation. The fact that 
National Pipe is the world’s largest selling pipe is pretty reliable 
testimony to its quality 

Here are some of the more specific advantages of USS National 
Pipe—installation features that have made it the country’s con 
sistent best-seller: 

IT’S COMPLELETY UNIFORM THROUGHOUT in metallic structure 
ductility, strength, corrosion resistance, surface finish, wall thickness 
and diameter. 

IT THREADS AND CUTS EASILY due to the unvarying quality of the 
metal. The steel cuts clean—retains its characteristic strength even 
in the lightest part of the smallest thread 

IT MAKES SOUND, PERMANENT JOINTS. In fact, its uniformity and 
accuracy in manufacturing have made unequalled pipe jointing 
records for National Pipe whether welded or coupled 

IT COILS AND SENDS WELL for it possesses that full measure of 
strength and ductility needed for smooth bends. With National Pipe 
you can estimate closely without worrying about excessive loss of 
time, labor and material 

For further details or ordering information, get in touch with 
your local National Tube Distributor, or write to National Tube 
Division, United States Steel Corporation, 525 William Penn 
Place, Pittsburgh 30, Pennsylvania. 

NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTOR 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


& NATIONAL PIPE 
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thanks to CHAMPION LIGHTMANSHIP 


OVER 200 INSPECTIONS 








Here’s a first-class line of 
lamps with the added appeal 
of sure life through LIGHT- 
manship — a line you can sell 
confidently to every customer 
you have and often where 


you've never sold lamps. 


Profit-wise, it’s well worth your 
while. For once you get the 
lamps rolling, you don’t have 
to share the good repeat busi- 
ness. Champion is your line 


in your area. 
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a Foote Bros. 


ENCLOSED WORM GEAR DRIVE 
to see why they - LONGER SERVICE 
Q 


1 EXTRA STRONG CAST HOUSING 


Provides rigid mounting and 
alignment of caps and bear- 
ings. Made of high quality 
cast iron. 


2 PRECISION ALLOY STEEL WORM 
Integral with oversize shaft. 
Carefully matched te worm 
gear for quiet, trouble-free 
service. 


3 OVERSIZE OUTPUT SHAFT 


4 HEAVY DUTY, EXTRA LARGE 
BEARINGS 
Oversize bearings used 
throughout unit. Worm bear- 
ings are combination single 
row radial and angular contact 
ball bearings. input shaft bear- 
ings are single row radial type. 


5 WORM GEAR 
Precision generated from uni- 
form density, high hardness 
virgin bronze alloy casting. 
High load carrying capacity. 


6 HEAT TREATED HELICAL GEARS 


Shaved for full tooth contact. 
Pinion integral with input 
shaft. Gear locked in position 
on worm shaft extension. 


Just one of 10 different types, 
in a wide range of sizes, ratios 
and shaft arrangements. 


this trademark 
stands for the 


finest industrial 
re ae 


7. M, REG. U. S. PAT OFF 


FOOTE 
BROS. 


gives you 
more to 


One look at the oversize bearings, larger L 
shafts, precision made gearing and the ao 


sturdy housing of a Foote Bros. Hygrade 
Worm Gear Drive tells you that this is a 
workhorse unit that will stand up and de- 
liver under the toughest conditions. more 
Notice the carefully balanced design .. . 
greater mass where it’s needed . . . the elim- 
ination of weight when it contributes noth- 
ing to efficiency . . . strength and toughness ¢ ance 
at the right places . . . the correct gear alloys 
. the compact design, and above all, the 
simplicity and ruggedness of this unit. f 
When you know the inside story of Foote or 
Bros. Hygrade Worm Gear Drives, you can 
understand why they have built a reputa- 
tion for quality, dependability, and per- 
formance that is unmatched by others. 
Call in a Foote Bros. Field Engineer. 
Take advantage of our long experience in 
this business. Let us help you select or 
specify the most economical drive 
for your application. > 
Write for Engineering Manual HGB. It contains 


complete information on Hygrade — . 
Worm Gear Drives. 


FODTE- BROS. 


| Beller Power Tranbmibsion Through Beller Gears 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
4561 South Western Boulevard Chicago 9, Illinois 
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NOW—CLEVELAND COLD FORGED 
LARGE DIAMETER CAP SCREWS 


for greater strength, closer tolerances, finer finishes 


With the world’s largest Boltmaker—1% in. diameter 
capacity—added to its mass production cold forging 
facilities, Cleveland can now give immediate delivery 
on production quantities of large diameter hexagon 
head cap screws. By this cold forging method, known 
as the Kaufman Double Extrusion Process, and ori- 
ginated and developed by Cleveland, up to 38 complete 
cap screws are produced every minute with high fa- 


i t 


tigue and ock resistance due to increased ter 


C i isile 
strength and controlled grain flow. Finishes are finer, 
too. Surface scale ts eliminated, and 50 to 65 micro- 
inch finishes can be maintained without stress raisers 
and tool marks. Body tolerances can be held as close 
as .004 If 

Large diameter he Xagon head cap screws %, 1.1% 
and 14 in. and up to and including 10 in. (maximum) 
in length, can be completely cold formed automatically 
on the 1% in. Boltmaker. Also hexagon and square 
head machine bolts and high strength structural bolts 

We offer immediate delivery on cold forged hexagon 
head cap screws in sizes from 3/16 to 14 in. diameter, 
fine and coarse threads (package, case or bulk quan 
tities), in both bright and high carbon heat treated 
steels. To meet the demand for unusually large diam- 
eters, we also maintain stocks through 2'2 in. diam- 
eter in low and high carbon steels. 

We would like to have you get acquainted with 
Cleveland’s customer service to answer your inquiries 
and to process your orders so as to avoid any delay in 
shipment. Write for our customer service folder today 


Cleveland also stocks a complete line of 
socket screw products in a full range of sizes 


ee) THE CLEVELAND CAP SCREW COMPANY 4444-15 Lee Road, Cleveland 28, Ohi 


WAREHOUSES: Chicago « Philadeiphia « New York « Los Angeles 
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MILL SUPPLY CO. 





Ladustrial 


NEW DONNELLEY-BUILT CATALOGS Tools and 


GO TO WORK BUILDING SALES VOLUME 1 








tain TE] ®----- 


BROTMERS INC 
(MOUSTRIAL CATALOB 


' .«DENGEL<« 


AVKEE wis 


LOS ANGELES 
CAUPORNIA 


Each had the benefit of our Undivided 
Responsibility for checking every detail and 
feature. Each received the utmost care in our 
unequalled organization of specialists and experts 
in catalog compiling, printing, and binding. 


Each book, we are confident, will give an excellent 





account of itself in the years ahead. 


May we serve you on your next catalog? You can 
get our ideas without the least obligation. Just 


telephone us or drop us a line today. 


rua texesiwaensss EU. ; , a Donnelley &z 


Sons Company 


CATALOG COMPILING DEPARTMENT 
350 East Twenty-second Street 
Chicago 16, Illinois 

Telephone CAlumet 5-2121 
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WIRECO 
SERVICE 


like BwunStand WIRE 
ROPE 








always on the job 


is no problem when for you! You make the sale; then conta: 
25 fully stocked Wireco Warehouseman! He’ll tailor the order to your speci- 


when you need it .. . Delivery t your Wireco 
you use the facilities of these 2 
Warehouses! Your wire rope needs are ready now for fications and your customer’s needs—any size, any 


shipment! Make your sales in the knowledge that length for any job—then ship it immediately! 


promised shipping dates will be met! And when your 
. Wireco Warehouses are stra- 


customer knows that he gets what he needs, when he where you need it . 
tegically located to serve you and your customer! 


needs it, the selling is easy! . 
Regardless of how decentralized the operation may 


how you need it Wireco saves you capital, space be, there is a Wireco Warehouse nearby to insure fast, 


and manpower by maintaining your wire rope inventory efficient service! 
Benefit by this complete network of WIRECO Warehouses 
for your wire rope needs! Write for Information! 


WIiIRECO 
Buwn Stand 


WIRE ROPE CORPORATION OF AMERICA, INC. 
St. Joseph, Missouri 
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During 1956 the dia 


From diamond mines... 


For Internal Grinding 


Norton 


List Price $25,408 ind we 


amond eel, Du rapr nent cer cs Manu- ng ma 
r Yr r ¥ rir tr ’ r rt t 2 
er, preci g extreme ird pa Be ‘ 

} t to last 7 ct noeer na orind . ch hetter mer nH 


Making better pre rducts... 








Industry's Crown Jewels 


The most b 
personal adornn 


1 
Others, ki 


valuable 
the only diamonds 


important t 
range of composed 
mercial grade diamonds and of fine-quality di 
fragments, is o grinding wheels 
materials whicl 
Norton pion lin thi ip in i 
proving every type of grinding wheel as well as abrasives 


has enabled great advancement in diamond wheel manu- NOR ] ON 
facture and performance including the introduction of 
major bond types and successfully meeting the grinding 


1! 
probiems ol ne¢ 


» ground in any other way 


vy metals, alloys and materials. 
As a result and like the entire line of Norton ab- A B be A Ss | V E Ss 


7” 


Across the world and still expanding 


Abrasive and Grinding Wheel Plants Worcester, Mass 
Santa Clara, Calif.; Hamilton, Ontario; South Africa; England 
France; Germany; Italy; Brazil. 

Behr-Manning Plants Coated Abrasives and Behr-cat Tapes 


Troy, N. Y.; Canada; Australia; France; Northern Ireland; 
Argentina; Brazil. 


Electric Furnace Plants Huntsville, Alabama; Chippawa 
Ontario; Cap-de-la-Madeleine, Quebec; Brazil. 


Grinding and Lapping Machine Plant 
Refractories and Electro-Products Plant 
‘“*‘Hot Rods” Heat Longer and Better. Norton CRYSTOLON* Norton Pike Plant — Sharpening Stones — Littleton, New 
ilicon carbide neat lements bring many advantag t Hampshire. 
Beha anes Rigs see : “4 ; Bauxite Mines — Bauxite, Arkansas. 
General Offices: Norton Company, Worcester, Mass. 


Worcester, Mass 


Worcester, Mass. 


to make your products better 





IS THE KEY TO 
ABLE 


e When you sell Milwaukee Industrial Brushes you are giving your customers full 
quality the kind that is the positive assurance of dependability in performance, 
long life, and economy. It paves the way for continued sales—you make customers 
that stay with Milwaukee quality. 

You are equipped with the Milwaukee line to sell quality production brushes for 
power use—quality production brushes for hand use and quality brushes for various 


maintenance needs. 


Be 


e Your sales job is simplified 
through a service complete in every 
respect. 

@ More than 40 years serving indus 


trial distributors with top quality. 
e Here is the brush line for every 
industrial requirement. 

e From receipt of order we work to 
smooth the distributors sales job. 
e Repeat orders of any quantity are 


exactly the same as initial orders. 


e Lay your problem in our lap and 
we will have the right answer for 


you, 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 


fe 


- 


THE Rey 
T0 
INDUSTRIAL 
BRUSH PROBLEMS 


MILWAUKEE 45, WISCONSIN 


Write for 
descriptive 


literature 





WITH ALEMITE 


Scores of 
plants need the 
savings 
you offer... 


material ay pumps 


Any plant can have efficient, clean t 


Deliver any semi-solids and fluids—with fast, pow 


. . VERSATAL Pumps! 
material direct trom baat u 
transferring of materi: ‘Is are eliminated 


— No waste drums are pumped complet 
original drum! empty! No shutdowns for refilling 
Materials flow through fully-enclosed 
systems. Floors are kept clean, dry, 
sanitary! Heavy materials can be 
pumped, at lower temperatures, 
higher, farther, faster with 

Alemite VersaTaL Pumps! 


Save labor, time 


and materials! 





Riss: E De 3 a Oe my 


’ rl 


~ Portable or stationary Alemite VERSATAL Systems 
Can Be Used 4 Ways: 


TO SPRAY 
+ « « Hydrostatic or air, sprays 
everything from fluids to 
mastics. Fast, efficient! 


Putty, caulking. sealer, 
give, adhesives, lard, coke 
icing . . . many others! 


VERSATAL MODELS 


fit wide range 
of applications 
Powerful, VERSATAL “Super- 


H” Pump, illustrated, gives 15 
faster output than comparable 
models. High-speed pump with 
tremendous reserve powe! } 


Sealed ‘ 


to 1 ratio). Big 3” Sealed Ai: 

WARDER] Ail . : oA geacdine Write Alemite, Dept. JJ-127 
parts. No adjustments. No oi 1850 Diversey Parkway 
ing required. Lightweight with Chicago 14, Illinois 


increased efficiency 
VERSATAL only 43 Ibs.! 


Material Handling Equipment 
Products of STEWART-WARNER CORPORATION 
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You can’t beat Torpedo Slings for 


Here’s a set-up made to order for 
Bethlehem Torpedo Slings. The load 
is a big forged cylinder that is ap- 
10 ft long and that 
A lift like 


this is simplicity itself for the twin 


proximately 


weighs nearly 12 tons. 


Torpedoes. Note how rugged they 
are—and how well they hug the 
contour of the load. And see how 
smoothly the sturdy loops fit around 
the hooks. 


Many shop men consider the Tor- 


pedo one of the finest slings ever de- 
veloped. It is a sling with several 
advanced features of design, includ- 
ing a special method of making up 
the eye-loops. The holding power of 
the loops is increased by heavy re- 
inforcing collars that grip like a vise. 

Torpedoes are fabricated wholly 
of Purple Strand, Bethlehem’s finest 
wire rope. Standard models can be 
furnished in sizes from '4-in. to 2-in. 


diam. All are easy to bend; but for 


lifts like this 


lifts requiring even higher flexibility, 
special Purple-Flex Torpedo Slings 
are available. These range in size 
from *% to 1'4 in. 

Bethlehem makes al] other kinds 
of slings, too—braided types, grom- 
mets, bridles, and anything else you 
may need. Our engineers will gladly 
help you make the proper choice. 
BETHLEHEM STEEL COMPANY 

BETHLEHEM, PA 
n the Pacific Coast Bethlehem products are sc 


Bethlehem Pacific Coast Stee! Corporatio 
xport Distributor: Bethlehem Steel Export Corporat 


BETHLEHEM STEEL 
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END MILLS ARE OUR BUSINESS .. . 
NOT A SIDELINE 


PSL 
TO BEST SERVE YOUR NEEDS 


For over twenty years our designing and manufacturing abilities have been 
devoted to producing highest quality end mills. Because end mills are our busi- 
ness, we realize that universal acceptance of our product is obtained and main- 
tained by continuously supplying the best end mills available. 
Putnam manufactures and stocks over 1400 standard types and sizes of end 
mills. Thus, you can quickly and economically select the exact size and type to 
best meet your needs. 
Putnam Distributors from Coast-to-Coast carry large stocks of 
standard end mills. Contact your neighbor, the local Putnam 
Distributor, he will recommend the best end mill for specific jobs, 
give you personalized service, and quickly supply your needs 


with the finest end mills obtainable. 


2981 CHARLEVOIX AVENUE DETROIT 7, MICHIGAN 
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Automatic Driver, 
pedestal type, over-all 


dimensions : 3x3x6 feet. 


Bench types also 
available 


advantages: most complete line on the market, bot 









BRISTOL GIVES YOU 


omething 
big to sell! 





A powerful new “door-opener’” for 
our Socket Screw Distributors 


There’s going to be plenty of talk about the revolutionary 
new Bristol Automatic Feeder and Driver. 

But you BRISTOL distributors are the only socket screw dis- 
tributors who can sell it 

This sensational production advance is the fastest way 
to insert and drive standard Bristol socket set screws. 


The automatic feeder and driver speeds small parts as- 


sembly for your customers. For you it’s a sure-fire door- 


opener, talking-point, socket screw sales-booster and order- 


clincher. Above all, it’s a big jump on your competition— 


typical of the many you get when you tie-in with Bristol. 

Push the Bristol Automatic Feeder and Driver on your 
alls. And don’t forget to mention those other big Bristol 
h hex 


and Bristol Multiple-Spline, exceptionally fast deliveries, 


new convenient bulk order packaging 


Distributorships are still open in a few localities. 








LEARN THE FACTS 


* Speeds production: triples pr * Reduces operator fatigue. 
duction, average assembly rate ¢« Eliminates cross-threading. 











800 r hour 
1800 pe “ * Steps floor loss of screws. 
« Uses Standard Bristol socket set « Reduces floor area required f 
screws—no ‘speciais required assembly 
« Drives screws to uniform preset «+ Fast, easy set-up for different 
torque and depth rew es 
+ Asse mbly speed varies with factors such as time re qu ed to present 
parts, screu thread prte h, length of acre ce, and depth of insertion. 


THE 


=] iby pe] B 


COMPANY 


SOCKET SCREW DIVISION 
WATERBURY 20, CONN. 





68 


INDUSTRIAL DISTRIBUTION # DECEMBER, 1957 

















asa cs 
WN 


MARMAN 


distributor... ... you will | 
r a 


- sell fast turnover products 
«make a higher profit—faster 


MARMAN MARMAN 









Marman Division, Aeroquip Corporation 
Industrial Sales Division 


MARMAN 11214 Exposition Blvd., Los Angeles, Calif. 


1 am interested in a Marman Distributorship 





C) Please send complete information 


i Rey 
==~\eroquip, Corporation [) Please have your representative call 








ICOM PARE! 


Your De Walt Your 
Power Shop Franchise present 
gives you: line? 
See why G THE FIRST RADIAL ARM all-purpose power tool—the [%] 
machine that revolutionized the power tool market! 


DE WALT Cf THE MOST IMITATED of all multi-purpose power 


tools (over 40 different manufacturers have tried to 


is the biggest money-maker imitate De Walt’s original radial arm design during 


the past 35 years) ! 


in the power tool field! Cf THE MOST DEMONSTRATED all-purpose power tool [3] 





Ask Carlisle Hardware of Springfield, Massachusetts! | 


on the market—over 8 million people saw it demon- 
strated last year alone! 

(4 THE ONLY all-purpose power tool with 100% un- []) 
divided, world-wide advertising support—in maga- 
zines your customers read for the do-it-yourself infor- 
mation they need. 

[A LIBERAL COOPERATIVE ADVERTISING ALLOWANCE to [7] 
help share the cost of your local promotions. 

of THE FIRST power tool so simple in concept, so accu- [9] 
rate in performance that it makes woodworking easy 
and practical for everybody, from the novice to the 
“pro”! 

C4 THE FIRST power tool to do the work, save the space [] 
and cost of a shopful of other tools! 


cf THE SAFEST power tool design on the market— [] 
demonstrated through actual experience! 

of THE ONLY power tool of its kind thoroughly proved [7] 
by over 35 years of outstanding performance in 
industry! 

(A A COMPLETE AND READY-TO-USE unit—no extra [9] 


motor to buy—no tricky assembly by you or your 
customer! 

THE ONE MODERN, simple, functional design that [] 
needs no trunkful of clamps, guides and assorted 


devices to make it work! 


(4 THE POWER TOOL with a Direct Factory Franchise 
that offers you the full profit on every sale! 
(4 THE ONLY FRANCHISE that offers you a complete [] 


and fully-proven selling program throughout the 


year! 


Compare the De Walt® Franchise—point by point—with 
any other. See why the power tool that revolutionized 
the industry offers you a profit opportunity you can’t 
afford to be without! 


Get on the profit-wagon now! Send the coupon for the full, exciting profit story today! 


Another An? Product 
———— ———— 


De Wart 


POWER TOOLS 


ae 








— ~~ 


Ce SS SE EE SS SS Se SS SS MS SD SD ee ee ee meee ee ee eee eee ee ee ee 




















De Walt Inc., Dept. ID-712, Lancaster, Pa., Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 1 
CO) Send full information on how the De Walt Franchise can boost my profits! I 
el intatianimiaitemnsaiiciiias anmenne 
Company — momen — — | 
Address = — noite ——— I 
. | 

ity anol neil Zone. ee incnntgents l 
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‘We know our Yellow Pages advertising 
pulls inquiries from industrial buyers!” 


a says FRANK J. TOOLE, Sr., President 
WILLIAM K. TOOLE CO. Pawtucket, R. |. 








“We've been in business since 1901, specializing in industrial supplies, in 





conjunction with a well rounded line of hardware. With 50 to 60 percent of 
our orders coming in by phone, we cant afford not to be in the Yellow 
Pages. Advertising there keeps our name before Industrial Buyers. And 
listings under manufacturers trade-marks attract prospects who are looking 


for the name brands and industrial specialties we stock and distribute, 


states Mr. Toole. 








Industrial buyers depend on the Yellow Pages to help them find distributors 
for the many different items and brands they need. Be sure they find your 
name and sales message under all appropriate headings and trade-marks in 
the classified directory. Call your tel phone business ofhce for information 
DELTA POWER TOOLS TOOLE Wm K Co 

1901 OUR Seth YEAR 1957 


Low-cost. high-production 
metal ki nd wood- 

working ool industry. VV HOLESALE 
rill presses circular 

saws, metal lathes, qrind- r 0 eae HARDWARE 






































ers, abrasive finishing and 
cut-off machines, radial SUPPLIES FROM STOCK 
saws . home workshop power tools MILL ~- FACTORY ~- ELECTRICAL 
om , i Everything In Hardware 
WHERE TO BUY THEM” CONSTRUCTION - MAINTENANCE 
INDUSTRIAL & HOMECRAFT & PRODUCTION EQUIPMENT 
DEALERS (PAWTUCKET, R. 1) 
Landry JA ©88Broad CF ..PA wtucket 5-5860 
TOOLE WM K CO FS Gast Av. .ccccceses PAwtucket 3-9000 
7oEastAv ......... PA wtucket 3-9000 
“TRADE MARK SERVICE in the Yellow Pages brings 
us prospects from a fifty mile radius. It's a worth DELTA POWER BOOLS trade-mark is one TWENTY-ONE ADS AND LISTINGS 
while investment says William K. Toole, II, } manufacturers’ trade-marks under which Paves of iamene We f ¥ 
showing a Delta Power tool to a customer. the Toole Co. is listed in the Yellow Pages phone books help sell for t ( 
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Here’s how 


VEEDER-ROOT 
helps distributors sell 











C | of 
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See this “Show-Case” of 
VEEDER-ROOT 


COUNTERS.. 


Full-page advertising appears regularly in 
leading business magazines, promoting the 
benefits and savings of Veeder-Root Count- 
rol. And each of these pages is signed with 
this message: ‘Insist on standard Veeder- 
Root Counters from your Industrial Supply 
Distributor’’. 

In addition there is direct mail and other 
helpful material readily available. Re- 
member, there’s money for you in counters 
... and Veeder-Root is the line you can count 
on. For full details, write Ted Nelson at: 

VEEDER-ROOT INC. 
Hartford 2, Connecticut 


Offices in principal cities 


Count on 


VEEDER-ROOT 


to help you build business with 

Mechanical, Electrical & Hand 
Counters for every 
industrial application 


ms 
| 
oe 


TS EP A PO CE IEEE PET LEGA! 
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Now SIMMONDS Offers You 


a Fine Grained, Silicon Killed 


LOW CARBON 
Flat Ground Steel 


This new line is in ADDITION to 


SIMMONDS FLAT GROUND 


DIE STEEL 
High Grade Alloy Tool Steel 
(Oil Hardening — Air Hardening) 


Here’s a fine-grained, forging quality, silicon-killed 
steel that opens up the way to important savings on items 
like jigs, fixtures, patterns, stripper plates, punch pads, 
die plates, die-blocking shims. . . and parts that don’t require heat 
treatment or in some instances, just case-hardening 
This new line of low-cost, LOW-CARBON Flat Ground Steel 
rounds out the present Simonds line of Oil Hardening and Air Hardening 


TYPICAL 


Die Steel. What’s more, it has equally fine finish . . . and is made to the same close 
CHEMICAL ANALYSIS 


tolerances, with excellent welding quality and machineability 


Simonds LOW-CARBON Flat Ground Steel is furnished in a wide range of flats C. .18 Mn. .50 
Si. .20 Phos. & S 
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from 6” to 1%” thick and %” to 16” wide, and in squares from %” to 2%”. All 
sizes come in standard, ready-to-use 24” lengths, individually packaged. Stock Heat Treatment By 
sizes are ready now .. . special sizes on order. Get full details from the nearest Case Hardening Only 





Simonds Branch Office today. 





Factory Bronches in Bostor 


SIMONDS . 


SAW AND STEEL CO. For Past Service | 
Ly we Complete Stocks I“- SIMONDS 
- DISTRIBUTOR 


Call your 





R BzW...Strong Point 
of any fastener sale 








Be selling RB&W fasteners, you’ve plenty of 
strong points to back you up. 

There’s the RBaW genuine quality that 
means ready acceptance everywhere. There’s 
the advertising that supplements your sales 


RB-W | 


112th year 


talk. There’s the complete line—packaged right, 
priced right. There’s the fast, friendly service 
—prompt deliveries, sales aids, plus net pricing 
to make your paperwork easier. 

Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 


Rock Falls, Ill; Los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 


office of Russell, Burdsall & Ward Bolt and Seteth Giteeen Gallen ten Semaine Gales 


agents af: Milwaukee; New Orleans; Denver; Fargo 


For more information, contact the nearest 





Nut Company. 





1. RBa&W QUALITY 


It starts with good materials, good 


manufacturing ... and is evident in 
the way the finished fasteners look, 
assemble and perform .. . it’s even 
a part of the sturdy, secure pack- 


aging designed to avoid spillage. 


| How ms st 
| Fight sine boy” 
a s 


2. RB&W ADVERTISING 


Directed to your potential custom- 
ers, these ads are seen and noted by 
dealers, engineers, maintenance su- 
pervisors, production managers, 
purchasing agents and other buying 
influences. 





3. RBaW SALES AIDS 


Complete catalog of standard fas- 
teners gives you all the selling in- 
formation you need, clearly, con- 
cisely . . . colorful wall charts with 
styles, sizes, price data and your 
name, for your hardware dealers. 


RB«wW FASTENERS - O71017¢9 Point of any assembly 
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| fe oWiSs Patter 
File 






















First choice of craftsmen 
when precision comes first! 


MORE THAN 3000 SHAPES, SIZES, 

AND CUTS! There's a Heller Swiss Pattern Fil 
that gives the perfect finish to any corner 
curve or cavity in the most delicate or intricate 
die, pattern or tool. Precision made for prec 
work, these job proved files meet the 

needs of today’s skilled craftsmen. 


“UP TO 30% SAVINGS IN FILING COSTS!” 
That’s what satisfied users say. It’s not 
surprising. For Heller Swiss Pattern Files have 
long-lasting, keen-cutting edges that do mors 


work pe r file . in less time at iower cost. 


A WINNING COMBINATION! When you add 
up Heller’s long file-making experience, 
metallurgical know-how and skilled 
workmanship you can understand why 
Heller Swiss Pattern Files are such 
profitable tool investments 


KCLUSiVELY 1 
Helle: 





HELLER gives you more 
BEST-SELLERS ! 





ee, 


“YOUR OUTSIDE T00L ROOM’ 


i Heller AZo” Tools 








#4 : ONLY HELLER gives you the competit 
Ba R advantages of such original development 
‘ as: Nucut “Wavy Teeth”, “Multi-Kut” 
“Spiral Cut” Half Round and Vixer 
“Whiz-Cut” Files, “Job Tempered” To 
and other tested door-openers. You'll als 
* like the way Heller advertising 
_NEWCOMERSTOWN ome uke hed oi — le - - Doowachen = me hy rv om 
AMERICA'S OLDEST FILE MANUFACTURER 1eips you talior your stocks to fit your 


customers’ specific needs. Ask your 
Heller representative for all the facts 
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MEDICAL ARTS PARKING GARAGE—This 9-story, 320 
car facility has horizontal-vertical elevators which deliver 
cars automatically in 75 seconds. Sprinkler system protects 
basement, contains 1,677 ft. of 1°’ to 5’° SPANG Steel Pipe 
TEXAS NATIONAL BANK BUILDING — serving 171 sprinkler heads. 
Serves as headquorters for the bank and 
Continental Oil Company, contains 21 floors TEN-TEN PARKING GARAGE —The south's largest public is 24 stories high, contains the largest single 
of office space, has shopping areas on first parking facility has 1500-car capacity, is of ramp-type banking room in the nation. Sprinkler system 
floor. Sprinkler system serves basement, sub- construction with heliport on the roof. Sprinkler system for for basement, sub-basement and first floor 
basement and first floor; uses 5,242 ft. of sub-basement, basement and first floor shops contains 18,91 | uses 17,000 ft. of SPANG Pipe, has 1,111 
SPANG Pipe feeding 801! sprinkler heads ft. of SPANG Steel Pipe feeding 1,507 sprinkler heads sprinkler heads. 
v 


‘J ] bM 


BANK OF THE SOUTHWEST BUILDING 


Houston's newest and largest office building 






































































































































FIRE PROTECTION WITH SANS STEEL PIPE 


Down Texas way, sprinkler systems must pass the control conditions, is inspected and tested before 
rigid requirements of the Texas Fire Commission. shipping to assure a top-quality product. 
Commission inspectors test the system at 200-pound In every type installation, Spanc Steel Pipe will 


hydrostatic pressure for two hours. Each system give you top-quality performance. Try it and see for 
must provide iS) ps! residual pressure for 25 Spm yourself, For top-quality service, contact your local 
water delivery at the top line sprinkler. Spanc Distributor. 

Naturally, the Spanc Steel Pipe sprinkler systems, 
installed in these four new Houston buildings, 
passed these tests and more than met the National SANG SPANG-CHALFANT 


Board of Fire Underwriter requirements . . . because STVIRIGS OF THE HATIONAL SUPPLY Companty 
General Sales Offices: Two Gateway Center, Pittsburgh, 


SPANG Pipe is manufactured under strict quality- CW STEEL PIPE sm Sean Seles Otiven Atasta, Seton, Genel, Houten 


os Angeles, New York, Philadelphia ttsburgh, of. Louis 








T lk Y } " T P| i. relations firm is oftering to executives fi 
a ol the Pari tit It is entitled “Hold It! Don’t Move 


~ ZEST FOR LEARNING: Among the = indust 
names we recognized as attending the 5th Annua 
Graduate School of Sales Management and Mark 
ing sponsored by the National Sales Executive 
Rutgers this summer were: Paul Aubrey Newberry, 
issistant vice president and sales manager, The Hem 
Walke Co., Norfolk, Va.; John F. Raymond, 
president, and William J. Scully, vice president a1 


general sales manager, Bearings, Inc., Cleveland, Oh 





Ihomas W. Carroll, sales manager, The Dumore (¢ 
John R. Affre, sales manager, Industrial Divi 
ind George W. Gutekunst, general sales manage 
Gardner-Denver Co.; Grant B. Griffen, branch mai 


iwer, and Andrew W. Woodbury, New York manager 








~~ > Gould Pumps; Gerdon N. Dow, general sales mai 
ZS Zo wer, Leschen Wire R pe Div., H. K. Porter Co 
Inc.; and two from Scoville Mfg. Co.—Phillip Hall, 
SHELL GAME: Jim Perrott (Chandler-Boyd, Leets sales and promotion manager, and David A. Jones, 
dale, Pa.) is quite a long way from the ocean but he manager, accessories sales, of A. Schrader’s Son D 
has a son who has developed into an ardent shel 
collector. ‘The family spent its vacation at Capc 
Hatteras, Va., where the youngster found the pick a 
ings on the beach excellent i ‘yy @ ‘ ‘A 
BUSINESS-PLEASURE: Carl Almquist, Sr. (Alm aiumani De 
quist Bros. ‘Tool & Equipment, Los Angeles) during siete Ca 
November planned a visit to eastern suppliers topped 
off by a Caribbean cruise arranged for members of 
the Los Angeles Al Malaikah Temple of the Shrine 
Mr. Almquist is chairman of the board of Almquist 
Tool and Equipment ; 
\ (<o@s SS 
ge JA en 





SPEAKING OF DEFINITIONS: Although 1.D 


has been trying to pry definitions of an industmial 


Ay 


distributor from the field in recent months, Pratt 
Gilbert Hardware Co., in Phoenix, Ariz., has be 
giving one of a taxpayer out free to customers on 4 
give-away card which reads: “A taxpayer is a gové 
ment worker with no vacations, no sick leaves, a 
no . lidays 





HOW ABOUT THIS?: We got a request from Saul 
J. Abraham of Morris Hdwe. & Paint Supply, Kea 





CAMERA SHY?: Your face might not be you nev, N. J., who wanted to know the names of som 

fortune but it doesn’t have to be a handicap, either. industrial supply firms in the Syracuse, N. 

If you shrink from the camera’s eve, then learn to because one of Mr. Abraham’s customers was op« 

be more at ease in front of click bugs such as a branch plant in the Syracuse area and wanted sup 

INpusTRIAL Duisrrisurton’s editors by writing to pliers who could give him service. That's what we 

Hannah Gornick at Ruder & Finn, Inc., 130 E. 59th call service beyond the call of duty. Well done! 

St., New York 22 for a little booklet this public JAW 
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PIONEER GIVES YOU EVERYTHING YOU 








INDUSTRIAL DISTRIBUTION @ DECEMBER, 1957 











24 woods- tested features pack plenty of sales appeal into Pioneer Chain Saws. 

‘hey give your prospects everything they’ve wanted in a 
chain saw: direct drive, high- speed cutting, ruggedness, 
low-cost maintenance, easy on-the-job servicing, and 
balance for ease of handling. And—every feature has 
proven its value and popularity in North-America’s big 
timber country. 


Big-space Pioneer advertising reaches every prospect in your area. Pioneer 
is out to build the biggest possible chain saw market for 
you in your local area. In professional and semi- pro- 
fessional publications, outdoor, farm and construction 
magazines, Pioneer hits loggers, tree surgeons, arborists, 
landscape gardeners, pulpwood cutters, farmers, con- 
struction men, home owners, land owners, outdoorsmen 
and camp owners. It pre-sells Pioneer as the chain saw 
that gives them more time for profit-producing . . . less 
downtime. What’s more, in the farm magazines, it will 
carry your name and address. 


Pioneer tailors its merchandising to your individual needs. Pioneer gives 
you more than merchandising aids, it gives you a mer- 
chandising program. Here’s what we mean. Naturally, 
Pioneer gives you newspaper mat ads, direct mail, un- 
limited use of telephone directory advertising, radio 
commercials and book matches to reach your prospects 
in their homes. Pioneer also gives you floor and counter 
displays, window streamers, decals, tags, franchise 
certificates and illuminated signs to reinforce prospect 
interest inside your store. 

But . . . Pioneer also shows you how to get the most 
mileage out of this material. Pioneer’s 10-Day Sales 
Promotion Plan shows you how to build chain saw sales 
and profits in less than a week-and a half. And... it 
only takes you thirty minutes a day! Pioneer will help 
you solve special problems that crop up. It will regularly 
supply you with fresh ideas and material. You work with 
the merchandising experts who created three great sales 
leaders: Johnson and Evinrude among outboard motors, 
Lawn-Boy among power mowers. 


A 32% markup gives you a higher-than-average profit margin. With the 
extra profit margin of Pioneer, you can afford to devote 
more time and effort towards building up your chain saw 
sales volume. In many cases, it will pay you to put a man 
entirely on Pioneer Chain Saws. And—it requires no 
change in your store layout or methods of operation. 


Servicing adds 50% to your Pioneer sales gross. Repairs and replace- 
ment parts allow you to pocket more profits from Pioneer. 
You can set up your own service center with factory 
assistance. On the other hand, you can make arrange- 
ments with a local small-engine shop. Any outboard- 
motor or two-cycle engine shop can service Pioneer. Out- 
board Marine Corporation’s central parts depot plus our 
own twelve independent parts distributors over the 
country assure fast delivery . . . low inventory. 


Write today for more information to: 


Pioneer Saws, Division Outboard Marine Corporation, 


IONEER 





NEED FOR CHAIN SAW PROFITS! 


PIONEER SAWS’ 
PARTS DISTRIBUTORS 


Carver Craft 

1998 Harbor Bivd 
Costa Mesa, California 
Joe Carver 

Liberty 8-2062 


McCune’s Outboard Marine 
1115 Broadway 

Denver, Colorado 

Harold T. McCune 

AComa 2-0889 


Capitol Marine 

803 Maine Ave, S W 
Washington 4, D. C 
Roy Nagle 

EXecutive 3-3404 


Pyron & Garrow 

569 Plum St., N. W 
Atlanta, Georgia 

Mrs. Evelyn Trammell 
JA 4-6423 


Waukegan Outbd. Sales & Serv 
2015 Grand Avenue 

Waukegan, Illinois 

Howard Stevens & J. Hayman 
MAjestic 3-3047 


Griffin's 

712 South Grand 
Monroe, Louisiana 
Howard Griffin 
FAirfax 2-2604 


Crandali-Hicks Co., Inc 
910 Commonwealth Ave 
Boston 15, Massachusetts 
Al Hicks 

LOngwood 6-3517 


Larson-Oison Co., Inc 
1210 Hennepin 
Minneapolis 3, Minnesota 
Richard Larson 

Federal 6-7705 


Star Boat & Motor Co 
1626 Baltimore Ave 
Kansas City 8, Missouri 
Nate Young 

GRand 1-8616 


Outboard Motor Parts Ce 
120 South Route 217 
Paramus, New Jersey 
Chas. Biermann 
HUbbard 9-4800 


Cleveland Yacht & Supply 
3027 Detroit Ave 
Cleveland 13, Ohio 

V. Hoeffier 

MAin 1-1026 and 1-1027 


Bryant's Equipment, inc 
1117 East Northlake 
Seattle 5, Washington 
Jerry Bryant & Gar Acorn 
Melrose 6900 


Northern California Pioneer, Inc 
Broadway at Clark Sts 
Eureka, California 
Mrs. Margaret Riley 
Hillside 2-1783 


Waukegan, Ill. 


DIVISION OUTBOARD MARINE CORPORATION 
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a QUALITY of product... 
uniformly good and capable of 
delivering service results that should 
reasonably be expected 








REPUBLIC’S 
5-POINT SALES POLICY 


A LINE of rubber items sufficiently 
complete to permit effectively sup 
plying the requirements of the trade 
solicited. 


A QUALITY of product uniformly 
good and capable of delivering 
service results that should rea- 
sonably be expected. 


A PRICE basis inducing and making 
Y possible aggresive competition 
with reasonable profit return. 

lave do bs be pull bet & to baten - CPUS OE. CONTRACTOR BLASTS THROUGH SOLID SHALE 
mnt 2 Se sess FREEDOM from competition from his 7O DELIVER WATER TO CLEVELAND SUBURBS... 

~~ ey - source of supply, either direct or in Stakcladniss ailaen de digtes en eet 

direct, among the trade covered by Oe eee, oe ’ 

his day-to-day solicitations. at, Desiree and bene ‘ 





is aiidiaenpie SELLING helps of reasonable ne. bateeds 
wits Sev eon amounts so that his sales force may Ae eit mcetin se cemepne TH 


9 REPUBLIC ROBBER DIVISION be given the advantage of special 9 REPUBLIC RUBBER DIVISION 


ized training and a knowledge of an 
the product sold. 





~ 


























! 
! 
a ! - 
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REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


Ee ee ee ee ee oe ee 
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-Industrial Distribution 





A Merry Christmas 


and a Happy, Prosperous 1958 


To our many friends 
from the editors of 


INDUSTRIAL DISTRIBUTION 
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Spiral Fluted Countersink 


* 
Accurately gaged 
radially ground 
relief 


e 
Wider variety of 
included angles 


Polished spiral 
Tiute 


Lorger sizes thon 
most others 








Exclusiveness or Uniqueness 








RATING features of countersinks on basis of exclusiveness 
and desirability, office manager of Strong, Carlisle & Ham 
“Polished spiral flute” tures, 


Products This Way 


mond came up with this pattern 


Salesmen: Try Rating 


Two Strong, Carlisle & Hammond department heads try 


rated highest on 


while 


both counts, 
gles” lowest because of more limited use 


exclusive, 


“wider variety of included an 
Size and price fea 
were thought only fairly desirable 


hand at new method of assessing features of products 


By Don McGill, Associate 


§ A SALESMAN, have you ever rated 

the features of the products you 
sell? Before you answer “yes,” think 
a moment, then ask yourself if 
you've tried to assess or apply some 
thing of a measure to the features 
that give a particular product cus- 
tomer appeal. 

(he chances are that, as a good 
salesman, you’ve turned over care- 
fully in your mind the outstanding, 
saleable features of your product 
lines. Further, you've successfully 
sold these features to buyers. So 
why, you ask, mess with a winning 
combination? 

On the other hand, you could 
also ask if it’s not a bad idea to 


82 


have some systematic way of evalu- 
ating the points which put your 
product ahead of a competitor's. 
All of which brings us to the 
charts these 
them, two department heads of 
Strong, Carlisle & Hammond, Cleve 
land, have rated the chief features 
different product 
notice that each 


shown on pages. In 


of two items 
You 
is rated in terms of “exclusiveness 
(bottom 
and “desirability” 


The numbers (25, 


will feature 


or uniqueness” scale on 
chart vertical 
scale). 50, etc.) 
along each axis of the chart are sim 
ply an indication of the degree of 
exclusiveness and desirability attach 


ing to each feature. 
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Editor 


These charts were adapted from 
a method of measuring advertising 
effectiveness developed by Dik Wat 
ren ‘T'wedt, an advertising agency 
What they say, essen- 
tially, is that there are two main 


executive. 


criteria against which you can judge 
the features of a product: 

|. Desirability—the usefulness of 
While 


usefulness will vary from one cus 


1 product to a customer. 


tomer to another, a general estimate 
can be made to cover the widest 
range of a product’s applications. 
2. Exclusiveness—the feature or 
features that set a product apart 
from competitive items. However, 


the desirability of an exclusive fea- 








Elastic Stop Nut 
* 
25 times more Most complete 
vibration proof, style and size 
only 2 to 3 times range 
the price 


= 
Easy to handle 
ond install 


* 
Ready indentification 
self-locking nut 


yn 
< 


Desirability 


* 
Eye appeal 














DESIRABILITY got top rating for thre« 
exclusiveness. Other not-so-exclusive featur 
; } 


. 
desira ty ratings. Chart is sin ple to dra 


ture 1s most important—it must en desirability Ihe remaining 


ratings 


hance the usefulness of a product tures, received the same 


to a customer. exclusiveness, but varied all the way 


So it can be seen that these two up the scale 


on desirability 


criteria are linked together when What purpose do these chai 
rating a product feature. For, what 

use is there in having a product 

loaded with exclusive features if 

none of these is particularly desit 

able to the buyer? 

Now, back to the charts. On the 
chart labelled “Spiral Fluted Coun 
tersinks,”” you will see that “polished 
spiral flute” is rated high on both 
exclusiveness and desirabilitv. The 
feature rated lowest (‘wider variety 
of included angles”) has signifi 
cance for only a limited number of 
diversified industries, according to 
J. Smith, cutting tools division 
office manager, who filled out the 
chart. Thus, for general sales pur- 
poses, this moderately exclusive fea- 


| 
ture was less desirable 

a IARTING prod 
tic Stop Nut” were rated on a s aaleeman to teal 
chart by SC&H’s fastener division 

manager, I. Kofsky. Two fairly ex 


clusive features got top rating fot 


[he various features of “Elas CI 


INDUSTRIAL DISTRIBUTION e DECEMBER, 1957 








1956 
Industry Actual* 


All Manufacturing . ra ee ee tack See 
TI, os ok ne de ae pwd 5,531 
Mining pels aie caw a 443 
Railroads 1,231 
Other Transportation & Communications ... 4,229 
Electric & Gas Utilities ‘") 4,895 
Commercial . 8,236 
ALL BUSINESS"? .. :eviesnu ‘ae 


toral. 





PLANS FOR CAPITAL SPENDING IN 1958 
(Millions of Dollars) 


*U. S. Department of Commerce, Securities and Exchange Commission, McGraw-Hill Department of Economics. 
"Gas Utilities based on survey by American Gas Association. 
?)/Figure based on large chain, mail order and department stores and other large commercial companies. 


'?)Petroleum Refining, included under both manufacturing and petroleum industry, is counted only once in the 


1957-1958 
1957 1958 Percent 
Estimated * Planned Change 
$13,904 $11,614 —16% 
5,962 6,038 + 1 
460 375 —18 
1,457 1,064 —27 
4,530 4,575 + | 
6,254 6,441 + 3 
6,955 6,885! — 1" 
38,633 36,059 — 7 








Business Will Spend Slightly Less 


On New Plants, Equipment in 58 


McGraw-Hill survey indicates high level 


of expenditures for research, development 


Survey Highlights: 


® Business now plans to reduce capital expenditures 
in 1958, by 7% over-all as compared with 1957. And 
most companies plan to stay at their reduced levels 
in 1959. However, the level now planned for 1958-59 
is still high compared to most previous years. ‘The 
1958 total is 20% more than actual spending in 1955. 
¢ Most companies plan to maintain or increase 
expenditures on research and development in 1958. 
About one-third of those reporting plan to make sub- 
stantial capital expenditures, after 1959, as a result 
of these research programs. And this includes many 
of the larger companies that have a heavy weight in 
the spending total. 

¢ The drop in 1958 capital expenditures is concen- 
trated in manufacturing—where plans call for a 16% 


reduction next year. Offsetting this is a planned 
increase of 3% by electric and gas utilities and small 
increases by the petroleum industry, and by the 
transportation and communications industries (other 
than railroads). 

¢ ‘The main reason for the drop in manufacturing 
expenditures is the sharp increase in manufacturing 
capacity—while production has been levelling out. 
On the average, manufacturing industries operated 
at 82% of capacity in September. 

e The most frequent reports of increases in research 
are in the paper, electrical, chemical and rubber indus- 
tries. And these industries also show especially 
strong intentions for capital spending based on 
research, in the years after 1959. 


84 INDUSTRIAL DISTRIBUTION e DECEMBER, 1957 











Capital Spending Plans 
of Manufacturing Companies 


(Millions of Dollars 


1957-1958 
1956 1957 1958 Percent 
Industry Actual* Estimated* Planned Change 


Iron & Steel $ 1,336 $ 1,857 $ 1,411 
Nonferrous Metals 601 944 585 
Machinery 1,078 1,257 1,047 
Electrical Machinery 603 5 738 
Autos, Trucks & Parts 689 1,1 836 


Transportation Equipment 
(aircraft, ships, R.R. eq'pt 440 5 501 


Other Metalworking 887 623 
Chemicals 1,455 1 723 
Paper & Pulp 80) 644 
Rubber 201 193 
Stone, Clay & Glass 686 552 
Petroleum Refining 71 933 
Food & Beverages 749 
Food 
Beverage: 
Textiles 
Miscellaneous Manufacturing 
ALL MANUFACTURING 12,787 13,904 


*U. S. Department of Commerce, Securities and Exchange Commission 
McGraw-Hill Department of Economics 














Capital Spending Plans 


of Nonmanufacturing Industries 
Millions of Dollars 
1957-1958 
1956 1957 1958 Percent 


ndustry Actual* Estimoted* Planned Change 


Petroleum Industry $5,531 $5,962 S$ 6,038 1" 
Production(*) 4,066 4,188 4,272 +2 
Transportation(?) 261 392 337 14 

711 889 933 

426 430 434 

63 62 


Refining 
Marketing 
Other 67 


Mining 443 460 375 

Coal 257 224 46 

Iron Ore(?) 45 68 75 

Nonferrous 86 03 79 

Nonmetallic(*) 55 65 75 
Railroads 1,231 457 1,064 
Other Transportation & 

Communications 4,229 4,530 4,575 
Electric & Gas Utilities(>) 4,895 6,254 6,44] 
Commercial 8,236 6,955 6,885(°) 

TOTAL NONMANUFACTURING(”) 23,854 24,729 24,445 
*U. S. Department of Commerce, Securities and Exchange Commission 

McGraw-Hill Department of Economics 

(*) Does not include bonus payments for leases. 

(7) Includes oil pipelines; does not include gas pipelines, included under gas 
utilities 

(7) Excludes taconite 

(*) Excludes mining by manufacturing companies 

(5) Gas utilities based on survey by American Gas Association 

(*) Figure based on large chain, mai! order and department stores and other large 
commercial companies. 

(7) Nonmanufacturing total excludes petroleum refining 








ee \RE THE FEATURES Of the preliminary survey 
of Business’s Plans for New Plants and Equipment 
onducted during October by the McGraw-Hill Ds 


partment of Economics. Plans reported in thi rve 


ir¢ preliminary pecaus¢ many Oompa io not 


} . . 
complete thei budget reviews until later But in the 
| 


hown 


past, these preliminary surveys have accurate] 
Present tentative plan 


the trend of 
lot 


for 1958 and 1959 will be re-checked, and the later 


ipital spending 


plans reported in more detail, in the regular annual 


McGraw-Hill survey of 


made next spring 


ipital spending plans, to be 


| 4 


Electrical Machinery Up 


Almost every manufacturing indust 
reduce its capital expenditures in 1958 excep 
tion is the electrical machinery industry—which plans 
Companies that make heavy ele 


ipparatus, communications equipm ind 


IMNCrCasc 


] ’ 
electronics for defense pu ire operating 
1 higher rate pacity thar 


manufacturing generally 


plants at 


’ 
; 


, ' 
( ipital spending I ¢ relatively we im the 


DI 
hemical process industries. Plans for 1958 are up 


fF only 4% in chem 


stone, 


] 
petroicum rehning 


In 
in rubber anc 
there are erv large declines 
mate! 
nferrous 
| 
wed 
7 
pial 
plans to 
rt equipment make! 
uttin 


metal 


pacity 


Levelling Off Seen 


+} ; 


here is some evidence hat 
- , 
nay stabilize in 1959 from the ins Of manuta 


ng companies for two years ahead. Only 


these reporting now plan i further reduction in 


At this time last vear, 32 
1957 On the othe ha 


pending for 1959 
ned to cut 1958 below 
7/7 of those reporting now plan to maintain o 
increase expenditures in 1959, ‘This compares with 
74° in October, 1955, and only 68°% 


Ing last, whose 


f those report 


pla 
ihead 
Ihe electric and ga 
increase in expenditures 
than $6 billion on new plants and equipment 


A Little Slower Rate. . . 





Business Will Spend (Cont'd) 


However, the increase scheduled for next vear is at 
a Slower rate, only 3%. And this may reflect rising 
costs. In 1959 almost half the reporting electric 
utilities plan to reduce capital expenditures, compared 
with 31% reporting plans for the same level and 24°% 
planning an increase. This may mean that some 
original plans for 1959 are now being stretched into 
1960. In the case of gas utilities, the uncertain money 
market has affected planning for new pipeline projects, 
as postponements are reported for both 1957 and 1958. 

Ihe petroleum industry—which also spent about 
$6 billion in 1957—likewise plans a small increase 
in 1958. Slightly larger drilling expenditures, more 
tankers and more refinery expenditures (some of them 
carried over from '57) account for the step-up 

rhe oil industry figure, particularly for the trans 
portation division, may actually be somewhat largei 
for 1958 than shown by our survev—because it was 
not possible to get all the plans for new oil pipelines 
this far in advance 

Expenditures in mining show a sharp drop—except 
for the companies mining iron ore. Plans for iron 
mining are up 10% for 1958. Exact figures for spend 
ing on benefication plants, for taconite and other low 
grade ores, are not yet available. But the principal 
companies in the field expect to reduce capital expen 
ditures, somewhat in 1958. 

Railroads plan to cut back capital spending by 
27% in 1958. They cite lower earnings, high cost of 
borrowing, and declining freight traffic as the reasons 
In the “other transportation and communications” 
group, a small over-all increase results from the 
planned deliveries of merchant ships and new airliners. 
Plans for trucking companies indicate a continuing 
decline in expenditures for new equipment—although 
not as much as the very large decline experienced 
this year. Communications spending is still at a high 


level 


Commercial Expansion Slacks 


Commercial business firms reduced their expendi 
tures sharply in 1957 and plan some further reduction 
next year. For the McGraw-Hill sample of large 
chain stores, department stores, banks and insurance 
companies, the decline is gradual in 1958. However, 
small trade and service establishments—which account 
for most of the final figure reported by the Depart 
ment of Commerce—cut back sharply in 1957. 

The sheer size of the drop in 1957 suggests that 1958 
probably will not be off as much, for the group. But 
there is no sign as to when expenditures will start 
up again. Almost twice as many of the big com 
mercial firms plan to reduce spending in 1959 as plan 
to increase. 

For the first time since we began asking the ques 
tion in 1955 every manufacturing industry is now 
operating at a lower rate of capacity than it generally 








Preliminary Investment Plans For 1959 
(compared with 1958) 


Percent of Companies Answering 


Industry Up 
Iron & Steel 
Nonferrous Metals . 
Machinery . 24 
Electrical Machinery _-_ 
Autos, Trucks & Parts 
Transportation Equipment 
(aircraft, ships, R.R. eq'pt 
Other Metalworknig 
Chemicals 
Paper & Pulp 
Rubber 
Stone, Clay & Glass 
Food & Beverages 
Textiles 
Miscellaneous Manufacturing 


ALL MANUFACTURING 
Mining 
Petroleum(*) 
Railroads 
Other Transportation & 
Communications 50 23 
Electric Utilities 24 45 31 
Commercial (?) 19 33 48 
ALL BUSINESS 20 28 52 


42 


(*) Includes all reporting petroleum companies; breakdowns by division not avoil- 
able 
(7) Figures based on large chain, mail order and department stores and other 


large commercial companies 











Capital Spending Plans For Selected Industries 
1957-1958 
Percent 


Industry Change 


Agricultural Machinery +-12% 
Construction & Mining Machinery 
Office Machinery 
Appliances, Radio & TV 
Aircraft 

Railroad Equipment 
Shipbuilding 

Heating Apparatus 
Instruments 
Metalworking Machinery 
Drugs 

Soaps, Fats & Oils 
Rayon Chemicals 
Fertilizers 

Cement 

Glass 

Brewing 

Baking 

Canning 

Flour Milling 

Meat 

Tobacco 


Broadwoven Textiles 
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Research and Development Expenditures 
For 1958 


Percent of Companies Answering 


Industry Higher 


Primary Metals 
Machinery 

Electrical Equiprent 
Aircraft & Parts 


Fabricated Meta! Products 
& Ordnance ...... 


Professional & Scientific 
Instruments 


Chemicals & Allied Products 

Paper & Allied Products 

Rubber Products 

Stone, Clay & Glass 

Petroleum Products . 

Food & Kindred Products 

Textile Mill Products & 

Appare! 

Other Manufacturing(*) 37 
ALL MANUFACTURING 4) 

Nonmanufacturing Industries 29 
ALL INDUSTRIES ............ 38 


(*) includes autos, tobacco, lumber and wood products, furniture, printing and 
publishing, transportation equipment other thon aircraft and autes, and mis- 
celloneous manufacturing industries 














Capacity—Rates of Operation 
in September, 1957 


Industry Percent 


Iron & Stee aay, 
Nonferrous Metals 80 
Machinery 

Electrical Machinery 

Autes, Trucks & Parts(*) 

Transportation Equipment (aircraft, ships, R.R. eq pt.) 

Other Metalworking 

Chemicals 

Peper 

Rubber 

Stone, Cloy & Glass 

Petroleum Refining 

Food & Beverages 

Textiles 

Miscellaneous Manufacturing 


ALL MANUFACTURING 


{*) In month prior to model changeover 








>< 


prefers. ‘The average for all manufacturing was 82 
of capacity in September, 1957, according to the 
present survey. This compares with 90% of capacity 
reported on previous surveys as the preferred average 

N. B. The companies reporting to McGraw-Hill 
are generally the larger companies in their respective 
industries—and so may be operating at a _ little 
higher rate than some others. In a few industries, 
seasonal factors raised the operating rate However! 
generally speaking, September is a normal month 

In December, 1955, manufacturing industry was 
perating at an average rate of 92% of capacity; in 
December 1956, at 86%; in September, 1957, at 82 
hus the operating rate has dropped from a point that 
required many companies to use high cost facilities 
to one that leaves modern capacity idle And thi 
explains the let-up in manufacturers’ capital spending 

However, there are no industries reporting really 
ciepressed levels of business. ‘The lowest figure is for 
the transportation equipment industry, 77% of capac 
ity (he auto industry—reporting for the period just 
prior to model changeover—was at 79°%. Most othe: 
industries were operating in the low 50s. ‘The highest 
operating rates were reported for paper, rubber, and 
petroleum refining—industries that were all near 90% 
of capacity in September 


Research Is Bright Spot 


Although industry is reducing capital spending in 
1958, most companies plan to maintain or increase 
research expenditures In manufacturing, 54°; of 
the reporting companies will spend about as much on 
research in 1958 as in °57. Only 5° plan to cut 
and 41% plan to increase these expenditures 

In the chemical process industries—and in the food 
and textile industries—scarcely any companies arc 
reducing research spending. And over half the chemi 
cal, paper and rubber companies are stepping up 
research. ‘Two-thirds of the electrical equipment com 
panies are increasing research 

However, the effects of changes in the 
program arc showing up in planning by the aircraft 
industry. Only 18% of the aircraft and parts com 
panies plan higher research spending next year And 
27% are cutting back. This is twice the proportion 
in anv other industry In the same defense area a 
relatively large number of companies making scientif 
instruments report reductions in research programs 

In the chemical, electrical and instrument indt 
tries, most companies expect their present reseal 
programs to lead to substantial capital expenditure 
after 1959. And this is also true of about half the 
companies in the aircraft, petroleum and primar 


metals industries. In the aggregate, a little more thai 


one-third of all manufacturing companies exp¢ 


research to create significant opportunities for cap tal 


spending by the vears after 1959 
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Incoming president of CSIDA, William A. Caughey, is congratulated by retiring prexy, ie © 





Russon, with Leonard L. Dietz, 


new treasurer, and Lewis W. Gilbert, new vice president, looking on. Charles F. Price, new secretary, was absent. 


Central States Distributors Focus On. . . 


Improved Management 


= NEED FOR improved manage 
ment techniques and management 
education to 
operations were the main themes 


benefit distributor 
of the 25th annual convention of 
the Central States Industrial Dis 
tributors Association, held Novem 
ber 3-4 in Chicago. 

More than 900 distributors and 
the 
vention which opened with a con 
tact booth 
facturers 


manufacturers attended con 
program where manu 
visited distributors at 
booths. 

Ihe second day featured a gen- 
eral meeting, contact booth sessions 


in the morning and afternoon, a 


luncheon, banquet, and _ variety 
hour. 

L. P. Russon, secretary, Vonne 
gut Hardware Co., Indianapolis, 


88 


Through Education 
and Expert Assistance 


and president of the CSIDA for the 
last two years, presided. He intro 
duced new officers for 1957-8 which 
included: (1) William A. Caughey, 
industrial sales department manager 
John Pritzlaff Hardware Co., Mil 
waukee, president; Leonard I 

Dietz, partner, Dietz Industrial Sup 
ply Co., Aurora, treasurer; Lewis W 

Gilbert, president, Screw Machin¢ 
Supply Co., Chicago, vice president; 
Charles F’. Price, president-treasurer, 
Knapp Supply Co., Muncie, Ind., 
secretary. Mr. Price was ill and did 
After 
Mr. Russon presented the new off 


not attend the convention. 


cers, he was presented a brief case 
by William Teare, president, Ster 
ling Products Co., Chicago. 
Speakers of the meeting included 
Henry V. 


Loeppert, president, 
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Boyd-Wagner Ci Chicag who 
spoke on “Why Executive Educa 
tion He was followed by Robert 


|. Branham, general manager, Indi 


] 


inapolis Belting & Supply Co., who 


i 
discussed ““Let’s Rehash The Situa 
tion.” 

Mi Caughey talked on the sub 
iect “We Are Using A Consultant,” 
and Michael R. Conran, manager, 
Central Industrial Division, A. Y. 
McDonald Mfg. Co., Kansas City, 
spoke on “A Functional Approach.” 


Education Important 
Mr. Loeppert said, “Formal edu 


cation and executive training 


courses geared to our business will 
produce a well rounded “man of 
He listed 12 


decision”. points on 


1957 








Management education will produce a well-rounded “man 


of decision” 


“Why 


testified Henry V. 
Management Education.” 





Experience with the employment of management con 


sultants was outlined by Mr. Caughey in his talk on 


Used A Consultant”. 


what may be achieved through the 


training of executives. They include 
1. A more thorough understand 


lig 


r 
= 
- 


of basic business problems 


Elimination of the “one man 


operation” philosophy. 


+ 


3. Consequent spreading of rr 
sponsibility 

4. Better supervision of untrained 
personnel 

5. Constant progress in cost cut 
ting. 


Loeppert, speaking on 








Review of 
made by R 
Ihe Situation 


“We 


distributor-manufacturer 


relations 


aspects was 
Branham who spoke on 


‘Let's Rehash 


He stressed association programs 


Analvsis of the meaning of cooperation between distributor 
and supplier was urged by Michael R. Conran in his talk 


on “A Functional Approach 


6 \cq! 
rorce. 

Improvement in public 1 

rows 


8. Quicker results from advertis 


ing and sales promotion programs 


9. Decisions that conform con 
sistently with the long range policy 
10. Intelligent flexibility as 


changes in economics or technical 


conditions require. 


11. A more co-operative _ staff 


sition of a Detter Sales 


- r , ; 


more recepnve Customers ane itl 


fied industrial 
12. A more stabilized and greater 


pront 
i 


needs. 


Cooperation Is Urged 


; 


Mr. Branham discussed distrib 
utor-manufacturer relationships and 
belief the 


strength of our association depend 


said, “It is my firm 


on the active support and co-opera 


How a Consultant Helped —> 











Improved Management (Cont'd) 





Without co 
association, 


tion of the members. 


operative effort, the 
and its constant search for means 
to advance the industry, would not 
exist. It behooves us all to actively 
participate in its program.” 

Mr. Caughey, whose industrial 
supply division was surveyed by the 
George D. Wilkinson Company in 
conjunction with the National and 
Industrial Distributors’ 
Associations’ survey conducted ear 


Southern 


lier in the vear, and who afterwards 
hired the firm to do a personal sur- 
vey of the organization, said, “I can 
state that since the beginning of the 
year our working force has been 
reduced approximately 124 percent 
and this is without any attempt at 
ruthless elimination. Our industrial 
division has increased its sales vol 
ume each month over the compat 
ible months of last vear. We have 
not finished using a consultant. We 
have learned the advantages of hav 
ing their unbiased and expert opin 
ion guide us in our planning. We 
feel confident that a stronger, more 
stable John Pritzlaff Co. will result 
from the expenditures and effort. 
“We were in the midst of going 
from a ‘large small’ company to 
‘small big’ company.” Mr. Caughey 
said. “In accordance with our de 
sires to continue growth, it was felt 
then that the first step to be taken 


90 


The human aspects 
of business tech- 
niques and ethics 
were illumined by 
Charles T. Evans in 
his luncheon  ad- 


dress entitled 
“What Makes It 
Tick”. 


was a reorganization of our present 
operating personnel. In order to 
accomplish this it was necessary to 
reorganize our entire personnel into 
four basic functions. Mainly, pu 
warehousing and 


chasing, _ sales, 


controller, or paper work, operation. 


Job Evaluation Explained 


“This actual reorganization took 
about six You well 
imagine the work that was involved 


weeks. can 


in trving to evaluate the personnel 
presently doing one or two jobs at 
the same time and setting them up 
to become a specialist or an expert 
in his particular field. Once the 
organization plan was put down on 


paper, a series of conferences were 


held it all 


personnel as to where their position, 


levels instructing the 
ind what their relationship was in 
the overall new 
tern. \t the 
period we had a four-function man 


organization pat 


end of the six-week 
agement organization.” 

difficulties Mr. 
“Temporarily,” he 


here were 


Caughey said. 


added, “‘we have encountered some 
difficulties during this transition 


period. We, however, are now to 
the point where we can see the ful 
fillment of Once 
beyond this point we should be in 


our ambitions 


an excellent position to take on 





more business and still maintain 
a tight and accurate flow schedule, 
servicing our customers properly 
with a minimum waste of time, at 
the same time with a minimum ex 


pense to our own company ‘i 


Study Functions 


In his talk, Mr. Conran said, “In 
our field, and turning specifically to 
the matter of manufacturer-distrib 
utor relations, cooperation is a series 
of type operations from the manu- 
facturer to the distributor to the 
user. In suggesting that we remem 
ber what we are, and what we are 
supposed to do, I have in mind a 
constant review of the function of 
the manufacturer, and the function 
of the distributor. It is only by do 
ing this that we can come up with 
an operational model which will 
give us an objective to which we can 
cooperate. In itself, the simple idea 
of closer cooperation can become an 
emotional dead end. Without an 
objective, cooperation is like speed 
without torque, without 
volume, or voltage without ampet 


pressure 


age. 

Luncheon speaker was Charles T. 
Evans, Arkansas Power & Light Co., 
Little Rock. He analyzed American 
business under the title “What 
Makes It Tick.” He said there were 
five features that made the Ameri 
can system of business function. 

1. Salesmanship, including adver 
He 


masses of 


and said, 


tising 


promotion 
“Automobiles are inert 
metal until advertising, promotion, 


ind selling deliver them to the user 


who turns them into what the 
utos were made for—transporta 
non 

2. The knowledge of business 
men. “It is the business man’s re 


sponsibility to furnish a pool of 


knowledge to serve the 


ynsume! 
better 
3. The i ve mind of busi 
> 1€ inquisitive mind of Dus! 
ness men. 


4. Human 


how to get along with people is a 


relations Knowing 
vital everyday feature in our lives.” 

5. Hard work. “It isn’t a curse to 
toil long hours to reach a goal.” 
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Mass circulation 
magazine features 


article on... 


Role Playing = 


After 1D 24-page Report 


the 11,972,92( 


Week Maga 


YOU ARI 


ot 


I’ ONE OI 
“This 


readers 


) 


Fite 
* 
a ae 
Ping 
. 


REMEMBER THIS REPORT? 


meetings have, perhaps, overlooke« ould prove 


the possibilities of this ym para 


Lit 


\lr. Cashman added that he wa 


; 





erestin 


zine” you probably noticed a fea-_ tively new technique for solving ann inother meeting with the 
ture article by Lester David, en- sales problems les reversed and, “Upon comple 
titled, “Don’t Argue—Try ‘Role Mr. David's article in Thi tion of these two meetings, we 
Plaving.” Week ites how IBM's depart t Role Plaving in product 
Unlike the majority of readers of ment of education in Kingston ucation for our personne 
this October 27th article who un- N. Y. and J. L. Hudson's Detroit he lends itself to man 
doubtedly had never heard of this department store employ this tech iriat training letel 
technique for solving business prob- nique to train supervisors and sal lescribs Y Perha 
lems, ID’s readers should have con people. ‘These are just two of th tribut ire adapting it t 
sidered the subject “old hat.” For many corporations who have d K iles train 
our subscribers had already been covered the effectivenc FR gran mplating th 
treated to a 24-page special section Plaving technique for the future 
in our September issue completels If the technique is as sound a he art his Week 
describing what Role Playing is, authorities claim it to be (and ID ludes, “Re Pla m 
plus a report on an actual Role experience in Cleveland puts u vhich let e pt 
Plaving session held in Cleveland definitely on the le of those wh not nin 
with 27 industrial supply salesmen advocate Role Playing yt as B th ibout it 
participating ure-all, but as a real help), perha ‘ use it realizes tha 
I his another example of In idditional thought should be given » problen emain a probl 
dustrial Distribution’s policy of to using it more in industrial for long when human 
keeping our readers posted on the — tribution ( the kev that 
latest ideas that can be adapted to oe lerstand 
ls cele ill ieee Dieliaaiaie: A Distributor Who Caught On While « a ae Ea] 
In this case, it is indeed encou W. J. Cashman, branch manager ride in having r na 
aging t te that Role Plaving, of The Henry Walke Co., wrot rculatio naga ‘ Y 
due to its success in the business us, “As a result of the interest 1 nuch prefer to he ft 
world, is spreading into the field of your article which was expressed | ful and enth t f t 
dk mes t 1¢ TC ] imions ul ] WCTSOTINIG we ire now form 1Gue¢ VY more I 
Since our September report, how lating plans for a Role Playing sal Phe Septembc 
ever, we've heard from few distribu- meeting of our own in which the _ the details for the stag R 
tors who indicate they are using, inside sales personnel will plav the Playing s« n X t t 
or plan to use, this training tool role of the outside sales personnel available for th 
This leads us to wonder if indus alling on their various customers pies 
trial distributor executives and sales ‘The observers will be made up of Give it 
managers who complain about the our inside sales personnel, and the I'rv it out 
dearth of new ideas to spark sales discussion period following the skit And let rear f 
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Here is ID's report on the 29th annual Boston Conference 


on Distribution where the theme was. . . 


Widening The Horizons On Distribution 


“... We are a mass-produc- 
tion country, but mass pro- 
duction is useless without 
mass distribution.” 


— Philip M. Talbott, pres- 
ident of the Chamber of 
Commerce of the United States. 
Continuing, Mr. Talbott said, “Stu- 
dents of economic progress have 
concluded that the measure of a 
country’s prosperity and well-being 
is the percentage of people engaged 
in distribution and services.” 

One third to one half of all the 
working people in the United States 
are concerned with the distributive 
aspects of business as a means of 
earning a livelihood, said Mr. Tal- 
bott. 

Mr. ‘Talbott, senior vice president 
of Woodward & Lathrop, declared, 
“For the good of the national econ- 
omy, there should be a better grasp 
of the distribution process. 

“People sometimes grumble at 
the ‘middleman’—and without the 
slightest awareness that their own 
jobs are directly linked to his well- 
being—and without the slightest 
appreciation of the fact that we 
could not live without the so-called 
‘middleman.’ 

“This fact of life is taking on new 
meaning today, for distribution is 
now being called upon to play first 
violin in the symphony of eco- 
nomics. 

Mr. Talbott urged distributors to 
greater interest in the creation of 
a better business climate and sug- 
gested they play a key role in help- 
ing to shape the basic government 
policies that affect the conditions 


92 





More than 700 attended the 
recent Boston Conference on 
Distribution. Participants in- 
cluded a group of 24 business 
leaders from 10 countries who 
came through the European 
Economic Agency sponsored 
by the U. S. Government. 
Major executives represent- 
ing a cross-section of Canada 
and the United States and 
representatives of the embas- 
sies of Great Britain, France, 
Italy and Germany also at- 
tended. 

While some of the topics may 
seem far afield of industrial 
distribution as we know it, 
the following digest of pro- 
vocative statements provides 
food for thought about our 
function in the world of 





today, information about pro- 
jected marketing innovations, 
comparative gross margin 
figures and data to spice 
your conversations with cus- 
tomers. 

While much of what was said, 
on the surface, may seem to 
have little to do with the price 
of nuts and bolts, or the small 
order problem in the average 
industrial supply house, per- 
haps exposure to these ideas 
may widen the horizons of 
industrial distribution. 

Here are the highlights—what 
top business and government 
leaders from here and abroad 
had to say about the essen- 
tiality of distribution in 
today’s and tomorrow's 
domestic and world markets. 








under which they must carry on 
their business. 


“. . . There are no price de- 
clines of basic commodities 
in the offing.” 


This was the conclusion of Edith 
J. Hirsch, commodity economist 
and consultant, who pointed out 
that our fast population increase 
and the rapid up-grading of stand- 
ards of living are the factors mak- 
ing unlikely a serious decline and 
a generally lower price level. This 
is true, Mrs. Hirsch declared, “even 
in case the world-wide boom were 
to level off.” 


“... Today, distribution has 
become a major issue for 
those who want to increase 
productivity in the European 
countries and thereby the 
standards of living of the 
consumers.” 


Delegates were told by Roger 
Gregoire, director, European Pro- 
ductivity Agency, Organization for 
European Economic Cooperation, 
Paris, “When we began speaking 
about productivity in Europe .. . 
the problems of distribution were 
hardly considered. Priority had to 
be given to reconstruction and to 
production, in manufacturing, min- 
ing and agriculture. . . . For many 
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years instrumental in the allocation 
of scarcity, distribution was seen, 
sometimes rightly so, as a cause for 
unjustifiable increases in prices.” 
Admitting that at the time his 
agency started operating, European 
distribution methods were lagging 
more than 10 years behind those of 
the United States, Mr. Gregoire ex 
pressed the hope “that what the 
European distribution is doing will 
become again in the future, as it 
was in the past, a source of new 
the 


ideas for Americans.” 


“. . . Half of the sales pro- 
duced today by nonfoods in 
supermarkets carry a low 
gross margin.” 


William 


baum, visiting consultant on food 


According to 


\pple 


distribution, Harvard University, 
Graduate School of Business <Ad- 
ministration, “The average gross 
margin on_ groceries, excluding 
meats and fresh fruits and vege- 
tables, is about 16%. Cigarettes, 
detergents and soaps carry a gross 
margin of about 6% to 12%. On 


the other hand, the newer nonfoods 
in supermarkets—health and beauty 
aids, housewares, soft goods—carry 
gross margins of 30% to 35%. 
These items were added because of 
the higher gross margin in spite of 
a slower turnover.” 

Citing available statistics during 
the last ten years, Mr. Applebaum 
said, “Supermarket gross margins 
have advanced industrywide from 
about 17% to 184%, operating ex- 
penses have gone up from about 
15% to 16%, and net profit after 
taxes has been pinched from about 
14% to 14% of sales.” 


“. . The small businessman 
believes in action rather 
than reflection. He is in- 
clined to doing rather than 
reading.” 


These were the observations of 
L. T. White, vice president, Cities 
Inc., from the 


Service Petroleum 
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results of psychological researches 
presented at President Eisenhower's 
Conference on Small Business. 
“When someone offers to train 
him,” Mr. White added, “he rebels 
at the thought of being jammed 
into a mold. He thinks education 
is for the young.” 

Recommending 
business publications, more active 


the reading of 
participation in trade associations, 
and administrative management 
courses, Mr. White told conferees, 
“Small businessmen are learning to 
sell their it higher values 
even though manufacturers seeking 


sell 


Services 


volume, are willing to 


lower prices 


more 


products at 


“. . . Location—from the 
point of view of ease of 
access to the ultimate con- 
sumer—must be a primary 
consideration in every suc- 
cessful marketing program 
in the future.” 


Warned Eugene B. 


) 
Barrington 


Mapel, vice 
president, Associates, 


concluded his address 


thought “that perhaps 


Inc., who 
with the 
there are no ‘new concepts in dis 
tribution,’ only new applications of 
‘old concepts’ and the most impor 
tant of these is the recognition that 
every marketing plan, today, prob 
ably the 


to be put under 
microscope at shorter and shorter 


needs 
intervals to see that we have made 


the most of every new means of 
creating greater ‘ease of access’ fot 


our product or service 


“. .. It is my opinion that the 
Boston Conference on Dis- 
tribution could and should 
open its doors more widely.”’ 


Declared E. E. Schnellbacher, 
director, Office of ‘Trade Promotion 
U.S. Department of Commerce, 
idding, “not only to foreign experts 
in the field but to any businessmen 
who need more knowledge about 
to whom such 


distribution and 


knowledge could very well mean the 


difference between a holding opera 
tion and greater prosperity, wider 
employment, and a greater ability 
to buy American goods.” 

Mr. Schnellbacher concluded, “I 
would like the Boston Con- 
ference on Distribution in the years 


to sec 


to come assume a world position in 


i field which is essentially our own 


ind which represents one of the 
greatest potential contributions our 
country can make toward what we 
to think of as the ‘cause of 


world trade.’” 


come 


“. . . Supermarket automa- 
tion has not progressed very 
far, and of course, that is 
true of the whole field of 
distribution.” 


lhis was the observation of R. F. 


Chisholm, O.B.1I vice president, 
Dominion Stores Ltd., ‘Toronto, 
Canada, in an address entitled “Su 
permarket Dynamics.’ 

Mr. Chisholm continued, “How 
ever, some interesting moves are 


underway. A degree of automation 
f an elementary sort can be found 
of course at the check-outs and in 
the warehouses. Experiments are 


being conducted with electronic 
equipment in the handling of met 
chandise and in the handling of 
paper 

data processing is 
effectively 


being applied usefully, even if it is 


Integrated 
moving forward and is 
still considerably short of the ele 
tronic computer stage in most Cases 
Punch card systems are in common 
use for order filling, inventory con 
trol, 


C reditable 


and recording. A 


invoicing 
degree of distribution 


efhciency has been established in 
1: 


good distribution centers which are 
now able to reach 99% of comple 
tion in order filling, week after 
week.” 

“In summary,” Mr. Chisholm 


iverred, “it might be stated, I ex 


pect, that a conference of this kind 


ould regard supermarket distribu 


tion development as being as old 
is the sun or as new as today 
sunrise.” 
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MUTUAL HELP is answer to problem of specialized know] 
dge at Capital City Suppl y ick. who sell 
nl 7. 


mn s Joh IT ho S¢ mines 


STRONG POINT in Mr. Wick’s product knowledge is pipe 
d va He ¢ Mr. Harris and other salesmen he 


fy 


1 


How To Specialize Without Specialists 


West Virginia firm’s salesmen trade time and 


knowledge to help each other out on problems 


By Van Ness Philip, Associate Editor 


Charleston, W. Va., 


doesn’t employ outside specialists in the conven 


— Crry Suppry Co., 


tional sense of the term, but the firm’s customers 
can always get specialized technical help when they 
need it. Reason for this is the practice salesmen have 
developed of coming to each other's aid where one 
man has more experience in a particular field than a 
colleague 

\ salesman whose work with chemical plants makes 
him an expert on pipe and valves, but not wire rope, 
for example, won’t dodge a wire rope problem or 
wait for the factory man to show up. He'll take it 
up at once with a salesmen in a coal-mining territory 
where wire rope is a bread-and-butter item, and the 
two of them will call on the customer together if 
necessary. In return, the coal-territory man will draw 
on his chemical-plant colleague for advice on pipe 


and valves. 


Mutual Aid Pays Off 


This mutual aid arrangement is voluntary and de 
veloped from salemen’s habit of talking over problems 


when they met in the office over morning desk work. 
hey carry it out by pairing up on calls to each other’s 
customers; helping each other with blueprints and 
specifications, and pooling information informally 
whenever they meet 

Each of us is expected to have a general knowledge 
of all the lines,” says J. L. Wick, salesman. “But 
vou can't be an expert in everything. You're bound 
to be strongest in the lines your customers use. So 
in a sense we're all specialists.” 


Teamwork Spreads Knowledge 


Mr. Wick, who sells primarily to chemical plants, 
is constantly exposed to pipe and valve problems. He 
often trades technical information with John Harris, 
who does 50 percent of his volume with coal mine 
customers and is well versed in handling and power 
installations. Harry McVey, a salesman with diversi- 
fied customers, including power plants, is often con- 
sulted on steam problems. Other salesmen contribute 
and receive help according to their backgrounds and 
types of customers. 
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RECIPROCITY in donating time pays off for Mr. Wick DOUBLING UP 
vhen Mr. Harris helps him with wire rope problet Sal ‘ k Mir. Ha 


, ar territ : on Nissi \lr W 


[he company has one power transmission specialist 
doubling in inside and outside duties, including work 
with accounts of his own. But there are no full-time 


specialists calling constantly on customers 


Can’‘t Have Cake and Eat It Too 


Mr. Wick and Mr. Harris point out that it would 
be impossible for a firm like Capital City, which 
advertises its wide coverage of the general line of 
supplies, to have specialists assigned to all major 
products. Says Mr. Harris: “I'd just as soon ask Wick 
or McVev or Jim Chandlee to give me a hand on 
occasional problems where I need help. Half a 
dozen specialists calling on customers all the time 


might be more confusing than beneficial.’ 


Keeping It in the Family 


Mr. Wick also finds that customers don’t always 
welcome call-backs on technical matters or the intro 
duction of a factory salesman for a plant problem they 
consider only minor. “Solving it in the family, 
to speak, may be easier all around. A lot of my 
customers already know Harris. It’s different when 
vou introduce a stranger, no matter how competent 
he may be.’ 

Mr. Harris seconded this. “After all,’ he added 
“we're in this together. If I lose some time and com 


missions helping somebody else, the chances are the elp is not 
favor will be returned with interest some day.” doesn't think 
for help on min 


or problems 
on the statt is 


Help Before the Doctor Gets There some one else ¢ 


hours if that; he’s alway 


Mr. Wick explained that he can always call on a pecialist.’ 
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A “captive audience” is all the more reason for . . . 


Making Sales Meetings Profitable 


By Bernard C. Weirauch, vice president-sales, 








When the Small Business Ad- 
ministration wanted a manu- 
script on “Effective Sales 
Meetings,” it called on Ber- 
nard C. Weirauch, vice-presi- 
dent and sales manager of 
Orr Iron Co., Evansville, Ind. 
The Department of Commerce 
published 60,000 copies of 
that manuscript, in 11 lan- 
guages. Mr. Weirauch’s text 
is reprinted on these pages. 

In May 1956, INDUSTRIAL 
DISTRIBUTION devoted a spe- 
cial section to Mr. Weirauch 
and the Key Line Selling Pro- 
gram which he had devel- 
oped for Orr Iron. Since that 
time, Mr. Weirauch has been 
in demand both as a lecturer 
and instructor at conventions, 
sales training classes and 
business schools. 

A graduate of Evansville 
College, Mr. Weirauch left a 
position as instructor of high 
school mathematics to join 
Orr Iron in 1935. His own 
successful career, as salesman 
for the firm in the Illinois 
Ozarks, led to his appoint- 
ment as general sales man- 
ager of Orr Iron in 1946. Last 
January, Mr. Weirauch was 
one of the distributors who 
attended the advanced man- 
agement course at Harvard 
University. 








Orr Iron Co., Evansville, Ind. 


A SALES MEETING has one primary 
purpose: To tell members of 
a sales staff something 
Usually this purpose is to “sell” 


specific! 


them on the merits of a product, 
its applications, and on what that 
means in terms of compensation fot 
the salesman and his company 
Che sales meeting should be an ex 
citing example of the highest typ« 
of selling. At the meeting are the 
very people you will depend on to 
move the product through the dis 
tribution chain. 

The fact that salesmen are a cap 
tive audience is no reason to assume 
that they will believe everything 
vou tell them, and will obediently 
dash out and sell the product. Re 
member, they have heard this basi 
pattern before. Hence, a 
thorough and convincing selling job 
must be done with them than even 
with the customer. Anything but 
the best possible presentation, told 
understandingly and convincingly, 
is poor policy. 


More 


Speaker's Checklist 


In making sales meetings profit 
able, close attention should be given 
to the following points: Plan meet 
ings with customers and prospects 
in mind; don’t cover too many sub 
jects; allow sufficient time; provide 
variety; change the pace of presenta- 
tions; use showmanship as spice in 
the meeting; don’t forget 
aids; watch out for the little details; 


visual 


seck a neutral atmosphere; prevent 
interruptions; stress product knowl- 
edge plus sales training; include 
engineers on the program; give the 
“forward look’; and en 


two-wav discussion 


meeting a 
courage’ free 


ymong all present. 


Know the “Reason Why” 


\ good first question to ask your- 


self is 


What is the specific objec 
tive of this meeting? You may have 
many good reasons, but make sure 
vou choose the one which is of 


prime importance as the spring 


board. ‘Then prepare your program 
with that goal in mind. If your ob 
jective is to teach salesmen how to 
sell more of “X” product, make 
that subject the first order of busi 
ness and stick to it. 

Once you have your major objec 
tive clearly in mind, however, start 
a lucid presentation, making sure 
understand clearly 
attempting to do. 
(hen see that other subjects are 


your salesmen 
what you are 


placed in their proper perspective. 
Where it is practical, insist that any 
other subjects discussed reflect di 
rectly on product “X” 
rreater importance in the eves of 


and give it 

vour salesmen. 

Keep Customer in Mind 
Anyone speaking to your sales 


men about a product, should avoid 
mentioning features which are sup 
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posed to be good, unless they ex- 
plain WHY these features are im- 
portant to the purchaser. 

Good quality, in itself, never sold 
anything. The features that make 
up “good quality” sell a product 
only when they are presented in 
terms of why they are important 
to the customer. In other words, 


the “reason why” is what counts. 
Consequently, sales meetings should 
spotlight a product’s specific quali- 
ties, applications, and markets. This 
adds believability to the ideas you 
are trying to get across. Anything 
they can understand and _ believe, 


they in turn can sell. 


Don’t Cover Too Many Subjects 


\ meeting in which one subject 


is discussed thoroughly is usually 


fruitful than 
scratches the surface of 


more one which 


several 
Salesmen, after all, can employ only 
they understand 


the sales story 


Therefore, confusion and uncer 


should be avoided, even at 
of limiting the 


tainty 


the cost material 


covered. 
Restrict the presentation to fun 
that 


every important phase is handled 


damentals, making certain 


adequately. Anticipate all the ques 
tions you can; if new ones are asked, 
A good 


salesman, equipped with a thorough 


be sure to answer them. 
knowledge of the basic facts, will 
develop a more effective sales pres 
entation than he will with a pre 
planned sales story which has been 


thrown at him superficially. 


Allow Sufficient Time 


With most guest speakers, a safe 
rule of thumb to follow is to assume 
that each will need 20% more time 
From his draft, 
he may feel his speech is timed to 
But speakers usually 


than he estimates. 


the minute. 
add their greetings to the group, a 
‘rebuttal” to the introduction, plus 
All this 


consternation as vou sce 


interruptions for questions. 
may cause 
1 speaker going strong and already 
15 minutes into the next person’s 


time 


BERNARD C. WEIRAUCH 


lwo Val 
ties are 

¢ Built-in S 
he has exa 


ir you 


many muinutc¢ 


past reco! 


Thit 
Change Your Pace 
have On his 
¢ Flexible 


some reason, 


program On W 


tit 


Later, if your program runs behit 


, , 
nedauic, 


} ] 
ITCARS, 


Provide Variety 


In a sales meeting 


1 
} mhere enti: 
ire in an iTMOSPNCTC enti! 


their norma 


ent from 


conditions. To you, an exe 


the situation may not be much 


removed from your usual routine 


Showmanship Has Its 


' ne 
But the salesman is completely sep 


mee 
irated from his usual climate of 


} 


travel, buyers, brief 


n ; 
PLLISLS, 


samples, objection 


receptv 
CaSCS, 
answel!s. 
\ sales meeting is somewhat 
removing a boxer from the 
making him sit quietly 
on physical fitness. A litt] 


right, but the program 


More on Visual Aids > 





Making Sales Meetings Profitable (Cont’d.) 








C. E. LEDYARD, sales engineer 


and J. W 


ywresident t 4 


example, one company in dramatiz 
for asking 100% 
cooperation from all salesmen in a 
had the 
of old-fashioned 
On 
box 


ing the reason 


particular campaign, on 
stage a huge pail 
side was 


“Our 


: 
weighing scales one 


placed a_ large labeled 


Goal On the opposite side, the 
boss placed, one by one, a series 
f smaller boxes each labeled with 


after the 


last small box was added did the big 


] } 
i salesmans name. Only 


pointer swing into balance between 
the big and little boxes 
lhe stunt was verv effective in 


driving home the point that only 
the combined “weight” of 
salesman could the job be 

Skits, humor, 
are among the other inex 
but 


idd spice to your sales meetings. 


through 
every 
ichieved and CaSC 
histories 


pensive useful tools which can 


Don’t Forget Visual Aids 


Flip 
displays, flannel boards, and “black 
light” can be very helpful in mak- 


harts, film strips, cut-away 


ing a lucid sales meeting. However, 
no speaker should ever expect them 
to do the whole job. In addressing 
salesmen, a speaker should know 
exactly what will be the most effec- 
tive sequence of ideas. With a 
5 there 


supply of 3 x 5 in. cards, 
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Bennett, executive vice-president, W. O. Barn 
ssful sa ynference 
} sé r 
is no excuse for a speaker wand 


ing” in his presentation and leaving 
all the graphics until the end. Man 
manufacturers and distributors 

sist that every speaker rehearse with 
visual aids 


before a group of salesmen 


his prior to appearing 


Many distributors’ sales meetings 
are put on by manufacturers’ repr 
sentatives. Todav, many distribi 


tors insist that, in addition 
local representative, the factory send 


the sales manager, regional mana 
ger, or “someone from headqua 
ters” trained in conducting meet 
ings. 


] : that 


he reason for this is that g 
factory men in the field sometimes 
fall flat before a roomful of distribu 
tor salesmen because the 


luck to pull them through. As a 


result, more and more alert mam 
facturers today are training their 
salesmen not only in product know 


ledge and selling techniques, but 
in the art of staging effecti 
for distributor 


ilso 
meetings salesmen 


Watch the Little Details 

Seldom, if ever, does a sales meet 
ing flop because of management's 
failure to plan major details. It is 
the little details, so easily 
looked, which 


Ove! 


usually cause the 
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example, the execu- 
tive mav go to extreme lengths to 


find just the nght movie on som¢ 


yriate subject only to have the 


vhole thing flop because the sound 
tem on the projector failed to 
rk. The preparation of a check 
t idvance will prevent over 
k nost of these details 


» 5s meetings held | ym at 
the plant are sometimes so sugge 

e to the salesman of the “thing 
| meant to get done while here 

iat some of the effectiveness of the 
neeting is lost. Also, routine noises 

1 company’s plant or office arc 
sually verv distracting. In this re 

d, many firms have found that 

1otel room or similar meeting 

ice, adequately equipped and 
iwa from conmpan' property, 1S 
the most conducive to attention, 


ind learning. Many managers 


learned that 
sales meetings by holding them in 


study 
money on 


“saving 


wailable factory space was far 
too expensive for them. 
[he meeting room should be- 


omfortable, quiet, and well venti 
lated. A stage or platform should be 
provided for the speaker All the 


salesmen should be able to see and 
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' : 
heat lo facilitate taking 


notes, a VC is to help alleviate 


tatigue for the salesmen, it is best 
to equip the room with rows of 
tables across the room and com 
fortable chair 
Prevent Interruptions 

\ terruption that causes all, 
or ev f your salesman to be 
distra reduces the efficiency of 


the meetin Most 


interruptions 


can b¢ minated by stationing 
someone at the door with the assign 
ment t mtrolling incoming 
message itors, supplies, and 


equipment. Here are two common 
distractions that vou should be 
especial ireful about 

@‘loo Much Literature. Catalog 
sheets, price lists, pictures and de 
scriptions should be distributed onl 


where a speaker is 
attention on them 


Any speaker will leve a high pro 


portion of his listeners when the 
have t nuch printed matter be 


e Steady Stream of Samples. A series 
passed along from sales 
ilesman is a quick way to 


of samples 
} 
' 


man 


disrupt vour meeting. If samples 
} ot the 


next best substi 


ror each member group ar 
no WalldDic, ile 


ual aid such as a flip 


} r+ . ; 


ld] l 


} 
tute 1S a 


graphic slide 


Not Just Product Knowledge 


; : - 
knowledge of h 


sroduct and its application is im 
portant. But it is not the whole 
inswer in selling. Many sales mana 


] 


rers today feel that too much prod 
uct knowledge can actually be a 
hindrance. For example, not many 
buv an air conditioner 
1750 RPM motor, 


ompression ratio, or heavy 


steel. What most customers reall) 
ymfort it will afford 

features of the 
converted by th« 


salesman into benefits and advanta 


customers 
for its bearings 


gauge 


want is the 
Consequently, the 


product must be 


res to prospects 


7 
\ sales meeting must give sales 


men knowledge of effective selling 
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Business Show 


N THE THREE FLOORS OF New York's COLISEUM 

last month, the 1957 National Business Show 
excitedly announced the arrival of data processing 
for the small business. In one slick exhibit afte: 
another, equipment of all kinds chattered through 
miles of punched cards and tape talking to throngs 
of executives (some 150,000 of them) in the “com 
mon language” of electronic paperwork 

Ihe array of miracle-working machinery ranged 
from a dogged tape-punching calculator to IBM's 
frighteningly competent “Ramac.” But the array 
was significant of the change sweeping over the ofhce 
equipment industry. Where, not so long ago, only 
the few giants would have displayed integrated data 
processing equipment, several firms once outside the 
field now showed devices linking their equipment 
(typewriters, calculators, addressing equipment, et 
with the common language revolution. A sampling 


of this equipment is pictured on these pages. 


some equipment was, of course, too fr h f the 
average distributor's blood However, rentals on 
many units were well in line with those on standard 


installations in use today. But where the rental was 


high (as, for example, on Addressograph’s mailing 
unit operated by punched cards), the manufacturers’ 
representatives at the Show assured ID  smalle 
cheaper units were on the way. 

Data processing was not the whole National Busi 
ness Show. Makers of photocopy equipment wert 


} 


there in force, exhibiting units that now produce 


white copies, a distinct improvement over the grav 


] } 
I 


flannel copies turned out by many earlier models 
‘Miniaturization” hit dictation machines with a ven 
geance—numerous makers were tugging at the sleeve 
of on-the-road businessmen with compact units no 
larger than small transistor radios. Office-size offset 
equipment capable of multicolor work was also shown, 
a pure gift to small businesses with direct mail adver 


tising programs. 


; 


\ recent survey has shown industrial distributors 
near the top of the list as far as percentage of total 
workers in the office is concerned (up to 75% of their 
employees are office workers). ‘To distributors, then 


the National Business Show should be good news 
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Unveils Data Processing Wonders 


for instance: 


New Monroe Computer 
Has Magnetic ““Memory” 


Electronic computer, said to be the first within 
the reach of the average business, makes price 
extensions and other calculations almost in- 
stantaneously as invoices are being written on 
electric typewriter. Fractions can be extended 
without use of decimal equivalents; multiple 
discounts, tax percentages, freight costs, etc. 
can be computed. Magnetic drum “memory” 
enables discounts, taxes, freight charges and 
item counts to be retained and produced when 
desired. Invoice totals for daily, weekly, or 
monthly periods can be summarized. Brains 
of machine are housed in compact desk. 
Price: $10,000 








Friden’s ‘‘Selectadata” Gives 
Random Access to Punched Tape 


Distributors who want to add “random access’ 
to their punched tape installation now have 
Friden’s “Selectadata.” Unit can skip through 
portions of tape at high speed until a pre 
selected address code is “‘read."” Codes follow 
ing this address code are then read at normal 
speed to control the operation of the “Flexo- 
writer.” Some models have manual control 
enabling operator to insert variable data at pre- 
selected points in tape. With Selectadata, it 
is possible to establish inventory, sales analysis, 
and other controls without intermediate card 
keypunching. 


But that wasn't all —> 








Business Show (Cont’d.) 





Now the Theme Is: Cutting 





Comptometer’s Calculator 
Punches Results into Tape 


Here’s a unit which can save a step in key- 
punching cards—the “ComptoPunch.” It con- 
verts calculator results into punched tape, the 
tape then being fed through a tape-to-card 
converter to obtain punched cards. Compto- 
Punch also has program board which auto- 
matically punches constant data, such as code 
numbers, into the tape. Up to 102 program 
steps can be wired in advance. Sales analysis, 
labor distribution, accounts payable, expense 
distribution, back order control, inventory con- 
trol, are some jobs which can be handled. 





Royal McBee’s Punch Extends 
Usefulness of ““Keysort’ Cards 


For distributors using “Keysort”’ punch cards, 
Royal McBee has a new tabulating punch. 
Operator can read amounts pencilled on cards, 
punch amount in keyboard and simultaneously 
punch amount in card. Individual amounts 
and total appear on tape. Totals are punched 
into summary cards. Punch is useful for sales 
analysis, inventory control, various kinds of 
account distributions. Cards must be sorted 
in required sequence before being brought to 
tabulating punch. At Show, firm also unveiled 
automatic “‘Formswriter” which handles con- 
tinuous-form letterheads and envelopes for fast 
letter production. 





Remington’s “‘Unityper” Blends 
With Show’s Electronic 
Background 


Although it was not exhibiting, Remington 
Rand is in step with the Show's emphasis on 
small business data processing. Here is their 
“Unityper II,” typewriter which converts key- 
strokes into electrical impulses on Univac tape 
Thus, the unit will automatically put data in 
form required for input to an electronic sys- 
tem. Tape recording unit is mounted flush 
with back of standard electric typewriter. 
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Automation Down to Size’ 


IBM‘s “Ramac”’ Was 
Demonstrated at Show 


“Ramac,” by International Business Machines, 
is now on a 1} to two years’ delivery basis, 
according to word from the Show. When 
translated, Ramac means “random access mem- 
ory accounting,” which means the big unit 
will handle order processing, accounting, in- 
ventory control, and statistical analysis. Input 
of alphabetical and numerical data is by 
punched cards or tape or magnetic tape. In- 
ventory data is kept on stack of records (rear 





of cabinet). Several distributors have this unit 
on order. 



















Underwood's “Data-Flo” Is 
Punched Card Substitute 


Underwood calls its “Data-Fio i self-con 
tained data processing system that can sup 
plant ordinary punched card installation. Con 
stant data is contained on punched tape ‘upper 
drawer in picture). Operator introduces vari- 
able data at tvpewriter, while second typewriter 
(left) prepares invoice with completed exten 
sions and other calculations. Whole trans 
action is punched in second tape bottom 
drawer), which is then used for input tape in 
succeeding period. However, distributor will 
need “Model 50° electronic computer tor sta 
tistical analvses. Rental of unit shown: S550 


Burroughs’ ‘Datafile”’ 
Stores Data on Magnetic Tape 


I'ypical of trend toward faster, smaller elec- 
tronic units is Burroughs’ “Datafile,” which 
stores information on series of magnetic tapes. 
This unit supplements the “Dataron 220” 
data processing system, and can be used for 
inventory control purposes. Thus, simultane- 
ously with order-writing the “Datafile” can be 
instructed (through punched cards or tape) to 
calculate a new inventory level. Unit is out of 
price reach of most distributors, but it’s a fore- 
runner of smaller, cheaper units. 
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Here’s our definition of re 


An Industrial Distributor 


_.. based on a 
synthesis of ideas 
from readers of 
our October and 
November issues 


By George L. Bottari, Associate Editor 


— TH SHOULD BE suB-TITLED, “The Wrap- 
Up—We Hope.” 

\ study of the ideas presented in the first two 
parts of this series (October and November issues) 
leads inevitably to a greater appreciation of the com- 
plexity of the problem. No wonder the industry has 
been without a definition satisfactory to all! 

Contributions, from colleges, manufacturers, or 
industrial distributors, showed a sound understanding 
of the industrial distributor's essentiality. Apprecia 
tion of the scope of his activities was universal, with 
general agreement about the different types of opera- 
tions that are valid distributor organizations. 

Ihroughout this stream of material similar points 


were made both in comments and suggested defini- 
tions. It was encouraging to note the willingness 
with which everyone tackled the task of striving for 
a clear and concise answer. The consensus indicated, 
however, that, while it is possible to state simply 
what a distributor is, it is necessary to spell out, to 


some extent, how he operates. 


Out on a Limb 


Though all contributions aren’t in, the time has 
come to climb out on the proverbial limb, so with 
outthrust neck, and grateful acknowledgment to all 
contributors, here, for better or worse, is our definition. 








INDUSTRIAL DISTRIBUTORS are business organizations 
that supply industry with production and maintenance 
tools, equipment and supplies. They buy, take title to and 
stock in their own local warehouses, these industrial prod- 
ucts from a few or many manufacturers and sell these 
products to all types of industries in their trading areas. 
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tne acti 


Postscripts and Footnotes IZIng 

: Z aaa 5] 

A local survey of the above definition disclosed eneral publi 
some interviewees inclined to add to some phase or 


point. While additional wordage can be justified, let 
Blackstone Co., Memph 


been try 


the definition quickly gets out of hand and the aim 
of conciseness and clarity disappears down the drain. ead 11 Bt, r years I have 
pers a ae _ +] | r induest } SOI ort 
Stocks and sells”, for example, could be amplified he idea to our industry that some Cio! 


made to inform the public generally 


kind of business we are I have h 


me, ‘Just what kind of Mills do you sel 
he Memphis group have done 

d in Memphis We put 
we had Industrial Suppl 


Club 


to include some mention about adequate warehous: 
space for handling incoming shipments, delivery 
facilities for customer service, purchasing from sup 
pliers, invoicing and extending credit, advertising and 
promotion, salesmen in the field, etc. etc. By and 
large, however, these functions are not unique with 
industrial distributors; they are characteristic of whole 


sale, or distributive, operations in all fields. get 
= 2 . y r y 1, ' 

Narrowing the field of focus to our particular inter n, in order to t eee 
rmu O1 Og before t] 

ests, it might be pertinent to allot space to a descrip g must be done to get it before th« 


= — ee . } 
these things are badly needed 


From Walter M. Gard: 


tion of the types of customers sold—mines and quart 


ries, manufacturing plants of all sizes and types 


service industries, utilities, transportation, et 


Some clarification about types of operation 
include 


He may be a general line house (handle 


range of industrial supplies), a limited line house 


fined to selected product categories), or 
\ specialist may specialize by product (i.e. bearing 


house ), industry (i.e. oil fieid supply house) or service 
1.e. electric maintenance firm stocking power 
mission equipment 

He may be a division of an organization 
in another distributive field (i.e. plumbing and 


ng, automotive, iron and steel 
yace might conceivably be allocated to a 


handled by distributors—cutting tools, 


T 

Sp: 

of the products 

grinding wheels and coated abrasives, fasteners, pum] 
: é 

ind compressors, lubricants and lubricating equij 

ment, portable pneumatic and electric tools, preci 


" 1 
sion measuring tools, hand tools, powcr transmission 


| 
equipment, materials handling equipment, etc. ¢ 


; 


+ 


And how about minimum investment in invento1 
] 
i 


number of salesmen or total number of employees 


+ 


and size of building? Fortunately, most contributor 


agreed the latter factors had little, or nothing, t 
with a definition of the industry as a whole. As 
distributor put it, “Why worry about the fly-by 
nights? the same 
In the interest of brevity, any verbiage subsequent cated that 
to the definition should remain in postscripts and of various people 
footnotes industrial distri 
Up to the present writing, comments and contribu “This intrigued ¢ 
tions inspired by the October and November articles e following 
are still coming in and probably will continue to 
appear. Our letters to the editor columns (You Said 
t—starting page 7) will be open to those who still 
wish to try their hand or comment, pro or con, on 
our conclusions. 
So far everyone agreed a definition has been needed 


and in a number of letters emphasis was placed on On that poetic 
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TOO-BUSY customers who can’t get to showroom 
meant lost sales, so Chicago’s Lee Supply put show- 


oom in bus 


- 


plies. Cost of renovating 
1+ )} 


Firm may buy additional 


hi 


18 


Dus-sI 


BUS INTERIOR has been fitted with display of power tools and sup- 


$2,000, has been recouped in added sales 


howrooms 


Tote Your Merchandise 


Mm res than he'd like to re- 
member, Leonard Lee, presi- 
dent of Lee Supply & Tool Co., 
Chicago, said he didn’t make a sale 
on a heavy piece of equipment or a 
machine because the customer was 
too busy to visit Mr. Lee’s shop to 
look over the merchandise. 

“So,” Mr. Lee said, “I decided to 
bring the mountain to Mohammed. 
I invested about $2,000 and reno 
vated a regular-size bus and loaded 
the bus with machines, small tools 
and supplies. A driver, who doubles 
the bus to 
to 


as a salesman, drives 


schools, outlving plants, and 


106 


Are you having trouble getting 


over heavy machines and equip- 


manufacturers who are too busy t 

visit our home office. The bus is 
opened for display and anyone and 
everyone is invited to look-see 


Sales Success 

“How successful have we been? 
On our trial run we sold a $1500 
lathe and we got a few good prom 
ises for other orders. And this trip 
was within a few miles of our home 
office.” 

Mr. Lee continued, “The primary 
purpose of the bus is to bring our 
tools and machinery to the cus 
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By Dennis Orphan 


tomer so that he can look over what 
he is buying. We consider it a new 
dimension in selling as the custome: 
sees what he buys and he is not buy 
ing from a catalog. 

“We decided to visit schools as 
we learned at a vocational associa 
tion meeting that there were a num 
ber of industrial arts and vocational 
instructors who had never seen some 
of our machines. 

“No-one _ had the 
schools before and I felt that if the 


contacted 


teachers and executives were able to 
see a machine or piece of equipment 
it would make it easier to sell the 





* the, 
— ‘y a 


4€£ HOBSILE UWI 
' 


4TO00o} 


Ti 


\ 


DRIVER-SALESMAN is Walter Voytovick (right SCHOOLS ha 


here getting last-minute instructions from president ind ach i 
Leonard Lee. Voytovick doubles as mechani ih 


To Your Prospects Doors 


customers into your store to look 


ment? Then why not take it to them! 


Associate Editor, Chicago 


merchandise As far as I’m con salesman who is trving to sell a ma parochial school as the head of the 
cerned, schools have been the most chine by using a picture or bro- industrial arts department rushed 


neglected form of income for dis-  chure.” out with the purchasing agent. The 


tributors. The big reason for that is teacher excitedly pointed to a shaper 
distributors don’t know how to sell Seeing’s Selling ind exclaimed, “See, that machine? 
schools. You must give the teachers ‘hat is the one I was talking to vou 


something to look at—something to Mr. Lee said he tried to make a_ about. That is the kind we need 3 

handle or experiment with. You sale on a machine but the customer — the shop right now The sal 

can't sell by a catalog. That is why wouldn't buy. “I knew by his criti- made right then 

we visit schools and I'm looking cism of the machine,” Mr. Lee said If the bus is successful 

forward to many happy sales that he didn’t know what he was _ pany plans to put other 
“For a small manufacturer, the talking about. When I brought th« 

theory is the same. Give the shop machine to him for his inspection 

superintendent a glimpse of the ma- _ he bought.’ 

chine you are trying to sell him and Mr. Lee said he was surprised on is too mu 


vou have a better chance than the dav when he brought the bus to a ma 


Then there's public relations —> 


an 





Tote Your Merchandise (Cont’d.) 


INDUSTRIAL ARTS teachers have drill press explained to them by Mr PLANT OWNER, William Anderson (right) is 
Voytovick. Notice display boards for hand and precision tools above hown a band saw by Mr. Lee. None of machines 
r } r a ] 


vindow ' nder 1 r: th :, mie f lisplav purp 


volved in getting the bus idea 


LEE &? Le EP oo se (he most important problem in 
" ~~ 


j | started was the driver,’ Mr. Lee 
a = said. “We had to have a combina- 
| as \ eas tion truck driver, mechanic, and 

. HS . salesman, and we were lucky to have 


aw * Walter Voytovick with the com 


- ; , any as he is a combination of all 
ee Sure rae 
We have other minor problems 
om $ ike maintaining the bus and hous 
er ng it, but we hope they will work 
~ 5 Pp —-- j themselves out.” 


Moving Advertisement 


Lee Supply's bus-showroom is a 

big rolling advertisement for the 

my firm in more ways than one. Besides 
‘ WN taking the wonders of smal! machine 


tools to those who might not othe 
PUBLIC RELATIONS touch is added as Mr. Lee snaps Polaroid phot 
of Mr. Anderson at bus. Customers thus have permanent reminder of iro 
visit and of Lee Supply see them in the firm’s own show 


room, the bus is attractively painted 


wise have a chance conveniently to 


on the outside to draw the attention 

This isn’t the first time the com- Mr. Lee, “was that our machines of by-standers. And, among these 

pany has put a bus on the road. and tools were hard to get and many __ by-standers might be many a pros 

During World War II, they out- of our customers insisted on buying pect for Lee Supply’s service and 

fitted an old city bus and went from right off the bus. It took us 12 products. A traveling showroom and 

door-to-door to sell the materials. weeks to get delivery, and in no a rolling billboard? Who could ask 
“The big mistake we made,” said _ time at all we had an empty bus.” more of one bus? 
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STANDARDIZE ON “NATIONAL’’ 
... for the most complete line 


Because National makes the most complete line of fasteners 
produced by any single manufacturer ... you can benefit by 
one-source buying of the highest quality fasteners. With the 
entire line packaged in sturdy boxes with color-coded labels 
for fast identification, you'll keep your stock handling costs 
to a minimum ... another reason why it pays to standardize 


on National. 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 


= - x 
a Vila nat W 3 
ttl Fasteners P 4 VA Hodel!i Chains 
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i ceed 
cut 
THREAD 


MACHINE BOLTS 


Chester Hoists 








September 1957 
Compared with 


August 1957 


September 1957 
Compared with 


September 1956 


First 9 Mos. 1957 
Compared with 


First 9 Mos. 1956 


+1% 


VPZZZZZZZlae 














Yl 
- 4% 





CLL 


- 1% 





Supply Sales Trend 


Final Figures for September 1957 





September 1957 
Compared with 
August 1957 


September 1957 
Compared with 
September 1956 


First 9 Mos. 1957 
Compared with 
First 9 Mos. 1956 











NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 
Illinois 
Indiana 
Michigan 
Ohio 


Wisconsin 


WEST NORTH CENTRAL 
Iowa 
Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





+ 2% 


NO 
CHANGE 


- 1% 


- 6% 
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way gives us a good turnover 
with a fine protit margin 


Q. Yourcompany, Mr. Wagener*, was the first 
distributor named to handle sales of Yarway 
Impulse Steam Traps back in 1934. How 


} + 
do vou feel about the ine aiter neart\ 


We originally took on the new Yarway 


Steam Trap because of the reputation of 
Yarnall-Waring Company for making qual- 
ity well-engineered products. The Yarway 
trap is just that. It’s one of our best 
lines, gives us good turnover with a fine 
profit margin. 


Would you say the Yarway line is a 
one to handle? 


Emphatically. That’s partly why it’ 

profitable. Cost of handling is low. It dis- 

plays well, and the color-coded packaging 

is a great help to us and our customers 
YARNALL-WARING COMPANY 
111 Mermaid Avenue 

Yarway backs us up fine with factory and Philadelphia 18, Pa. 


How about engineering help? 


Good way to 
Ace Ateam tape 


OVER 1,200,000 YARWAY IMPULSE STEAM TRAPS 
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SALES TRENDS (Cont'd.) 





September 1957 
Compared with 


August 1957 


September 1957 
Compared with 
September 1956 


First 9 Mos. 1957 
Compared with 
First 9 Mos. 1956 











SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 


W yvoming 


PACIFIC 
California 
Oregon 
Washington 








- (% 





+ 1% 


- 9% 


+ 2% 


+15% 


- 9% 








INDUSTRIAL DISTRIBUTION ¢ DECEMBER, 1957 








~V-R TOOLHOLDERS 


...a complete line to meet your requirements 


FOR STRAIGHT TURNING 
with triangular inserts 


ay et 


Negative Rake Negative Rake Positive Rake 
FOR 30° LEAD ANGLE TURNING AND PROFILING 


with triangular inserts 


c a 


Negative Rake Negative Rake Positive Rake 


FOR STRAIGHT FACING 
with triangular inserts 


ert 


Negative Rake Negative Rake Positive Rake 


FOR OFFSET TURNING 


with triangular inserts 


pi eT 


Negative Rake Positive Rake 


-o> 
| 


LEAD ANGLE FACING 


with square inserts 


Negative Rake Negative Rake Positive Rake 


FOR 15° LEAD ANGLE TURNING AND PROFILING 
with triangular inserts 


a it 


Negative Rake Positive Rake 


Negative Rake 
FOR 45° LEAD ANGLE TURNING AND PROFILING 
with triangular inserts 


a P 
\ 


Negative Rake Positive Rake 


Negative Rake 


FOR 15° LEAD ANGLE TURNING 
with square inserts 


a 


Negative Rake Positive Rake 


Negative Rake 


FOR STRAIGHT TURNING 
AND PROFILING 


with round inserts 


a] 
Negative Rake Negative Rake 


All V-R toolholders available in right and left hand styles. Right hand illustrated. 


With V-R throw-away insert toolholders you eliminate carbide 
grinding. With V-R long head toolholders, you can use any in- 
sert up to 114%" length—and you regrind the insert until you 
have consumed up to 90°; of its length. You reduce downtime 
because you change only the insert, not the tool, when a cutting 
edge is worn. Inserts are quickly and easily indexed or changed. 


There is nothing to fall out or fumble with 


V-R Toolholders and Inserts are among the profitable items 
we have for industrial distributors. Certain territories are still 


open. Write today for information 


MANUFACTURERS OF 


JUST OFF THE PRESS — 
NEW TOOLHOLDER MANUAL 


This completely new, com 
prehensive 52-page technical 
manvol tells you how fo se 
lect and apply V-R tool 
holders 3 
f 


Send for your copy today 





CEMENTED CARBIDES, TOOLHOLDERS and TANTUNG® CAST ALLOY CUTTING TOOLS 


Vaseblogeiame? borporation 


SUBSIDIARY OF FANSTEEL METALLURGICAL CORPORATION 


852 Market Street © Waukegan, Illinois 
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The Business Outlook 





By The Economics Department, McGraw-Hill Publishing Company 


INCE WE LAST REPORTED a number of things having 
S important bearings on the business outlook have 
happened: 

1) The Russians have launched sputnik, with 
poochnik 
Completion of our McGraw-Hill check-up 
on business’ plans for new plants and equip- 
ment in 1958 has confirmed the fact that 
expenditures will be down next vear. (See 
page 54). 
What looked like a fall surge in consumer 
buying appears to have subsided or, at any 
rate, the statistics in the case have subsided. 
Flu, Asian and domestic strains, has been 
cited by some as a key cause 
The stock market has, to use the technical 
term, fallen out of bed, and made a lunge or 
wo to get part of the way back in 

On balance—as usual, a balance of forces going a 
variety of different directions—these developments 
make the outlook for business over the months ahead 
less promising than it was before they happened. 
Next year, as a whole, will be a good vear for business 
in general. In fact we are still embracing the view 
that the total dollar volume of business, with an assist 
from more price increases, will be higher than it is this 


vear. 
Sputnik’s Beep 


For the longer pull, the launching of sputnik is un 
questionably the most important of the developments 
listed. Properly translated from outer space lingo, the 

beep” that sputnik has been broadcasting means to 

the USA, “Wake up and pull yourselves together on 
the scientific front!” The translation hasn’t been 
coming through verv clearly, but it will, and as it does 
this wil! mean great stirrings and mobilizations on 
what is both economically and intellectually the most 
dynamic part of our economy. Over the shorter pull— 
of months—sputnik can also be expected to slow up 
the total cuts in defense expenditures which had been 
undertaken. 

Over the shorter pull, however, expansive effects of 
sputnik cannot be expected to offset the repressive 
effects of the prospective decline in business invest 
ment in new plants and equipment. A fulfillment of 
the surge in consumer spending which seemed to be 
developing and then faded away could do it and still 
may, but the current reading doesn’t run that way. 

Usually we let the stock market go its way and we 
co ours. The chronic reason is that, as a forecaster of 


general business, the stock market is no good. But in 
recent weeks the market has been exploring levels on 
the lower side which have a bearing, over the short 
run, both on plans for personal consumption and the 
tempo followed in carrying out plans for business in 
vestment. 


No Old-Style Cycle 


It would be in accord with the classical theory of 
an investment cycle that once capital spending starts 
down, the decline should accelerate until we get, after 
a 7% drop in 1958, another drop of perhaps 15% o1 
20% in 1959 and then still lower levels in the succeed 
ing vears. Actually nothing of the sort is likely to 
happen. 

Some of the facts about our present-day business 
world are as follows: 

1) We are in a period of active—for some, dis 
tressingly active—competition, in which intelligentl 
managed firms are striving mightily to cut costs and 
maintain competitive pricing. Although logic might 
point to such a solution, there is virtually no possi 
bility, in the existing relatively disordered scheme of 
things, that costs can be reduced by the cooperation 
of labor in foregoing wage increases. What is, in fact 
likely is that wages will continue to advance at a rate 
that will be extremely difficult to match in terms of 
productivity. Under such circumstances, the only way 
that productivity can be advanced in step with wages 
is by continuous investment in cost-cutting equip 
ment. 

2) During this period also—broadly, the next 
three to five vears—business will be striving, against 
a certain amount of formidable resistance, to expand 
its markets. The way to expanded markets is going to 
be with the development of new products. Such new 
products require capital expenditures—often larg¢ 
capital expenditures—to put on the market. 

(3) A revolution in product design and develop 
ment is in the making, as the result of the huge sums 
now being expended by industrial firms for scientific 
research and development. 

It seems clear that the development of new mate 
rials, new machinery and manufacturing processes—b\ 
the leaders in industrial research—will, over the next 
five years, enforce a rapid succession of design changes 
on the manufacturers of finished goods. Most of these 
new materials and designs will increase product qual 
ity and lower direct labor cost. But they will also 
require new capital expenditures—and large capital 
expenditures where new processes are involved. 
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want to buy a 


BILLION 


ld= 
—- eo 


~~ 
[nal 


| new os 
— — oe } 
re 7 
tei se oe — 


Everybody’s buying them! . . . And Every- 
body wants SOUTHERN Quality and Service! 
I 


CHICAGO «¢ DALLAS «+ LOS ANGELES 


SCREW COMPANY 


STATESVILLE aad NORTH CAROLINA 


“Sold Through Leading Wholesale Distributors” 
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What's New in Merchandising 





Imperial Brass Caters to 
Instrumentation with Tool Kit 


Imperial Brass Mfg. Co., Chicago, 
is now offering a kit containing the 
tubing tools most needed for instru 
Included in the 
flaring, 


mentation service. 
kit are tools for 


bending, swaging, 


cutting, 
and temporary 
the 


opular instrument tubing sizes 
Po} = 


closure of tubing in all most 

Pools include a tube cutter with 
ball bearing action and spare cutting 
wheel, flaring tool, lever-type tube 
benders for 4, 2, and 4 in. O.D. hard 
or soft tubing, and test plugs and 
swaging tools in three sizes each. 

lhe tools are provided in a steel 
tool box with two cantilever trays 
and snap lock with keys. Twelve 
adjustable dividers are included. 
I'he kit has room for other tools and 


parts needed on the job 


120 


No charge is made for the stee! 
tool box, and the user pays only his 
regular cost for the tools. He may 
substitute other Imperial tools if he 
wishes. 

The firm has issued a catalog page 
describing and picturing the new kit 


Brown & Sharpe Turn Out 
Cutter, Accessories Book 


Brown & Sharpe Mfg. Co., Provi- 
dence, R. I., has issued a catalog on 
its line of metal cutting tools, as 
well as arbors, adaptors, collets, 
vises, index plates, etc. 

Listed for the first time are over 
200 new items, including a line of 
ball-end mills, and an additional line 
of shell cnd mill arbors. 
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Simonds Releases Film 
On Grinding Wheel Uses 


Abrasive Co., Philadel 
phia, has released a 16 mm. sound 
picture 
where and how the modern giinding 


Simonds 


color motion portraying 
wheel is used throughout industry 


(lso 


factors 


included is a discussion of 
that 


wheel, and how they are expressed 


make up a grinding 
typical grinding wheel marking 

Running time of film: 24 min. 
Firm has also issued a bulletin on 


Borolon” tumbling abrasive for 


barrel finishing. New sizing stand 


ids for chips are described 


MacWhyte Film Shows 
Safe Load Handling 


\IlacWhyte Co., Kenosha, Wisc., 
has produced a new motion picture 
film titled ““Take-It-Away,” tracing 
the history of slings and shows vari- 
The film ex 
plains how the rated capacity of a 


ous types in action 


sling will vary due to stresses caused 

by various methods of applying the 
ing to a load. With a 

time of about 20 min., the 16 mm. 

black 

track 


running 


ind white film has a sound 


Colorado Fuel Issues 
Booklet on Its Films 


Colorado Fuel & Iron Corp., 
Denver, issued a booklet de 
scribing its 14 sound color motion 


has 
pictures. The 16 mm. films describe 
arious aspects of mining, steelmak 
ing and manufacture of finished 
steel .products. They have running 


times of from 15 to 38 min 


Carboloy Carbides 
In a New Package 


Metallurgical 
Gcncl il Ele tric 


Products Dept 
Co., Detroit, ha 





Manufacturers’ Training Programs « Films 


Displays « Packages « Literature 





announced a new package for its 
cemented carbides. A 
transparent plastic container with 
slide of the material 
holds several identical inserts. Style 
and grade are marked on the pack- 


“¢ farboloy re 


cover same 


age. 
l'riangular, and round 


inserts are packaged in this manner. 


square 











Dodge Mfg. Has New 


Bulletin on V-Belts 

Dodge Mfg. Co., 
Ind., issued a_ bulletin 
belts, all 
information previously available in 


Mishawaka, 
on \V. 
V drive 


has 
and containing 
its general engineering catalog (no. 
D-56). The 108-page publication 
is arranged in sections covering 
standard, variable speed, and special 
sheaves, 


Taper- 


“Taper-Lock” 
V-belts, 
and hubs 


drives; 
“Sealed-Life” 
Lock bushings 


Descriptive material is illustrated 


and 


Stanley’s New Display for Hand Tools 


Stanley Tools, Div 

dising unit for i 

30 in. wide, and ha 
partitions, too] hoo} 
for mounting tool 





with product and 


drawings 


nmi 


photos. Engineering 
illustrate te 


tables 


expl ded views 


sections, and there are 
ities, belt speeds, etc 


indexed. 


Cummins Packages 
Power Tools 


7 
] VUILS, 


Cummins Power 
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installation 
and 
] 
i 
of 
engineered drives, horsepower capac 
Catalog 


1s 


Milwau 


1957 


Rockwell Issues 
Meter Bulletin 


Meter & \ ilve 
Mfg. Co., Pitt 


bulletin (no 


D 


1G-412 


Dayton Booklet 
Discusses Belting 


Davyto1 


u¢ 


sburgh, 


Ro 


has 


CONTINUED ON PAGE 


1CA 


© he 








COLD FINISHED BARS—supplied in rounds, squares, hexes and flats in all STEEL PIPE—for plumbing, heating, air conditioning and all other building 
standard and special steel analyses. and industrial uses, is available in a full line, in sizes you need, 


REPUBLIC 


mEpUBHICN) Wotldli Widest Range of Standard, Steels 


STEEL 
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Better Producta build Better Profi 





Plastic pipe profit opportunities grow greater 
every day, as increasing industrial, agricultural, 
and home applications are developed. You can 
take maximum advantage of this expanding 
market when you stock and sell Republic Plastic 
Pipe Products—a complete, high-quality line, 
backed by a nationally known and respected name. 
Three types of Republic Plastic Pipe are 
available in one-half to six-inch diameters to meet 
your customers’ requirements. These include FE 
(Flexible Polyethylene), SRK (Semi-Rigid Kra- 
lastic) and SRB (Semi-Rigid Butyrate). All are 
light in weight, easy to use, corrosion-resistant, 
non-toxic, and immune to electrolytic action. 


Republic FE is ideally suited to applications 
requiring flexibility and or mobility. Can be cut 








with ordinary hand saw or knife. Lengths are 
joined with insert-type fittings secured by stain- 


less steel clamps. 

Republic SRK provides strength and toughness 
to withstand applications subject to physical abuse. 
Also offers excellent chemical resistance. Cut with 
an ordinary hand saw, it is joined by fast-setting, 
solvent-welded sleeve fittings. 

Republic SRB with its exceptionally smooth, 
non-clogging surfaces, solves many fluid-line 
requirements. Cutting and joining are similar to 
methods used with Republic SRK. 

Get the full story on profit-building, Republic 
Plastic Pipe Products. Simply contact your local 
Republic representative, or mail coupon for 
illustrated literature. 











L 


FASTENERS — over 20,000 types and sizes of 
standard bolts and nuts are supplied in eye- 
catching, tough, non-smudging packages that 
moke attractive self-selling displays. 


STEEL 


antl, Stool Product | 











STEEL SWEETS—for wide variety of fabricating 
or repair applications. Available in ENDURO® 
Stainless Steel, Electro Paintlok®, Continuous 
Galvanized —steel or copper-steel base, Galvan- 
necled—steel or copper-stee!l base. 





WIRE NAILS AND STAPLES 
every industrial use. Also ideally suited to and 
accepted by the building trades. Made fron 
steel wire specially produced for nail manufacture 


a compiete tine for 


ce ee ee ee ee we ee ee ™ 
REPUBLIC STEEL CORPORATION 
Dept. C4231R 
3156 East 45th Street, Cleveland 27, Ohio | 
Please send more information on | 
C) Plastic Pipe Bolts and Nuts | 

] Cold Finished Bars Steel Sheets | 

}] Steel Pipe Nails and Staples | 
————— Tithe | 
Company 
Address | 
City Zone State | 
nan ananenean an apan ep aser apes ee aser ener anew es ware anf 
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Dresser Acquires 
Gardner-Denver; 
Pians Full Line Coverage 


Purchase of Gardner-Denver Co. 
by Dresser Industries, Inc., subject 
to approval by shareholders of both 
companies, was announced jointly 
by H. N. Mallon, chairman of 
Dresser, and R. G. Gardner and 
G. V. Leece, chairman and _presi- 
dent of Gardner-Denver. 


Lawrence Directs Merger 

Coordinating the activities of 
Dresser and Gardner-Denver Co. 
will be John Lawrence, formerly 
president of Joy Mfg. Co. and newly 
elected vice president of Dresser 
Industries, Inc. 

Under the acquisition plan, share- 
holders of Gardner-Denver will re- 
ceive one share of Dresser common 
stock in exchange for each share of 
Gardner-Denver common in a tax- 
free reorganization. 


Full Line Coverage 


Gardner-Denver will be com- 
bined with four present subsidiaries 
of Dresser to form a new wholly 
owned subsidiary, Gardner-Dresser 
Co. Mr. Leece will be chief execu- 
tive officer. It will combine com- 
plementary but non-competitive 
lines and markets from Dresser and 
Gardner-Denver into a full line of 
machinery and equipment. 

The companies that will form 
Gardner-Dresser, in addition to 
Gardner-Denver, are: Clark Bros. 
Co., Olean, N. Y.; Pacific Pumps, 
Inc., Los Angeles; Roots-Conners 
ville Blower Co., Connersville, Ind.; 


and, Ideco, Dallas, Tex. 





Changes Name 

The Permacel Tape Corp. 
changed its name to Permacel- 
LePage’s, Inc. Permacel, a Johnson 
& Johnson subsidiary, acquired Le 
Page’s in 1956. 
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Clarkson Seniors Visit Distributors 


- 


“Objectives, Policies and Product Line Sel 





= 


» if 
~ 


=<, eo 
ez 


‘ 


- 


ection” was topic presented by Donald R 


Whyte, treasurer, Mau-Sherwood Supply Co., € leveland, in senior seminar at Clark- 


son. Fall field trip supplemented classw tk 


Candidates for industrial distribution careers recently visited distribu 
tors and manufacturers in Buffalo, Rochester and Syracuse as part of the 
Senior seminar in industrial distribution being conducted at Clarkson 


College of Technology. 


The class travelled to Buffalo where they were met by representatives 
of Buffalo Mill Supply, The Enos & Sanderson Co., Root-Neal Co., 
R. C. Neal Co., H. D. Taylor Co. and Beals, McCarthy & Rogers 


[he seniors saw both distributing and manufacturing plants in the 





Alberter to Head 
Somers, Fitler & Todd 


Edward L. Alberter was named 
president of Somers, Fitler & Todd 
Co., Pittsburgh, succeeding the late 
William T. Todd, Jr., who died 
Sept. 13. 

Kenneth R. Todd 
named first vice president; James E. 
Hindes, sales manager, and Arthur 
\. Harvey, treasurer. 

With the company 47 years, Mr 
Alberter has been first vice presi 
dent in charge of sales since 1935. 
Kenneth R. Todd was vice president 
in the company’s Abrasive Division. 
Mr. Hindes joined the company in 
1954 as an outside salesman and 
became assistant sales manager last 
vear. Mr. Harvey has been serving 
as comptroller of the company. 


has been 
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area. The day closed with a banquet 


by the Buffalo Supply Association. 

In Rochester, the seniors visited 
R. C. Neal Co., Tool & Die Co., 
Cross Bros. Co., Inc., Burke Steel 
Co., Inc., S. B. Roby Co. and 
E:rskine-Healy, Inc., as well as parti 
cipating manufacturers in the city. 

Representatives of Baldwin-Hall, 
Inc., M. J. Kelly Supply Corp., Le- 
Valley-McLeod, Inc., R. C. Neal 
Co., Inc., Onondaga Supply Co., 
Inc., Syracuse Supply Co., A. V. 
Wiggins Co., Inc. and Burns Piping 
& Supply met the seniors in Syra- 
cuse. A tour of the supply houses 
and their customer-plants was fol- 
lowed by a cocktail party and ban 
quet, at which leading purchasing 
agents were also guests. 

lhe final day of the trip featured 
1 joint meeting with the New York 
State Industrial Supply Association. 











Wholesalers Urged 
To Adopt Dealer Program 
At Hardware Convention 


Plans to help the independent 
retail hardware dealer meet big-firm 
competition were advanced by M. 
Gloyd Kimball, vice president and 
sales manager, Rose, Kimball & Bax 
ter, Inc., Elmira, N. Y., before the 
National Wholesale Hardware Con 

Atlantic City. 
result of a program to 


vention in 

As the 
provide dealers with the tools to 
compete with chains, co-ops, mail 
order houses and discount set-ups, 
Mr. Kimball reported that his firm 
experienced a 30% 
“Build your dealers’ profits and 


in the right spot 


sales increas¢ 
sales, and you are 
to get the lion’s share of their pur 
chases.” 

he wholesalers met in conjunc 
tion the National Hardware 
Convention, sponsored also by the 
National Association of Sheet Metal 
Distributors Hard 
ware Manufacturers’ Association 


with 


and American 


Richard F. Becker, treasurer, 
Ohio Valley Hardware Co., Inc., 
Evansville, Ind., chairman of the 
committee on catalog standards, 
reported for his committee. How- 
ard W. Price, vice president and 
general manager, The Salt Lake 
Hardware Co., Salt Lake City, dis- 
cussed “The Co-op Situation To 


dav.” Burrows Morley, treasurer, 
Morley Bros., Saginaw, Mich., 
resenting the packaging committee, 
and John S. Stiles, chairman of the 
allow 


rep 


committee on functional 
inces, also spoke. 

W. J. Busser, Jr., president, Bus 
Co., Lewisburg, Pa., 
addressed the National Association 
of Sheet Metal Distributors on the 


subject of shrinking profit margins 


ser Supply 


At the convention, the Sheet 
Metal Distributors presented theit 
first advertising award to Armco 


Steel Corp 

Manufacturers Elect Cairns 
John C. Cairns, president, The 

Stanley Works, was elected presi 


dent of the American Hardware 


Manufacturers’ Association. 





Browning Belting Elects Officers 











George G. Atten pI lent, Br B & Supply Co., ma ire 
plan vith Charles Huling, n y ap] f t 
McJunkin Buys ‘ ge G be ese was imed 
Chandler-Boyd Co. esident of Browning Belt & 
’ Sup ( Knoxville, ‘Tenn., su 
Chandler-Boyd Co., 47-year old | ceeding Claude Browning, whi 
Pittsburgh industrial supply firm | retired 
was sold recently to McJunkin \l Attenic most itly 
Corp., Charleston, W. Va., Lee | is executive e president of 
Chandler III, Chandler-Boyd pre h n. A former musician, h 
dent, announced ed th mpanv in 195] 
McJunkin Co 1 major dis (tl tf ire cs 
tributor of steel tubular product Hulin ecreta ind rect 
in the East, and Pittsburgh m Floyd Buckner, vice president; and, 
supply a large portion of the prod Walter Buckner, treasurer and put 
ucts handled. H. P. McJunkin, vice hasing age 
president of the firm, stated that Bookkeeper for the past ir and 
the company plans to develop 1 half, Mr. Huling was formerly 
major pipe distribut enter to th a da yoducts firm loyd 
serve its branches an istome Buckner has bec vith Browning 
throughout the t Belting f 30 yea nost ntly 
Che Pittsburgh branch will con th iop forema Walte: 
tinue to be operated as Chandler Buck ilso been with the 
Bovd., but as a subsidiary of McJun ynmpany for 30 years, handling in 
kin Corp. Beside np ng out de assignments 
of-stock pipe capacit \icJunkin Mr. and Mrs. Browning have 
plans to service Pem vilvania’s oil | moved permanc itly to Fort My 
ind gas industn | Fla 
Toledo Firm Latest Robbery Victim 
test Robbery Vict 
Wright Industrial Supply C Precision tools valued 
l'oledo. Ohio, is the latest industrial than $25,000 were stolen from th 
supply firm to be robbed by the Wright warchouse« ng 
gang of thieves that has been weekend. The building wa t 
victimizing distributors throughout after thieves removed m 
the Midwest. McKee Tool & Sup- from the front door 
ply Co., Lima, Ohio, was robbed John C. Wright is owner of the 
some months ago. firm. 
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Roland J. Ahern 


Hartford Executive Heads 
Service Tools Institute 

the 
New 


president 


annual meeting of 
Tools Institute in 
Roland J. Ahern, 


manager Of 


\t the 
SCTVICE 

general The Bill 
& Spence! Co., was elected 
coming year. 
Billings & 


president for the 

Nir \heri 
Spencer 1930 and became presi 
dent, general manage1 
vf the 1944. 

He is vice president and director 
f William & Harvey Rowland, 
Inc. He is also a director of the 
Manufacturers Association of Hart 
ford County and a member of the 
board of founders of the Univ 


yf Hartford 


joined 


1 Tir 1 
and curectot 


hrm in 


royt 
eCrsity 





Joy Elects 
Wearly and Drastrup 


William L. Wearly was elected 
president of Joy Mfg. Co., 
ing the recent resignation 
Lawrence. A. B. Drastrup 
named executive vice president to 
fill the position formerly held by 
Mr. Wearly. 

Mr. Wearly joined the company 
vice 


follow 
of John 


Was 


20 vears and served as 


president in charge of sales before 


ago 


becoming executive vice president. 

Mr. Drastrup was formerly manu- 
facturing vice president and assist- 
ant to the president. He also 
worked in administration of the 
firm’s foreign subsidiaries and over- 
seas operations. 
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Colorado Firm Buys 
Hardware Steel & Supply 


For $1 Million 


Allied Colorado Enterprises pur 
chased outstanding capital stock of 
Hardware Steel & Supply, In 
Denver, for about $1 millio: 

The better 


Hassco, one 


firm, 
Inc . = 
hardware jobbers 
Mountain area. ry] 
than 


hardware 


C ympan' 


1andles more ) differen 
| 1] 00. diff t 


lines of and industria 
supplies and serves more than 240! 
dealers in the region. 

\llen J. Lefferdink, pz 
Allied Colorado Enterprises, said he 


immediate ex] 


+ 
esident, 


4NS101 


planned an 
program to include additional 
and enlarged warehousing 


facilities for Hassco. 


Martin J. Tuckett 


Greenlee Tool Names 
Martin J. Tuckett 

Martin J. Tuckett 
assistant to R. J. Samuelson, 
president in charge of sales for the 
Greenlee Tool Co. In his new posi- 
Mr. Tuckett direct the 
company’s merchandising and sales 


Was named 


vice 


tion, will 
promotion activities in the hard 
ware and industrial fields. 

Until recently, Mr. Tuckett was 
vice president in charge of sales for 
Estwing Mfg. Co. with whom he 





was associated for 11 years. 





Don E,. Fowls 


Wim. 


Names 


T. Johnston Co. 
Fowls President 


Don E. Fowls was appointed 
resident of The Wm. ‘Tl. Johnston 
Co., Cincinnati 

With the 
been assistant to the president since 
ind before that worked as an 
uutside salesman. He _ graduated 
from the U Kentucky 
ind had two years’ experience with 
Minnesota Mining & Mfg. Co. be- 
fore joining Wm. T. Johnston. 

Mr. I 
VW 1h} 


mnder 
rounder, as 


firm five vears, he has 


1955 


; 


University of 


owls succeeds the late Mrs. 
Johnston, widow of the 


utive of 


the 


hief exe 








Noland Acquires 
Two New Branches 


Noland Co. increased the num- 
ber of its branches to 36 with the 
opening of new outlets in Decatur, 
Ala., and Nashville, Tenn. Both 
are the result of the recent pur 
chase by Noland of the assets in 
both cities of W. A. Case & Son 
Mfg. Co 

In Nashville, Noland will 
tinue to operate a fully stocked 
service station at First and Main 
Streets. But the principal office 
and warehouse will now be the 
former Case location at 72 Trimble. 
The enlarged Nashville operation 
will continue under the direction of 
S. QO. Groover. 


con 
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Carney Succeeds Rogers As | 
General Sales Manager 
At Taft-Peirce 

Wendell | Carne Vil 


] 
pointed general sales managet 


Lhe ‘l'aft-Peirce \i fe Cr 
Walter |] 


Mr. Can 
1941 as a member 
engincenng tant 
ferred to the sales 
1947 as Chicago sales 
Carnevs most. re 
was New York 
Bolt & Nut Firm Launches | P0%! he has held since 1952 Martin D. Archangeli 


Distributor Department 


John J. Lohrman 


Russell, Burdsall & Ward Bolt famenge Aggeieed 
ind Nut (¢ announced the for fo Head Eaton Sales 
mation of a department of distribu Mart D. A 
tion to coordinate all the opera I 
tions between manufacturing and 
sales. John J. Lohrman joined the 
company as manager of distribution 


I 
to | 


head tl t 


he new department 

Mr. Lohrman was formerly an 
issociate of McKinsey & Co., man 
agement consultants, where he spe 


| 
cialized in management controls 


He also served as assistant con- 


lar .| ] 9 roy r+ 
roller of iladelp! | ransporta- 
| | 


Wendell F. Carney 





Norway Honors | Ralph A. Miller 
A. L. Freedlander Heads Dills Supply 


A. L. Freedlander, chairman of Ralph A. Millet 
the board, Dayton Rubber Co., was | dent of Dills Sup] 
named a Knight of the Royal Or- | Ohio Joseph | immer st is | Triplex Supply Names 
der of St. Olaf—the highest honor | \f{; Miller as ; 


the country of Norway may bestow | Robert T. Dj 


Four New Executives 


upon a civilian firm for the past 
The Hon. Thor Brodtkorb, Nor- | Jacst Feb 
wegian Consul General in New Mr. Miller joined the company 
York and currently Norway's rep- | jn 1944. He was formerly with 
resentative in the United Nations, | K}inger-Dills Co. 
the presentation at a lunch- 
con sponsored by the Norwegian | Kelsey-Hayes Names Lloyd gee, “ttt 
American Chamber of Commerce , ; : iccioni, formerly 
at New York’s Advertising Club. Reese Lloyd, president of the | now vice presid 
Mr. Brodtkorb lauded Mr. Freed- | Heintz Mfg. Co., was appointed purchases; D 
lander “for his contribution to the | vice president of Kelsey-Hayes Co., | moted from sal 


industrial progress of Norway over | Detroit. Mr. Lloyd will continue | president 


~ 


the past 25 years—for helping Nor- | as president of the newly formed | Robert C 
way to help herself.” Heintz Division of Kelsey-Hayes la 


made 
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Parker-Kalon Acquires Fastener Feeding Device 


“ on anion 


cac 
} 
tant to ind a dire 


vith George linn 


Parker-Kalon acquit 


Parker-Kalon 


(American 


onfer rman, 


vnom 


The Division of 
Gene I i 


( OTp 


manufacturing 


l'ransportation 
acquired exclusive American 
ind sales rights to 
fastener! 
feeding equipment through a li 
ense granted by Geo. A. Tinner 
man Corp. Parker-Kalon will market 


equip 


patented Pneuma-Serve 


1utomated Pneuma-Serve 
ment nationally, together with its 
own line of “P-K” screws. 
Pneuma-Serve is a portable fast 
ener feeding machine by which any 


tvpe of commercial screw can be fed 


I 

ontinuously from a hopper to an 
SCTCW 
for 
incor 


or air-driven powet 
the 
hand placing of screws. It 


mechan 


eliminating need 


porates a selective release 
ism which controls the entry of fast- 
eners into the plastic delivery tube 
so that 
can be ejected before they enter the 


over-size or mixed screws 


feeder mechanism. 

Mr. 
plans to continue its research and 
development work in the area of 
automated fastener feeding and will 
serve as a consultant to Parker- 
Kalon on all matters concerning 
Pneuma-Serve. 


Iinnerman’s organization 


1 of Parker-Kalon Division, and Spencer D. Mosely 
tor of General American Transportation Corp., 

president, 
d rights to Pneuma-Serve fastener feeding equipment 





| 


Geo. A. Tinnerman Corp., from 





Buffalo Distributor 
Appoints Du Moulin 


The McKim Co., Buffalo, re 
cently appointed Kermit Du Moulin 
sales manager of the firm. 

Mr. Du Moulin brings 26 vears 
of tool sales experience to his new 
post. He served as 
for Loud-Wendel, 
mond Saw Co. 

The McKim Co. 


quired additional space and is 


sales 


Inc., 


manage! 
ind Dia 
recently ac 
un 
dergoing their second expansion in 
less than 10 years. 


Kermit Du Moulin 


Oberjuerge To Continue 
As Specialty House 
Under New Owner 


Oberjuerge Rubber Distributing 
Co., St. Louis, will continue as a 
specialty house in industrial rubbet 
products under its new ownership, 
John O. 
nounced. 

Mr. Dozier bought controlling 
interest in the firm last fall. W. W 
president, 


Dozier, president, an 


Oberjuerge, former 
now chairman of the board. 

Che new president said no change 
in company policy or reorganiza 
tion is planned. He said the firm 
would add lines only when they fit 
closely into its primary business 

Other officers are E. P. Curmier, 
D. C. Whitaker, 


sales manager, and T. L. Jokerst, 


vice president; 
operations manager. 

Mr. Dozier is former president 
of Columbia Motor Service Co., 
subsidiary of Columbia Terminals 
Co. He is a graduate of Princeton 
University, class of 1944. 


John O. Dozier 








Cubicciotti Heads 


Grease Institute 


Rudolph Cubicciotti, vice presi 
dent, L. Sonneborn Sons, Inc., was 
elected president of the National 
Lubricating Grease Institute 

His one-year term will coincide 
with the 25th anniversary of the 
Institute, which represents 95% of 
the lubricating manufacturers in the 
United States. 


ADDITIONAL NEWS STARTS ON PAGE 195 


INDUSTRIAL DISTRIBUTION e DECEMBER, 1957 








Bee DS« 


ee co. 


a 


- panels 





GRINDING WHEELS 
AND 
THEIR APPLICATION 








Profitable “on-the-job knowledge of grinding wheels for 
industrial supply salesmen! That's the purpose of this 
brand-new 16 m.m. movie in full color with sound. It shows 
where the different types of Simonds wheels are used 
demonstrates how they are used by showing the actual 
grinding operations—and explains identifying wheel 


markings, simply and interestingly—all in 24 minutes 


running time. Make arrangements to book this new, 


up-to-date motion picture through your nearest 


Simonds Abrasive Co. Branch Office 


All 
SIMONDS ABRASIVE COMPANY 0 DISTRIBUTOR 


Tacony & Fraley Sts., Philadelphia 37, Pa. Ca Bowes aan - 


Division of Simonds Saw and Steel Co. yi 
oP 
BRANCHES: PHILADELPHIA + CHICAGO - DETROIT +» SHREVEPORT + LOS ANGELES Q*** 


SAN FRANCISCO + PORTLAND, ORE. 
































Price Index for 19 


(1947-49 


NAME OF PRODUCT CLASS 
Abrasive Products 
Cutting Tools 
Fans and Blowers 
Fasteners 
Incandescent Lamps 
Industrial Rubber Products 
Lubricants 
Materials Handling Equipment 


Mechanics Hand Tools 
(Files, saw blades) 


Metalworking Accessories 
Motors 

Paint 

Portable Power Tools 

Power Transmission Equipment 
Precision Measuring Tools 
Pumps and Compressors 


Steel Products 
(Pipe, bars, nails, wire rope, etc.) 


Valves and Fittings 


Welding Machines 


(Equipment, rods) 


Total Index (weighted average ) 


Bureau of Labor Statistics and Industrial Distribution 


Product Classes 


100) 


% Change 
Oct. From 
°D6 «=Year Ago 


+3.2 


135.5 


187.0 


160.5 160.5 145.0 


144.9 143.7 144.8 


98.2 98.2 92.0 


166.7 166.3 160.2 


177.0 176.6 167.2 


170.9 170.9 151.8 


110.4 110.4 111.8 


128.1 128.1 122.4 


137.1 137.1 131.2 


169.2 170.4 162.3 


142.3 142.3 135.0 


165.1 165.0 157.7 


181.7 181.5 


160.0 


161.2 


148.3 148.3 


159.6 158.8 
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LYON QUALITY 


meakes THE DIFFERENCE! 


LYON benches have amaz- 
ing strength and rigidity « 
through 3 design features: 
(1)All-welded construction. 
(2) Legs and cross members 
of heavy rolled ‘*T’’ shapes. 
(3) Bottom-flared legs. 








— Fy 
SHELVING 
AND BINS 





\ . 
FOLDING 
CHAIRS 





— DRAWER CASES 


OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 


STEEL WORK BENCHES, for exar ple. Ata giance 
all work benches may look alike but there’s a world of 
difference—in strength, rigidity, stability and smooth- 
ness of working surfaces. That’s why you should check 
Lyon before you buy. 

This same quality design makes the difference in every 
one of the more than 1500 standard Lyon items, a few of 
which are shown below. 


CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally im- 
portant, he can show you how to get the most for your 
money in terms of saved time and space. 


We can manufacture special items to your specifications. 


LYON METAL PRODUCTS, INC. 


General Offices: 1253 Monroe Ave., Aurora, Ill. 
Factories in Aurora, lll. and York, Pa. 


— 


CABINET 
SHOP BOXES BENCHES REVOLVING BINS 
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BOXES 





ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





V-Belt Fasteners 


Aluminum Alloy 
For High-Speed Drives 


Special aluminum end plates are 
wailable on manufacturer's 
Alligator V-Pelt 


Another development innounced 


how 


fasteners 


is availability of permanently assem 
bled fasteners, PA “B” and “€ 
where separate joint is not required 

Flexible Steel Co., 
Chicago 


Lacing 


Screw Machine 


Economical For 
Short-Run Work 


Designed primarily for short pro 
30 or S00 or LOO 


duction runs of 


pieces, a hand screw machine is 


described as ideal for repetitive 


manufacturing of such parts as 
washers and shafts to intricate items 
used in electronics and aircraft 
Features bed turret with six sta 
tions for up to six operations 
Delta Power Tool Div. Rockwell 


Mtg. Co., Pittsburgh. 
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braid to withstand external 


Work Holder | 
ws and impacts 
For Light izes from to +in: lengths to 


Assembly Work <=) ¢ 


(hermoid Co., Trenton, N. | 


PowRarm, work 


Called 
holder will support load of 


Veep 
15 Ibs at 
6-in. Weighing 5 Ibs, dimensions 


ire 4x 2} x 3}-in high. 


Expander Tool 


For Setting Anchors 
In Concrete Block 


ommended where holes CX 
through masonry, 


bottoms will not 


ill the way 


vhere ft igile 


thstand hammer blows of a regu 


ting punch, an expander ham 


r setting tool has been 


\lso introduced by 


Mmanhit 
is a Triple Duty home vy 
vise for woodwork, metal w 
pipe use 


Wilton 
Schiller Park, II] 


al 


lool \If ( 


Chrome Plated 
Circular Line 


Si-Clone chrome plated circular 


saws in nine types (mp, cut-off, 


For Mine, Quarry, 
Construction Work 


bral | ho c. 
400 yc 


“Thunderbird” wire 


for working pressures up to 


uir and 2000 psi water, features 


heavy gage neoprene tube com 


pounded to resist hot or cold oil 
without flaking or swelling and ca 


cass incorporating high tensile steel 


1957 





TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





combination planer, etc Paint Spray Equipment 
ible with choice of round, square, 
; > f > Fillers 
oblong diatataal shape conte: a For Lacquers, Enamels illers 
hol Fa Varnishes, Phenolic, Primers, Etc 
C 3 oa rin 
Made up to 12-in in diameter 

inclusive to standard specifications 

in manufacturer's Si-Clone catalog 

B 

Simonds Saw €& Steel Co 

burg, Mass 


ontaincrs 
] 
hardene! 


mCasu4rng 


Three Items 
Added To Line 
Rotary Table 


Two Accessories 
And Models Added 


ind 15-in have 
manufacturer's linc 

ICS il models how 

wailable with chucks and chuck 


idaptors and tailstock accessory said 


machine 
+x t+1n 


] J 
idlned 


nm 
) 
to allow tables to be used more . : 
. } . fastecl that Nand 
effectively in vertical position fo! aes 
, Saving Diad¢ j 
holding work between centers : 


| miversal V ise 7 lool Co oa Machin 
Parma, Mich _ 


ty 


Plastic Steel 


r 
Wear-Resistant, Fastene 


Self-Lubricating ‘. Cuts Costs 
m Vi R is supplied in past Speeds Assembly 
upon addition of harden 
it is said to become 
liquid which can be 
1 variety of shapes 
heat or pressure is required 
hardening; shrinkage of a 


+x 3x1 block is stated as 0.0002-in \ tw 


i i 4 


\vailable in one, four, and fifteen CONTINUED ON PAGE 136 
FOR AN INDEX OF THIS MONTH'S NEW PRODUCTS, SEE PAGES 136 AND 137 
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THEY SELL FASTER: 


General and 


special purpose 
taps-—all with 
BALANCED ACTION 


Winter Taps sell faster because they deliver ac- 
curate, long-lasting, Balanced Action performance 
—the result of extreme care in design and 


manufacture. 


EXACT FLUTE SPACING 


the first fundamental of Balanced 
Action. It is accomplished by pre- 
cision indexing. 


UNIFORMITY OF FLUTE CONTOUR 


a major factor in putting the 
“balance” into Balanced Action. 


PRECISION CHIP DRIVER CONTOURS 


exact to size, shape, and position 
—formed to give the finest per- : | 7 


formance. 


ACCURATE AND CONCENTRIC CHAMFERS 


;> 


holding shank, chamfer, and thread 





(9) 
concentricity to very close limits, as- Ys 
sures hole-accuracy. 


-; 

wey 

‘> 9 Au Winter advertisements say 

wr \ CALL YOUR WINTER DISTRIBUTOR 


WINTER BROTHERS COMPANY 
Rochester, Michigan, U.S.A. 

Distributors in principal cities. Branches in New York 

Detroit @ Cleveland @ Chicago e Dallas’ e Son 


Francisco @ Los Angeles @ Division of National Twist 
Drill & Tool Co. 




















The search that never ends 
Laboratory check on the Performance of 
Spline-Taper Drive Counterbores 








Long-wearing cutting edges 
that save money for your customers 


When your customer talks about the high cost of counterboring 
tools—tell him about Nationals’. They are designed and built with 


painstaking care. Their long-wearing cutting edges save money 


NATIONAL TWIST DRILL AND TOOL CO. 
Rochester, Michigan, U.S.A. 
Distributors in principal cities. Branches in New York e Detroit 
Cieveland e Chicago e@ Dallas e San Francisco e@ Los Angeles 
All National advertisements say 
“ CALL YOUR TWIST DRILLS e REAMERS e COUNTER- 
Y NATIONAL BORES © MILLING CUTTERS * END 
\ MILLS @ HOBS e CARBIDE AND 
J  DistRIBUTOR SPECIAL TOOLS 




















On the Market Today (Cont’d.) 





wheel” principle found in manufac Claws have maximum opening 


turer's Grind-O-Flex wheels for head of 16-penny common nail 


Drum alone may be supplied, o1 Greenlee Tool Co., Rockford, III 
machine can be designed to meet 
requirements 


\icrit Products, Inc., Los Angeles 


Nail Puller 


Guide Handle 


Safety Feature 
Weighing 5 Ibs, 18-in long na 
puller features guide handle elim 


nating necessity of gripping 


ind danger of injury to hand by 
impact handl« 


iV a 


stalled with screwdrin 
S. standard 6-32, For Long 
in-20 screw, used as rivets and _o1 Parts Storage 
blind fasteners in expansion spacc¢ 
mall as 


Molly Cor 








Abrasive Wheel 


Index of This Month’s New Products 
Highly Resilient 


Brushing Action 


\vailable 11 diameters of 14 and ABRASIVE WHEELS 


Mert I In 


: d 
l6-in, widths 3 to 60-in, grits from 


fine to coarse ibrasive wheel is 


omposed of thousands of narrow 


BORING BAR 
B , HOSI 
Buck 7 ( 
finger-like abrasive strips 
Primarily recommended by maker CLAMP ASSEMBLY 
Hi-Lo Products HOSE NOZZLE VALVI 
\I i K \ i \ S 
CONVEYORS ( ( 
Ya 


MOTOR BASES 

Industrial “lark 

DRILLS NAIL PULLER 
r)l t . 

Ace Drill (¢ Greet | ( 


DRILL GRINDERS 


OILERS 
NMicDonough Mfg. ¢ 


But 
| : 
EXPANDER TOOI 
\rro Expansion Bolt Ce PAINT SPRAY EQUIPMENI 


\ | ( 
for polishing, deburring and removal 


FASTENER 
; PLASTIC STEEI 
M uN OoTp 1) n ¢ rr) 
Another item introduced | is 
known as Flex-Drum, wide drum 


flexible sander that adapts “soft 


of surface flaws on all metal 


PITTINGS PLIER 
Victaul Co. of Am + Mathias K 
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long parts can be stored on these 
units 

Horizontal arms adjust on 14-in 
centers with spacing as close as 
74in to accommodate varying quan 
tities and permit loading and re 
moval of long pieces in narrow aisles. 

Sections are 36-in wide, 794-in 
high 


Lyon \etal 
\urora, III. 


Products, Inc., 


Saw 
Weighs 5/2 Lbs., 
Sabre Saw Design 


D-23 electric hand saw is the first 
of a complete line to be introduced 
by the manufacturer, marking its 
entry in the power tool field. 

Designed to cut metal, plastic and 
wood, saw features orbite action, 
cutting into material on up stroke 
and backing away on down-stroke, 


said to increase cutting speed and 


assure cleaner cutting edge 
Henry Disston Div., H. K. Porter 
Co., Inc., Philadelphia 


Strainer 


All-Plastic 
Y-Sediment 


Strainer of rigid PVC sheet with 
CONTINUED ON PAGE 138 





Index of This Month’s New Products 


PULLEYS 


American Pulley Co 


RACKS 
Lyon Metal Products, Inc 


REAMERS 
Super Tool Co 


SAWS 
Henry Disston Div., H. K. Por 
ter Co., Inc 
Peerless Machine C 
Simonds Saw & Steel Co 


SCREW MACHINE 
Delta Power Tool Div., Rock 
well Mfg. Co 
SPLICING KIT 
Minnesota Mining & Mfg. Co 


STRAIGHT EDGES 
Challenge Machinery Co 


STRAINER 
Walworth Ci 


PABLES 
Dumore 
Universal \ 


FOOL EJECTOR 


tial = 
l'apmatic Cor 


rOOL HOLDERS 
Willev’s Carbide To 


POOLMAKER’S INK 
Crown Industrial Products Co 


VACUUM CLEANER 
Hild Floor Machine Ci 


VALVE 
A. W. Cash Valve Mfg 


V-BELT FASTENERS 
Flexible Steel Lacing C« 


WORK HOLDER 
Wilton Tool Mfg. Co 


WRENCH, IMPACT 


























Albertson & Co., Inc 
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IN THE 


PROFIT 
COLUMN 


We inute lan KEYWAY BROACH KITS 


For cutting keyways from Ye" to 1” in 
any bore from 4%" to 3” in one minute 
for as little as one cent 


syyppnnnnnno s- 


Winute Tlan SARE BROACHES 


For finishing cast or drilled holes in one 
pass. For 6" to %" squares. Also stand 
ard stock Hexagon, Round and Produc 
tion Type Keyway Broaches 


~ ee 
a 
duMONT TOOL BITS 


High Speed Ground, Square and Rec 
tangular. Hold a keener cutting edge 
longer due to “balanced” toughness 
red hardness and wear resistance 


Winute Wan 


MAGNETIC 
BASES 


Hold dial indicator gages 
— save set up time 
Alnico magnet has 50 Ib 
grip on all four sides 
360° horizontal swing, 
180° vertical swing 


For complete information on these fost 
selling, high profit tools, get in touch with 


THE 


duMONT 


CORPORATION 
Greenfield 
Massachusetts 








Brown & Sharpe (HPS BST Ye MCCS 
money!...Chips tell how much 


In climb (down) milling, work is 
fed in direction of cutter rotation. 
Chip is thickest at initial engage- 
ment of tooth, reaches minimum 
thickness at point where tooth 
ends downward travel through 
| workpiece. 


More Metalworking Buyers Specify 
Brown & Sharpe 


than any other H.S.S. Cutters 


When more and more users* specify Brown & Sharpe it means 


more and more sales for Brown & Sharpe Distributors. This recog- 
nition is earned by product quality promoted continuously as the 


line to 


BUY THROUGH YOUR LOCAL DISTRIBUTOR! 
Tooling purchasers know that the best cutters are also the easiest 
to get. They demand and get speedy service from a “standard” 
stock of over 2300 different High Speed Steel Cutters. 
Daily, thousands of metalworking buyers 
CALL THEIR DISTRIBUTORS to order from over 


2300 high speed steel tools in this 96 page 


catalog. 4 Collen 


Brown & Sharpe 


BROWN & SHARPE MFG. CO. @ PROVIDENCE 1, RHODE ISLAND 


* From a recent national survey. 


STOCK OF OVER 3000 STANDARD TOOLS! 
tain impartial High Speed Steel, Carbide and Carbide Tipped tooling 
recommendations trom your Brown & Sharpe-NELCO Distributor 
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in holes has service rating of 15 


> deg | and 75 


ullable for eithe 
] ent weld socket-type 


in five sizes from 


Valworth Co., New ) 


Gloves 


Lightweight, 
Outstanding Grip 


Thousands of non-skid _ plastic 
dots embedded in fabric are fea 
tured in “Mighty-Grip” work gloves 

\ccording to manufacturer, abra 
ive wear is absorbed by dots, and 
because fabric “breathes” between 
dots there is rapid evapor 
perspiration 

Industrial Glove Div., Riege 


tile Corp., Conover, N. ¢ 





Increase Pieces-Per-Belt 30% OR MORE 
with MICHIGAN ABRASIVE BELTS 


MR. DISTRIBUTOR, NOTE THESE FACTS! 


OPERATION: Backstand grinding-finishing die cast auto-trim parts. 
FORMER BELT: Resin bond, 180 grit-150 pieces per belt. 
MICHIGAN BELT: R£0 <OAT Resin bond, 180 grit-250 pieces per belt. 


66%4% more pieces and nothing was changed but the belt! 


More and more people who thought they were can't be matched in quality, line, delivery or 
price . . . repeat business is automatic our 


getting peak production per belt are being 
distributor plan is the best to be had! Return 


amazed at the additional production they get 
from Michigan Abrasive R&® €OAT Resin belts, this coupon or write today and a Michigan 


discs and sheets. representative will call on you to discuss the 
details. You'll be glad you did 
Every day Michigan R€0 €OAT Brand coated , 
abrasives are being specified by purchasers 
because they know Michigan cuts sharper, cleaner MICHIGAN ABRASIV E co. 
Manufacturers of "The Humidity-Coatrolled Abrasive” 


and smoother . . . and lasts longer. This out- 
standing performance has made Michigan Abra- 11911 E. S-MILE ROAD + DETROIT 5, MICHIGAN 


sive the fastest growing manufacturer of coated 
abrasives in the country! Now we need more 


distributors to keep the ball rolling. 
Let's talk about Distributing Michigan Abrasives 


The complete Michigan line sells, and stays Send me your Catalog, too. 
sold, in every field where coated abrasives are 
used (and that’s just about all of them!) Michigan N 
. ame 





Title 


SUiehigan = 


ABRASIVES 





RED COAT 
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CATALOG 


FOR BIGGER 


heads and threads inc. 
Importers of Quality Fasteners 


and its 
14,006 CRAFTSMEN 
IN NINE COUNTRIES 


Hoping that you will 


Make 1958 your BIG PROFIT year! 


rer wre ? 

meS"e” «= BUON -NATALE wrt 

veer MF ON CAPO D'ANNO” GOT" 
xc 


F ght by utilizing 


source of 


e@ Your complete satisfa 


Samples 0” 


Bake 


Send me your complete FREE FASTENER CATALOG. 





Your Name 
0 
a custeiniainitimnicents 


City EE il 





Phone___ 
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Water Pressure 
Reducing Series 


Cash-Acme ‘Type 
E-93 series, water pressure reducing 


Designated 


valves available in 4 to 2-in pipe 
sizes are said to feature good capac 
ity in gpm combined with superior 
stabilized reduced pressure setting 
pe rformance characteristic. 

Suitable for service on either cold 
or hot (to 200 deg. F) water. 
A. W. Cash Valve Mfg. Corp., 
Decatur, III. 


Tool Holders 


30 Deg. Lead Angle, 
25% More Cutting Edges 


“Pentagon” series of solid carbide 
“thro-away” inserts and tool holders 
have been announced. 

Insert has 10 cutting edges, tool 
geometry is claimed to reduce shock 
to tool nose, provide greater edge 
strength. 

Willey’s Carbide Tool Co, 
Detroit. 





Oilers 
Squeeze Action, 
No Working Parts 


Squee-Zit angle nozzle pump type 
oiler features a translucent plastic 
container permitting a single drop 
to a full stream of oil by varving 
squeeze on the container. 

Available in 4, 8 and 16 oz sizes 

Butler Stamping Co., Butler, Pa. 


HYDRAULIC JACKS include single and dou- MECHANICAL JACKS inc! 
ble pump models; self-contained pullers, — lever and screw types, a 
foot-lift jacks; remote-controlled pullers with ety of special jacks for ra 
power or hand pumps in 3 to 200-ton ca- d constr 
pacities. Complete accessories and attachments 


SIMPLEX JACKS 


can be a key profit line 
for YOU 


Fittings er Most Complete Line 
netagonwn talee Industrial hydraulic and mechanical jacks. Helps you 
give prospects exactly what they need—quicker. One 


Complete line of full-flow fit ‘ ‘ 
| source buying speeds order handling, too. 


tings and three styles of quick 


couplings introduced for use with High Profit Growing Market 


manufacturer's “Vic-Easy” method 
Increasing use of hydraulic jacks means more unit 
pipe and tubing. sales with larger dollar volume. Freight allowance 
\ll fittings interchangeable; can on 200 lbs. or over means more profit. 
be installed with any of three styles 
of maker's couplings — standard, The Best Known Name in Jacks 
light-weight or snap-joint Since 1899 Simplex Jacks have been preferred by 
Victaulic Co. of America, Eliza q In: . 3 . se 
contractors, machine shops, riggers, ship yards, oil 
beth, N. |] . : : 
drillers, coal and metal mines and many other in- 


dustrial enterprises. 
ee 


of joining light-weight rolled-groove 


IT's simpte to sere SIMPLEX 


iO iO: 
a oa = ee Soe 
Cr Eé 


SIMPLEX TEMPLETON, KENLY & CO. 


pangepneen JACKS wronpate 2523 Gardner Road, Broadview, Illinois 


UTH-A-TOOL ROL-TOE 
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PRECISION LATHES 


> 
‘ 
oy 


2 


Cuts Dead Soft 
Or Hard Wire 





7-5C shear cutting oblique 
>4-in long and has replace 


blades 
gular cutting knives in nose; 


oil spring keeps jaw apart for 





nstant use 


Vlathias Klein & Sons, Chicago 





A new series of 11" and 13° Precision lathes with - - - 


spindle speeds to 2,000 r.p.m. aie 
instant and automatic selection of speeds . . ial 
horsepower to spindle ... and a full range of toolroom 


Write for 
This New Bulletin! 


complete specifications . . . detailed explana- 
tion of new variable drive . . . information 
on many new production accessories. 





SHELDON MACHINE CO., INC. 


4232 N. Knox Ave., Chicago 41, Ill. Drill Grinders 
Diamond Dresser 
Standard Equipment 


In addition to a new diamond 


dresser on its Sterling drill grinders, 
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Greased steel balls act as “‘hy- 
dravlic fiuid,”’ dividing ltood 
equally among all driving pins 
as they adjust to irregular end 
surfaces 


Work center moves in- S 


word oagoinst spring os 


: ~ ae 
end pressure is opplied 
i Sia o More Fussin 
shank grooves when 


driving pins cre equolly 
looded, locking work 


conter in position “| = . 
, with Chucking 
sive cevel bites eee ae . or C | a m 1) i n 4 


Revolutionary driving center sells itself 
through time savings, versatility - 
another step toward automation 


It’s not every day that an item with as dynamic a sales im- uniform work, even odd-shaped pieces—WITH NO 

pact as the new Ideal Driving Center hits the market. Here ADDITIONAL SETUP TIME! 

is a true cost saver that is already eagerly being welcomed End-to-end machining without removing or adjust- 

by industrial plant managers. ing the work—loading and unloading work without 
stopping—saves stop-and-start wear and tear on 


Here are a few of the sellin ints: 
- ” ——— both machine and operator. 


Chucking or clamping time completely eliminated. 
The Ideal Driving Center automatically and instantly 
clamps the work in place when end pressure is ap- 


You can’t miss with this one. Ask our representative to show 
you samples. The Ideal Driving Center sells itself. We carry 


> 


aie in stock Morse tapers from No. 2 through No. 6 to fit 
plied. It can’t slip; backlash is almost non-existent. , 
work diameters from a minimum of .406 inch to maximum 


Self-compensating pins grip and hold rough, non- 6.375 inches. 


Pease SSS SS SS SSS SSS SSS See 
| IDEAL INDUSTRIES, inc., 1000-L Park Avenue, Sycamore, Ii! 


We are interested in the new Ideal Driving Centers. Please send y 
representative to demonstrate use of this revolutionary unit 


Company 


y 
H Name 
‘ 


IDEAL INDUSTRIES, Inc. |... 
1000-L Park Avenue Sycamore, Illinois | 


City___ . . Zone State 
Desicneanapananenanmnanenenanenavenenananandll 
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LIGHT YOUR WAY... 


Y TO 


No. 600 
Barricade Type ‘ 
Double- Face Lens 4 


360° for Barricades 7 #610 Traffic Cone 
Double-Face Lens 


“Sa, 
ae 
ty 


an 


New Prospects ¥ 
Broader Markets 


Normally used by contractors, munic- 
ipalities, public utilities and industries, 
the new DIETZ Visi-flash opens up 
many new markets because of su- 
perior design, construction, perform- 
ance, and lower cost. 


Visi-flash is shockproof because of 
elimination of fragile parts. Transis- 
tors do it . . . withstand jarring and 
abuse. Brighter because of optical 
lenses. Longer lasting because the 
transistor circuit doesn’t wear out. 


This is your selling ammunition... 
plus a complete distributor pro- 
motional package. Additional 
details in the new Visi-flash 
folder. Write for it today. R. E. 
Dietz Co., 116 Leavenworth 
Ave., Syracuse 1, N. Y. 
#630 Traffic Cone 360° Lens 








HAZARD WARNING LIGHT 


Lighting 





@ Civil Defense Operations 


for the world’s first transistorized 


@ Parking Areas and Drive-in Theaters 


®@ Animated, illuminated advertising displays 


@ Police and Fire Depts.; Sheriffs, State Police @ Dock Beacon and Camp Guiding Lights 


@ Private Airports and Emergency Aviation @ Organizations providing disaster aid ‘for 


floods, wrecks, windstorms, etc. 
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manufacturer announces incorpora 
tion of the shifting lever used in 
Models “DB” and “DV” in Model 
“DA”. 

\ micrometer drill feed is now 
ivailable for all models and “DB” 
ind “DV” can be obtained with 
| hp motors. 

\MicDonough Mtg. Co Eau 
Claire, Wisc. 


Clamp Assembly 
Ranges 7%—2'%-in. 
2¥e—47%-in. 


lamp assemblies feature 


lels with 


semblies which are 


or stud bolt sub 
interchange 
1 turn serration lock fot 

irate adjustments 

No loose pieces and case of set-up 
ire said to be other features 

Hi-Lo Products Co., Detroit 


Conveyors 


Designed For 
Simplified Assembly 


Model 536 slider bed type and 
odel 538 roller bed type package 


ae oe 





saan result of an insulation is easier and 
behets “right on the button...as usual! engineer's faster to apply when 


behind our PA knows what he’s doing!” good seamiess welding fittings are used 
the common 


specs? as) sense 


. 


¢ 





THE 
WATURAL 
SOURCE FoR 
ALLOY 
FITTINGS 


NATURAL 
SOURCE FOR 


THE BABCOCK 4 WILCOX COMPANY 
THE BABCOCK 4 WILCOX COMPANY - a : : 7 


Engineers will specify 
Welded Connections 


PA.’s will specify BaW 


ERE are two more examples of the continuing effort 
on the part of B&W to 1) sell engineers on the 
advantages of specifying “‘welded construction” on their THE 
piping jobs and 2) sell purchasing agents on the advan- 
tages of specifying B&W Seamless Welding Fittings on NATURAL 
the order. SOURCE FOR 


Month after month ads like these are telling both ALLOY 
piping engineers and purchasing agents, your customers 
and prospects, about seamless welding fittings in gen- FITTINGS 
eral, and of course, about B&W Seamless Welding 
Fittings in particular. 








Each of the approaches is different, but both have the 
same purpose . . . to assure your customers and pros- 
pects that they can rely on B&W, and you as a B&W 
Fittings Distributor, to give them more for their money. 


THE BABCOCK & WILCOX COMPANY 
TUBULAR PRODUCTS DIVISION © FITTINGS DEPARTMENT 
3839 WEST BURNHAM STREET ® MILWAUKEE 46, WISCONSIN 


Seamless welding fittings and forged steel flanges, seamless and welded tubular products — in carbon, alloy and stainless steels. 





SERENE aT 


NEW imeroveo rormuta... 
| MEY Advertising and Sales Promo- 


tion Activities Bringing 


NFW Sales of KEY-TITE for 
, DISTRIBUTORS 


Advertising on the New Improved Formula KEY-TITE is now 
appearing in these leading publications: 


© Domestic Engineering 
e Heating, Piping and Air Conditioning 
e Heating, Plumbing and Air Condition- 
ing News 
Buyers Purchasing Digest 
Oil and Gas Equipment 
Industrial Equipment News 
Mill and Factory 
New Equipment Digest 


Special “Promotion Kit” to help you sell New Improved 
Formula KEY-TITE is ready for you. 


Liberal sampling program and sales-making follow-up letters 
bring new and repeat business for you. 


IMPROVED 
FORMULA 
KEY-TITE 


MORE PLIABLE, LONGER 
OPEN-CAN LIFE, SAME 
POSITIVE SEALING 
. ACTION, BACKED BY SUS- 
Customer Satis- TAINED ADVERTISING, 
faction, Increased KEY-TITE Pipe Joint Seal- 
Dealer Profit ing Compound will satisfy 

your customer’s every need for 

threaded or flanged connections 

for water, gas, low-pressure 

If you j steam lines. 


haven't received the 
W-K-M 


“New Improved Formula” 
Promotion Kit, 

: GC f_inpustreaies oct 

PLANT: MISSOURI CITY, TEXAS 


write for your 
MAILING ADDRESS: P. O. BOX 2117, HOUSTON, TEXAS 


A 40-Year Best 
Seller NOW Im- 
proved for More 


copy today 


KEY-TITE is a registered trademark 
of aOCf Industries, Incorporated 
i, 
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handling power belt conveyors are 
built in accurate die forms to assure 
that each component fits together 
easily 

Convevor lines can be assembled 
on the spot using simple hand tools. 

A. B. Farguhar Di Oliver 
Corp., York, Pa 


Splicing Kit 


“Y” Splices Insulated 
In Field In Less Than 10 Min. 


Embedding tap or branch splices 
In CpOxy resin is NOW possible using 
1 splicing kit added to manufactur 
ers “Scotchcast” brand resin splice 
ling 


Designated Kit $2-Bl, it con 


¥ 


| 
a 


sists of two-piece plastic mold which 
naps together around wire, two 
plasti spouts for pouring resin in 
mold, strips of sealing tape for mold 


ints and “Unipak ontainer of 
epoxy resin 

\linnesota Mining & Nlf¢ 
St. Paul, Minn 


Straight Edges 


Six Foot Unit 
Weighs 40 Lbs. 


Magnesium straight edges with 
surface accuracies within .0002-in 
n six feet are available in all sizes 
from 3 to 14 feet in length 

Challenge Machinery Co., Grand 
Haven, Mich. 





HERE'S HOW TO BUILD 
HYDRAULIC LZ 
MAINTENANCE TOOL aloe 
START 
YOUR 


CUSTOMERS 
WITH 


Hose Nozzle Valve 


Protects Fuel 
Line Hoses 


Cushion Close” hose nozzle 
valves, featuring soft 1, 2, or 3 
second closing action, are said to 
climinate damage and danger of 


bursting fuel lines by cushioning 


reer THE MOST COMPLETE SYSTEM 
Designed to handle two different OF HYDRAULIC MAINTENANCE TOOLS MADE 


flow capacities (14 and 2-in refueling 
lines recommended by manufac First, sell an OTC “‘starter set’’ which consists of a puller, 
turer for airports, bulk plants, truck ram and pump — costs less than $50. Once started with 
ind tank operations the famous OTC system your customers will automatically 
\lilwaukee Valve Co. Sub. of buy more tools and accessories. All units are portable for 
Controls Co. of America. Milwan shop or field use, sizes 17%, 30, 50 and 100 ton with 
kec presses to match. OTC hydraulic units will do every imag- 
inable type of pulling or installing job. 
OTC Pulling Tools Are Approved By All Major Manufac- 
turers Of Heavy Trucks, Tractors, Implements. An Exclusive 
OTC Fire Policy Protects Your Customer's Tools Against Loss 





LET US HELP YOU PLAN 


your selling with these FREE 


sales helps 


Feed Table ay > 
Feeds and Slides For mr 


CATERPILLAR 
Multiple Combinations 
Designed to provide its Versa-Mil 
a 
with additional versatility, as well as t 
idditional adjustments on standard Everything you need to do a complete sales and service job 


machines and _ precision feeds and Write for samples and complete information 








slides for jig or fixture set-ups, manu 


facturer’s feed table is available in 


Four Sizes OWATONNA TOOL COMPANY 
Cross feed on all is 32-in, long 
OR. 3 TREET 
tudinal feeds varv from S54 to 424-1n 73 CEDAR STREE 
Dumore Co., Racine, W 1s OWATONNA, MINNESOTA 
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New 
ARO 
PAINT 
PUMPS 


@ Safer . . . eliminates pressure pots... 
no pressure On paint container. 

@ Circulates clean, fresh, uniformly mixed 
materials to spray guns. 

@ Pumps wide variety of industrial fin- 


ishes t Oilers 


ee For Automatically 
Applying Film of Oil 


jilers for applying a film 


° f oil to chains, gears, slides ot 
ig aT. er irregular surfaces can be mounted 


mvenient location and oil 


rr } 
@ All types of industrial plants. gravity either manually 


tr ] rc 
oO ou applicator 


@ Portable 50-lb. unit for wide use in 

production-type spraying. servoirs and sight fittings have 
VI ‘lass or sl I 
7 gallon portable units for small produc- VIexX Sia latter 


tion plants and maintenance painting. TO cvlinders so that o1 


55 gallon stationary units for larger pro Pp] 
duction plants— pumps from original rice use Mfg. Co., Milwaukee 
drums of material. 


Complete circulating systems for multiple 
spray gun set-ups, continuous operation 


Complete line! Aro paint pumps, spray Boring Bar 


equipment and accessories provide top 


performance for all paint spraying. Greater Rigidity 


For Faster Cuts 


WRITE for new catalog 200. Siem naximum-minimum ipacitics of 
The Aro Paint Pump line t i : to in up to 6}-in to 5.)5-in 
is sold through selected am, 

distributors. Ask for 

franchise details. 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES—BRYAN, OHIO 
Piants at Bryan and Cleveland, Ohio 


Aro of Calif.,31 41 S. Grand Ave., Los Angeles 7, Calif. 
Aro Equipment of Canada, Ltd., Toronto 15, Ontario 


Offices in All Principal Cities 
/ PAINT PUMPS 


| Also...Industria! Lube Equip- 
> ment... Air Tools . . . Air Hoists 
.. . Aircraft Products . . . Grease 
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Rushing the Rushes to Hollywood 


via Air EXpress with extra-fast door-to-door delivery! 


From real-life locations .. . in a ghost town or coastal nationwide private wire system, a personnel of 42,000 
cafe...a producer speeds his exposed film to Holly- Yet Air EXpress is inexpensive; for insta 

wood for processing every day. Are the “rushes” ready lb. shipment from Reno to Hollywood costs only 

to be exhibited? Or are expensive re-takes to be made? with Air EXpress 
The answers must be known without loss of time air shipping method. Explore all the facts. Call 
or precious film. Result ... top producers give four-star E Xpress 


rating to Air EXpress, the only complete door-to-door 


air shipping service to thousands of cities and towns! 

If saving time means saving important money in your -_ 

business too, then Air EXpress is also your answer. For ZY? VE OIE-KE S 
t= 70 


$1.94 less than any other « 


Air EXpress expedites your shipping operations 

safely. It gives you speed in the air, speed door-to-door, 
plus a signed receipt at both ends. It gives you overnight 
delivery, with 10,212 daily flights on America’s sched- 


uled airlines, 13,500 trucks (many radio controlled), a GETS THERE FIRST via U. S. SCHEDULED AIRLINES 


CALL AIR EXPRESS...division of RAILWAY EXPRESS AGENCY 
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boring bars are claimed to provide 


greater rigidity for heavier, taste! 
¥ cuts—with standard and carbide-tip 


cutters—and handle boring and 


! oO i Ss counter-boring with one tool 
3uck Tool Co., Kalamazoo, Mich 


By APCO MOSSBERG 


Apco Mossberg Rigid Frame Torque Wrenches meet 
Government specifications. Large, easy-to-read dial ranges 
from 0-300 inch pounds; 0-2400 inch pounds; 0-25 foot Ibs.; 
0-200 foot Ibs. 


2 


Larger Models range from 0-300 inch pounds; 0-1000 foot Vacuum Cleaner 
pounds. Removable handle for easy storage. 








All Aluminum 
Weighs 19 Lbs 








The Apco Mossberg Micro-Set Torque Wrench is the 
ideal assembly tool. Micrometer type setting eliminates dial 
watching. Automatically releases at desired setting. Wide 
range of sizes. All Apco Mossberg torque tools are made to 
exacting specifications 


Impact Wrench 


Delivers 15% More Torque 





Consuming 30% Less Air 





Midget Micro-Set Torque Tools from 6” to 10” overall. 
Preset torque in handle to wide range of inch ounces or 
inch pounds. Box end, open end, square or ratchet drive. 


WRITE FOR COMPLETE INFORMATION ON APCO MOSSBERG 
TORQUE TOOLS AND DISTRIBUTOR TERRITORIES OPEN. 


PCO MOSSBERG 


COMPANY 


213 Lamb Street, Attleboro, Mass. 
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AIT 1 ict wrench Model 315 with 

] 
vrvovousvo | MACHINERY MEN! 
HVCTS ; torque ft Ibs in 10 ad 


sccond \lode] $17 cde IVeTS ISS 


torque ft Ibs in 10 seconds: Get next to 


Both models weigh s4 lbs. Metal 
Irvin wailable to hold Hise 
Iberts« ‘ ) Tin Sioun >y 


of Cincinnati! 
THE HIGH INCOME LINE 


For Fuel Dealers and distributors the nation over find Hisey 

Oil Service synonomous in buyers’ minds with the finest in the 

f maker's Red machine tool field. HISEY is on the move... you can 
features tub move with us. There are still a few distributorships 
flexible in open in key areas. WRITE, WIRE or PHONE NOW! 


8 
* lel 
% Low cost and high quality 
. continue to typify the 
. if Hisey line as they have 
. for fifty years. Hisey is 
. the veteran company of 
. S grinde uffer and pol- 
a sher sescadia urers . 


~ ws raking both general pur- 
pose and heavy duty 
sO MUCH lines Write toda for 


7 











.* 


FOR SO LITTLE COST 





. 
SoF CINCINNATI 


Pedestal 


Infinitely at Girnders — 
Variable ww. : 


Speed Buffer a 14” 


a % to 5 HP 


3 JA Drill 
Grinder with 
one drill holder 


~ es 
Give Automatic 
S 
Tension Control S | | 
a 


——s nog} : ngs HP THE HISEY-WOLF 
EEE MACHINE CO. 

The Hisey Line is TH MPLETE LIN 
of ‘aoe Pedestal, Snagging, V/et 360 Mt. Hope Ave. 


and Dry, Dise and Drill Grinders - . > - 
and famous Hisey Dust Collectors. ‘@Tldislilehs 4, elitte) 
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When you sell 
flexible connections . . . 


get the backing 
Solid experience provides 


“Know-How” makes the big difference! The knowl- 
edge gained through half-a-century of continuous 
Research and Development is built into every 
FLEXON assembly . . . assuring you a product 

that gives superior service. 
For your synthetic, plastic or metal hose re- 
quirements, find out what Flexonics crafts 
manship can do for your customers in fluid 
power or other applications. For full in 


formation ask to see your Flexonics field 


%>. representative. Write today! 
x 


» 


abneo 1902 Flexonics” _. 


HOSE DIVISION 


FIRST IN 1314 $. THIRD AVENUE, MAYWOOD, ILLINOIS 





FLUID asitiaatasiceae: vir Witte ataiidind Ohl 
FLOW etalli ellows and aircraft components 


In Canada: Flexonics Corporation of Canada, Ltd., Brampton, Or 
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Three Taper 
Length Sets 


Halfpak fractional size 
29 taper length drills 


n in diameter by 





Reamers 


Straight Shank 
Carbide Chucking 


No. RCB, de 


Tool Ejector 


Removes Tools 


Singlehanded Operation 
izes—for M 





* for this type of equipment, 
the Air-rester or combination 


Air-rester and grinder units 
are YOURS FOR THE 
ASKING ... 


Focus your customers’ attention 
on this type of dust collect- 
Ras ae ing equipment . 


izards incu 


soar seed dian and PICK UP THIS EXTRA BUSINESS! 


ig steel 


fa \l are | 


QUICKLY! 
EFFICIENTLY! 


the STANDARD 


Toolmaker’s Ink » ,, Lie FOR 7”. 8”. 10”. 12” 
trated 7 and 14” WHEELS 


Comes In 
> | r ’ 
Aerosol Can > ” Most state safety codes make 


shop air a MUST! ... The 


PROTECTS HEALTH! 
PROTECTS MACHINERY! 
CONSERVES FLOOR SPACE! 


= @ Renewable 
Pulleys 5 ; t 9 
U y Extra large dust 
Conveyor Removable Clean-out Drawer 
Approved Exhaust Duct 
3600 RPM Motor—Single r three phase 


STANDARD sers tHe eace / 


a TODAY FOR FULL INFOMATION 4 
2 
the STANDARD electrical tool co. = “Sey 


SUPER PRECISION SPINDLES AND MACHINE TOOLS saad 7 
2520 RIVER ROAD e¢ CINCINNATI 4. © OHIO — S: 


trenathened 





RESEATS 


VALVES ana BIBBS 


QUICKLY 
ECONOMICALLY 


Sretctions fon use 











Easily pays for itself 
on the first two jobs! 


Reseats flat and tapered- 
seat globe or angle valves 
all bibbs and faucets 
n place Quickly and ac- 


irately. The 


Saving, Over 


cutter; a 
nters each spindle. Per- 
vitable. Cutters gu 


terature! 


rs eacn 


t alignment is ine ar- 


1. Write for 
” for V4" to 2” valves and Ys" to %” bibbs 
List price 


” tor Va" to 3” valves and V4" to %” bibbs 
List price $65.50 


FREE 


catalog 
showing our 
pipe repair 
clamps, 
saddles, and 
reseating 
tools 


M. B. SKINNER CO. 


SOUTH BEND 21, INDIANA 





What's New in 
Merchandising 


}2 


Starts on pag 





CUTTING TOOLS-|! 
File & ‘Tool Corp., New ¥ 


yf int 


HOSI 
\lass 
Sp! ng 


CUTTING TOOLS—Det 
rat lool Co.. Dett { Booklet tit 


ut Mean ‘Sp 


ror ] 


life when tapping tough steel 
ron, aluminum, zinc, brass, p 


\pplications of “spe 
] ] 


VALVES—A. W. Cash (¢ 


tur, I1l._—Bulletin on type 


»., Deca 
505 high 


pressure control valve, designed for 


10,000 


nf 


psi. service. Construction 
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“(2 
G 


POSITIVE 
LOCK 
WASHERS 


66 
YEARS OF 
DISTRIBUTOR 
CONFIDENCE 


KANT LINK TYPE 


NONLINK POSITIVE TYPE 


RIBBED TYPE 


HIGH COLLAR TYPE 


Positive Lock Washer Company 
has been the sole source of sup- 
ply for many Distributors for the 
past 66 years. That's because 
these Distributors KNOW they 
serve their customers best through 
a RELIABLE source of supply and 
the BEST possible Lock Washers 
for each specific fastening re- 


quirement 
OSITIVE 
LOCK WASHER CO. 
AVE. A& MILLER ST., NEWARK 5, N. J. 


ig 


SGOSSEeesocssaonendssuesinesonaud 








MODEL 1200 MODEL 1000 

Big capacity product 

using 1” blades for greater a 

racy and efficiency. Capacit 
, cvcle nacit' 1O” x le Shown with optior 

RUBBER SHEE ticut Sa” tet nn —— ay: 3 at sian dane Ue Tt 


16 uttir anda " , 
1] ; | ( Model 600 are 
\ 


A rugged, horizontal band saw 
for heavy duty production cut 
ting, with a completely automati 


Co Dat 


OILERS 
\l 


ROTO-VEYOR BAR FEED 
MODEL 49-A Designed specifica fe M 
nor 


NHULLING NIACHINES—] “ nt lg Pigg —_e < it-oft 


\ feat | WELLS-QUALITY CUT-OFF SAWS 
| | ... designed and engineered for the “VALUE BUYER” 


Take 1 good long |! t 
fight to ster 


+} 


PUNIPS 
e 


etter cutting iol 
Put Wells to the 
t the b 


PERFORMANCI 


LUBRICATION—B 


\ \ | 





| f f Capacity Rectangular 
Capacity, Rounds 
Speeds, Ft. Per Minute 


Motor Size 
Blade Size 
Height to To 


Floor Space 
Shipping Wt 


BUSHINGS _| iss Co, D , The Pioneers of Horizontal 


an METAL CUTTING 
BAND SAWS 


DIE CASTING—Henning Bros. & pt WELLS MANUFACTURING CORPORATION 
Smith, Brook \ 606 ADAMS STREET, THREE RIVERS, MICHIGAN 
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‘WHO’. 


ALWAYS FIRSTEST 


with the bestest 
precision screw 


machine products. 


CAP SCREWS - COUPLING BOLTS 
SET SCREWS - MILLED STUDS 


| luha MM 


... our specialty. 


The Ottemiller line is sold exclusively through 
Mill Supply houses and Industrial Distributors. 


W"}H-GttomiUlor Co YORK, PENNA. 


SALES TIPS 


FOR PROFITABLE 
SELLING 


what does a MULTI-DRILL do? 


A MULTI-DRILL will drill 2 to 8 holes at 1 
stroke—cut production time... reduce tool 

. lower hole costs. Fits any 
drill press without use of special tools 

or need of alterations. Thousands of 
MULTI-DRILLS in use today wherever 
metal, wood or plastics are drilled or tapped. 


investment 


features that help you sell 


Extremely flexible—quickly adjustable to drill any 
hole pattern within a 9” circle. 


Centers as close as '2"’, 


Standard Extension Spindles available to 
-ncrease working area to 22'2"’. 


Precision spindie assemblies . . . 

enclosed ball thrust bearings . . . heat 

treated alloy gears ... heavy duty universal joints 
guarantee long, trouble free service. 


Fit any drill press. 


Manufacturing Company 
4217 W. Kinzie Street © Chicago 24, Illinois 


Product of Commander Builder of Production Tools 
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tion of “Die Casting with Zine Base 
Allovs.”’ containing data on factors 
ifluencing production of castings 
ith good metal finish. Faults and 
lefects are discussed 
FOOTSWITCH Linemastet 
Switch Corp., Woodstock, Conn 
Bulletin on new “Nautilus” water 
of footswitch for use with indus 


powel Il ichines 


!'UBE PIERCER—koppy Tool & 
Die Co., Ferndale, Mich.—Bulletin 
l'ube-Pierce” unit for making 
pipe. Vanous models ar 
described, il 
dis LISSC 


PORQUE CALIBRATOR~—Skid 
Wilhelm Mfg. ¢ ( land 
Bulletin on torque wre 


1 perrormance ch 


LUBRICATION 
( il Co., St 


Py 


SPEED REDUCERS 
1) HH 


a 
++ 
ewitt-Rol 
' 
DOOkKI« 


LIVE CENTERS—George Scl 


New York, N. Y.—Fold 
Ss ‘ ter " 


HANDLING—\NI 
cast Svracuse, N. Y.—€ 


i) Barrel-| 


FASTENERS—II 
+i ehe a 





ommer%ci Iluckbolt fastene! 
ind application, covering metal-to 


' 
vood-to-metal uses. Also 


SAW SHARPENER-—Ilam Nla 
hines, In Rochester, N. Y.—Bu 
til n automat l Sharpencrs 

Deta 


COLLET — Sheff 
| rse Cit 


SO TOUGH 


and yet so smooth 


ADVERTISING AND SALES 
PROGRAM TO HELP YOU! 


National Sanders’ new advertising and sales 

program emphasizes the tough, reliable opera 

tion and smooth finish that your customers wi 

appreciate in National Sanders. New counte 

folders, mailing pieces, and a con plete new 

catalog are available for your use. Advertising 
, 


in the trade papers will help you sell. Be sure 





that you make fu use of the Nati 
motional prograt It can mean 


for you! 


7 


ALL NEW NATIONAL LITERATURE 


WRITE FOR SAMPLES OF 
Fuller Tool Announces 


Display for Files 


NATIONAL AIR SANDER INC., 2810 AUBURN ST., ROCKFORD, ILL 
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SLINGS—American Chain Dyv., 


‘ ALL American Chain & Cable Co 
eee York, Pa.—Bulletin (no. DH-101 
Mee) on “Acco” registered sling chains 
“lige —_ k Featured is listing of seven mail 


points to consider in ordering 


ARE GREAT 


- VALVES—A. W. Case Valve Mf 
“a ; g 
a Corp., Decatur, I1].—Bulletin§ on 
Wi Q new series of water pressure 1 
4 — 3 
Li] ZB : : 


ducing valves, type E-93_ series 


z Capacity and performance data 
ee 
information on multiple regulator 


COMBINATIONS installations, and ordering informa 


tion are given 


PACKING—Cranc¢ 

Morton Grove, III 

specifications, engineering, applica 
tion, and testing data on 19 varie 
ties industrial sheet packing 
made from such materials as asbes 
tos, rubber, svnthetic rubber, 


prene, silicone, ‘Teflon, et 


Pipe, flanges and valves BAR, TUBE STOCK—Centnf 
and new, low cost Palmetto® Gas- gally Cast Products Div., Shenang 
kets make an unbeatable combina- Furnace Co., Dover, O.—Bulleti 


tion that increases the initial order no. 156) on standard bar and tubs forged steel, high pressure 


. . influences handsome repeat stock now offered in three m 
y ] —s } ; 

in fs GC Mecante esl C plgs with DRY SEAL 
\leehanite metal, and Ty pug 


New Palmetto No. 2876 Com- Ni-Resist. ‘Ivpical uses are illus tapered threads 
pressed Asbestos Flange Gaskets trated and phivsical pr 
were designed with distributor profit charted 
in mind. Their quality is worthy of 
the Palmetto name yet their price 
structure enables you to meet and 


— Capito square head and 

hex head solid plugs have 
STRAINERS- Yarnall-W aring Co dry seal tapered threads to 
assure safe, permanent high 
pressure installations. Con- 
veniently packaged for 
easier handling. 


Philadelphia —Sheet on _ pipelin 


beat competition! Customer resist- and — announcing 


ance vanishes when you make Pal- 
metto quality available for as little 
or less than ordinary or unheard of PIPE—Tube-Strut Corp., Lo , Square Head Solid Plugs 
geles—Booklet titled “A World of sizes 1” thru 2”, all forged 
New Uses for Pipe in Industry, steel. Hex Head Plugs sizes 

Don’t miss out on those easy to dealing with special fixtures for ¥%" thru 2” machined from 
get extra sales . . . When you sell which pipe is suited because of it solid bar. 


strength characteristics 


gaskets. 


pipe, flanges and valves sell the 
You'll like these 


CONVEYORS Stephens-Adam thread protectors, too! 
son Mfg. Co., Aurora, I1].—Bulletin 
no. 557) on “S-A” holdbacks fo 


+ 


Send for convevor and elevator installations 


BRLMETTE new price list lechnical specifications and illus 


and discount trations are included 


maximum money-making combina- 
tion by including Palmetto. 


- schedule now 


!'UBING—Babcock & Wilcox Co.. 
(packing mow parformance mts mery application § § \Tilwankee—Bulletin (no. FB-503 


on how to buv welded fittings and 


GREENE, TWEED & CO. flanges. Publication tells what to pencncsteesscegieaatphon oa daaetnencaeaas 


: ‘ BUSHINGS — PLUGS — REDUCERS — 
sf; g lists firm’s 
specify In buving, and LISt nrm CAPS—CAPADAPTERS—WELL SUPPLIES 
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products. Firm has also issued sales 
letters (no. FRW-TSL#3) describ 


ing vanous protective coatings for 


welded carbon tubing: and compat 


i 


tive price hart for seamless stain 


2.3 
ICSs ul 


VALVES 


Bu 


POWER ‘TOOLS 
loo) 


FASTENERS 
steel ¢ 


FITTINGS 
io. | 
W¢ 


VACUUM CLEANERS — Clarke 


Sandu \lach ( . Muskegon. 


\I 


PUMPS—\ 
ment Cory 


FIXTURES 


Bi 


5 reasons why distributors 
are selling more 


Jewel Brand 
Abrasives 


1. PRODUCT FEATURES 
The velvet joint of JEWEL BRAND 
Abrasive Belts, for example, helps 
distributor salesmen develop new 
business, maintain old business. 
Uniformly-high standards of quality 
assure anticipated results. 


2. A COMPLETE LINE 
JEWEL BRAND coated abrasive 
products (belts, discs, sheets, rolls) 
are available in various combinations 
of grain, bond, backing and flexi- 
bility for grinding, smoothing or 
polishing metals, wood, plastics, 
leather or rubber. 


3. A PROFITABLE FRANCHISE 
A sound and stable policy regarding 
discounts, price protection, territorial 
coverage, factory service and 
deliveries, sales assistance and 
warehousing assures attractive profits 
and permits long-range planning. 


4. A DEPENDABLE SOURCE 
OF SUPPLY 
Modern machinery and equipment 
manned by expert craftsmen keep 
production in step with the growing 
demand for JEWEL BRAND Abrasives. 
Branch offices and warehouses in 
New York, Chicago, Cleveland, 
Pittsburgh, Detroit, High Point, 
Fort Worth, Los Angeles and Portland 
assure convenient service, 


5. CONSISTENT NATIONAL 
ADVERTISING and 
HELPFUL LITERATURE 
Month after month, attention-getting 
JEWEL BRAND advertisements appear 
; in leading industrial publications 
WRITE NOW for complete details on 
the profitable JEWEL BRAND Franchis An attractive catalog and other 
Abrasive Products, Inc., South Braintres literature provide salesmen with 


Massachusetts 
effective sales tools. 


Abrasive Products Inc 


SOUTH BRAINTREE 85 MASSACHUSETTS MAHEES OF JEWEL COATED ABRASIVES 
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FITTINGS-_V ictauli 

America, Elizabeth, 
thod of 
nd aluminum pipe 


I 
of coup! 


joing 


f SEE 
AN EXTRA PROFIT 
IN YOUR FUTURE 


..- SELL UNIVERSAL 
ALL METAL Féexble 
HOSE PRODUCTS 


NOW! 


Micalls 


i¢ d 


V-BELTS—Davton Rubb« 


CLOTHING 
Pitts] 


SAFETY Min 


Ask for 
INDUSTRIAL-DISTRIBUTOR Price Bulletin IPB 








phvs 
rsten ¢ _— 


apph 


tools, 


2163 South Kedzie Avenue °* Chicago 23, Illinois 


On dl id 





speeds 


nc] | 
INCIUdCC 


_—_ 


Write jor Bulletin 33-C SPROUT-WALDRON 
BELT-SAVER PULLEYS 


POOLS—B: 
( | 


Belt-Saver ads, such as the one pic- 
tured here, have promoted indus- 
trial markets for distributors over 
a period of many years. Industry 
is sold on Belt-Savers, 
become a “bread and butter” 
for many distributors. Let 
earn steady profits for you 

You'll win customer good-will, 
too, because Belt-Savers increase 
belt life from 50% to 400°%% in in- 
stallations conveying abrasive 
materials. Sharp lumps and rough 
materials are dislodged from Belt- 
Saver Pulleys by the exclusive cone 
and wing design... without lodg- 
ing between belt and pulley. 


line 
them 


and they've 


The large demand for Belt- 
Savers is continually growing for 
applications ranging from stone 
and gravel to wood chips and foun- 
dry sand. You'll find hot prospects 
among the quarries, foundries, 
mines, sand and gravel plants, con- 
tractors and others in your terri- 
tory. 

Quick sales can also be made 
with Sprout-Waldron’s line of 
standard cast-iron pulleys for 
transmission and conveyer use. 
They're available in a wide selec- 
tion of types and sizes. Write for 
full details. 


\I 


GROOVING 


ira Ma 


ne a 


, Bufta 


MACHINES—N iag 
l'oo!l W ks 


N. 3 
SPROUT-WALDROR gr00' 
—— il tag Fopceves Siete (866 —— Sheet 
3 LOGAN STREET * 


“Giant P 
for 


Bulletin on ower” 





ng machines seaming 


tal products. Various units 


11 ] 


MUNCY, PA. s re des 


including 
it Specific 


} 
ribed, hand oper 


ations are given 
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D-A-T-E+$ 4 Kp 
TO REMEMBER seeks new ways 
Dec. 146The American Society o fo serve industry 


Nlechan | nginecr;rs, Annual! 
] 


Meeting, Hot Statler, New 


York Cit 





1958 


24—Management Course for 
Industrial Distributors, sponsored 


by the Joint Educational Aids 
Committee, NIDA and SIDA, 
Harvard Universitv, Cambridge, 
\lass 


Jan. 6-S—Southern Industrial Dis 
tributors’ Association, Annual 
Mid-Year Meeting, Roosevelt 
Hotel, New Orleans 


Jan. 27-30—Plant Maintenance anc 
Engineering Show, International 


Amphitheatre, ¢ hicago 


Mar. 27-29—Electrical Maintenance 
Conference, Shrine Exposition 


Hall, Los Angeles 


May 1-5—Amenican Society of ‘Too 
Engineers ‘Tool Show, Conven 


tion Center, Philadelphia 
There are few ivory tower thinkers among the engineers and 


researchers of H. K. Porter Company, Inc. 


May 5-7—l4th Annual Conventio1 
of the National Welding Suppl Rather, they’re shirt sleeve scientists seeking practical solvu- 
Associ mi he Americana, Mi tions to specific manufacturing problems. 
ami Beach. The results, whether arrived at by empirical or theoretical 

11-14—43rd Annual Conven routes, have often been rewarding. They have meant more effi- 
tion of the National Association cient electrical equipment, more durable alloys for the atomic 
of Purchasing Agents, onrad age, refractories with more versatility. They have meant, for 
] ] } 

Hilton Hotel, Chicag example, the extrusion of silicones for large inside diameter 
Mav 262S8—Tripl hose...a feat which other rubber manufacturers have not been 
ply Convention, Waldo oria, able to perform. 

New York Porter's search for new and improved products, continues in 

lune 29-July 19 — Management all its divisions, serving industry with steels, fabricated steel 

Course, sponsored by the Ameri products, copper-alloy metal products, electrical equipment 
can Institute of Supply Associa refractories and industrial rubber, wire and cable. 
tions, Harvard University, Cam 


bridge, Mass 


ct. 15-16—Products Show, Put - 
ae iy yan H.K. PORTER Company. INC. 


chasing Agents of Central Iowa, 
Veterans Memonal Auditorium, — crevecanc CONN P 


LESCHEN WIRE R 


Des Moines 


INDUSTRIAL DISTRIBUTION e DECEMBER, 1957 





GARLAND 


RAWHIDE 
HAMMERS 


Rawhide 
Mallets 


If you sell where precision 
and 
in 95% of 
. you should be 


striking is done... 
chances are, that’s 
your accounts. . 
selling Garland products. 

From a profit standpoint, you'll 


be smart to 


DETAILS 
and PRICES 


MANUFACTURING CO. 





The Buyer Looks 
at Business 


+ 





Composite 
who comprise th¢ 
Survey Committ 


opmli0n ( 
agents 


Business 


Sputnik vs. Market Decline 


he general world feeling of wm 
is reflected in the October 
] 


rit 


certainty 


reports from our member | 

long-range effects of Sputmik are un 

known. Defense programs are being 
Our e 

be fighting inflation and deflati 

it the time. ¢ 


tough but, over-all, the total 


reviewed ONO 


Salnc ompct 


necdal l 


1 
+ 


of business remains 
high. No one 
cance of the stock market sag 


whatever the 


is Sure of the 
Teasons, hdl 
reporting members hav 
of September's optimism 
tion and new orders ar 
September, but about the same as 
reported in July 
However, anv general statem 


] 


as to how our members fecl 


business would be challenged 


many. Some purchasing exect 


report very optimistic lly 


their present position ind 
Others paint a drear 
Clearh 


seeing the current busines 


future 
turc all industries 


in the same wa\ 

i:xcept for the downwar 
in manv of the raw material markets 
commodity it the 
stable 


months 


prices arc 
level reported for mam 
Buvers believe that ample 
supplies will be available and 
many items, price reductions ar¢ 
real possibility. Inventories remai 
unchanged, with most feeling 
present levels are satisfactor 
Somewhat gloomy is the rep 


work for ¢ 


produ C101 


reduction in the 
reflects both 

schedules and reductions put 
to eftect 


lowe! 
into 
economics 


force needed 


Master 


PADLOCKS 


for industrial 
protection! 


Famous Master 
Laminated 
Padiocks 


Multiple steel plotes 
- « « Stronger na 
solid block! Genuine 
brass-cylinder, pin- | 
tumbler security. No | 
finer podiock protec- | 
tion. 


[ Stainless Steel 
Combination 
Padlocks 


Double-wall construc- 
tien . . . 3 number 
brass locking mechan- 
ism. Available with 
*"Key-Control'’ — one 
contro! key opens all! 


Short Shackles 


For switch boxes, 
chains, truck or frei 
car doors, and o 
vees where special 
shackle lengths ore 
more desirable. 


Speedy Service on 
Keyed-Alike and 
Master-Keyed Sets 


Master's Service De- 
partment is geared for 
fast delivery . . . in 
emergencies, special 
orders are on the way 
within hours! 


FREE BROCHURE 


Condensed, easy fo use 
nformation on the Mas- 
ter padlocks most widely 
vsed for industrial ap- 
plications. Write today 


Master Padlocks 


tveer “ STANDING 


Master Jock Company. Milwaukee 45. Wis. 


48 WATER STREET * SACO, MAINE, Buving policy continues to show th Wodkd's “Largest Padlock Manufacturers 
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unwillingness of purchasing execu 
tives to mmit their companies 
very far into the future. Most sig 


nificant tl 


e drop in the number 
reporting extended purchases of 


} 
capital ite 


[he special question in October 
isked if pul hasing executives were 
finding anv increase in the number 


of distressed market offerings. Dut 


ng September ind October, 66°, 
report that the number of such offer 
ings has been normal, 27°,, sav that 
thev have been above normal, and 


Sa tiie have been les Hall 


Price Rise Checked 


Weaknesses in the nonferrous 


metal group and generally increasec 
mnpetition have resulted 
marked shift in the price situat 


n the October 


report higher prices, as against 
hn September 64+", w the 
. 
the same ompared to 42° so re 
oTting u September Nlanv state 
thev believe reasea ompctitiol 
<s 
Nil ! ) ¢ l IcCK and TC 
ent further rise it least throug 
the fourth quartel! 
Inventories Stable 
Lh ré wid that. sot rote 
ICT’ CViIaqaeice tildt lle t pul 
} ] ‘ 
chasing executives believe thev now 
have their inventories in tune with 
present needs None report an 
| 
} l : i 
desire to increase stOcKs as a resuit 
of recent price weakness in certain 


commodities. On the other hand, 
most state that, over the past few 
months, thev have reduced matc 
rials on hand, so that further actions 
should be unnecessary. unless pres 
ent production s hedules are mate 


rially cut 


Employment Drop Continues 





Ihe October summaries show a 
further reduction in employment 
with 35°, reporting fewer workers 
against 28°, in September Our 


reporting members say that these 
work force reductions are the result 
of lower production schedules and 
of efforts to effect economies lor 
the first time in manv months, there 

no evidence of al inability to 


Ce [ ued Ol pase OS 











"It's a honey 
of a hack saw blade!" 








Mr. Ned Kellner, Partner, 
Kel+ Sir Company, Milwaukee, Wisconsin. 


SURE we're enthusiastic about selling 


DISSTON Hack Saw Blades," continues Mr. Ned Kellner, 
Partner, Kel*Sir Company, one of Milwaukee's 
largest distributors. 

"We've got complete faith in their quality and so 
do our customers. That means sales — over and over 
again. What's more, we buy Disston Hack Saw Blades 
at prices that allow profits ... attractive profits. 

"Disston supplies us with a complete line, too. 
So whatever our customers’ needs — power or hand 
blades — we can satisfy them. And, believe me, 
Disston's year-after-year advertising is a big help. 
It helps melt any sales resistance that's left." 





Want more information about Disston 


tools? ... about how you, too, can benefit by Diss- 






na ton's selective distribution policy? 
i Write to: Henry Disston Division, 
f H. K. Porter Company, Inc., 


Philadelphia 35, Pa 


H.K. PORTER COMPANY, INC. 


Henry DISSTON DIVISION 


INDUSTRIAL DISTRIBUTION e DECEMBER, 1957 163 








ie = 


- pivigos Amat 
ram, SALES ON 
‘anus COMPANY. 


wous 
’ 





EXHIBITORS FIRST was the rule when E & B Mill Supply Co. planned it S 
motion; thev got detailed help with exhibits 


Will Suppliers Get Behind Your Open House? 


Planning it around exhibitors’ needs and interests and keeping 


own name in background paid off for this New Jersey distributor 


oo « R SUPPLIERS IN THE SPOT- spent, we tried to get them as much his is how it was done 
LIGHT and our Own name in_ promotion out of it as we got fol |. Spotlight on exhibits 
the background.” ourselves. And we made the phy The show was given an independ 
his was the word passed out by cal chore of setting up as painless ent name—‘Raritan Valiey Indus 
. es a 
Benjamin Rabinowitz, president of for them as possible. trial Show” —and E & B's name ap 


k & B Mill Supply Co., when his 
staff started planning for a three 
day open house held recently in 
the firm’s newly expanded head 
quarters in Perth Amboy, N. J. He 
believed, he said, that E & B would 
proht most from the show if ex 
hibitors’ cooperation was the pri 
1ial\ goal 

Some 45 suppliers took booths 
or proof of the show’s success, Mr. 
Rabinowitz cites a file of congratu 
latory letters and the attendance 
figure—some 2,400 buyers and plant 
personnel from a wide area. 

“After all, exhibitors make the 





show,” he says, “and open houses COMMUNITY APPEAL was sparked by civic exhibits participating officials 
ost them mot - To. convince Lineup here includes Harold Mortenson, of E & B; Benjamin Rabinowitz, E & B 
: ‘ mer pfs, - president; DeWayne Nelson, head of state Dev pment As ition; Mayor James } 
them their money would be well Flynn of Perth Amboy, County Clerk N. Joseph Duff 
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PROFESSIONAL TOUCH was as 
sured by a ning a genera airman 
Harold Mort n t rdinate il] 
deta 


peared in relatively small pnnt on 
the promotion pieces. “Progress, 
Production Ideas in Action,” a 
theme to focus attention on the 
exhibits, headlined all the mailers 
Customers were urged to “Meet the 
experts” (meaning manufacturers ), 
and E & B’s new building wasn’t 
mentioned until the final handout 
folder, which described the firm’s 
history in a modest paragraph 

2. Community-oriented. 

Mr. Rabinowitz got the New Jer 
sev Department of Conservation & 
Economic Development, the Mid 
dlesex County Industrial Commis 
sion, the New Jersey Development 
Association and the American So 
ciety of Tool Engineers to set up 
booths. Officials of these organiza 
tions as well as civic and political 
leaders took part in the opening 
ceremonies. A special session of the 
show was held for high school dele 
gations, with formal lecture-demon 
strations. 

3. The professional touch 

Savs Mr Rabinowitz “We 
wanted a real professional look, 
within our budget.” Planning for 
this started with assignment of 
over-all supervision to Harold Mor 


tenson, an inside salesman who had 
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When HEAT or CORROSION Add to | 


Your Pressure Piping Problems .. . 








; 
- 
3 
° 
é 

« 


W, 
Protect Pipe Joints with... ee 


FORGED STAINLESS or 
ALLOY STEEL FITTINGS 


IN CORROSIVE SERVICE your pipe joints take a beating—fluid 
velocity and turbulence accelerate corrosion wherever there 
is a change in direction of flow 


AT HIGH TEMPERATURES structural changes in the metal can 


cause loss of strength and subsequent failure 


Those are good reasons for “playing it safe” in high pres- 
sure service with W-S Forged Stainless or Alloy Steel Pipe 
Fittings. W-S Stainless Fittings resist corrosion in a wide 
variety of process liquids and gases and high temperature 
steam. Available in Types 304, 316 and 304 L 


W-S Alloy Steel Fittings resist oxidation and graphitization 
and retain their high strength in high pressure—high tempera 
ture steam lines. Three alloys available—1%4% Chrome-'2% 
Molybdenum and 24% Chrome-1% Molybdenum and 4-6% 
Chrome-'2% Molybdenum. 


W-S Forged Stainless and Alloy Steel 
Fittings can be obtained in Screw-End 
Type for 2,000 Ib., 3,000 Ib., and 6,000 Ib. 
WOG service; Socket-Welding Type tor 
Schedules 40, 80, 160 and Double-Extra 
Heavy Pipe. Send today for bulletin S-1-55. 





Write to W-S Fittings Division, H. K. Porter 


Company, Inc., P.O. Box 95, Roselle, N. J. 


H.K.PORTER COMPANY, INC. 


Ww-s FITTINGS DIVISION 
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Make easy sales with 





ALLOY 
CHAIN: 
















. 
it's sweet music for 
safety - minded, cost-conscious 
* 
men throughout industry! ; ; 
CONFERENCES with exhibit , t f how pinned evervthing 
Here Mr. Rabinowitz talks it th John | f Billings & S 
| 
\ bs 
t)} 
\ 
GAMMA RAY once done promotion work for th elv as possible to prete sp 
QUALITY CONTROL! National Semi-Pro Baseball Cor fications. ‘This took siderable 
X-Ray type testing of ’ ] ] a , : . Deion 9 — 
master. joiner and end gress. A local ad agency was sign¢ ( m to accommodate tate appl 
links assures safe, trouble- up to design newspape! idvertising } the list swelled t 45 fy 
free welds. ‘ - KEE: eng - 
‘ direct mail pieces and_ billboards in expected 25 exhibitor to keep 
\ e the show promotion included a milar exhibits separate t 
\ ° ] , , ‘ 1 
CONTROLLED series of four ids In ten OCdl dll d el speciad locations | D 
ATMOSPHERE metropolitan papers and two 1 Personal conferences were also 
HEAT-TREATING gion i] business publicati ms: sig A ith most exhibit I in ith 
on all popular sizes ' , : , , . 
oeuuiinn uatiecuite on trucks, buildings and along high ihea f the show ut 
throughout the sling Wavs ind five direc t ma lings . ; 
assembly. 4 : F a 
} } } ‘ ) 
fessional decorators helped pruc » help exhibitors s¢ | K&B 
up the main exhibit hall, a 15,0 mnel worked overtime ever 
EXCLUSIVE, . : a 
PATENTED sq. ft. former dance palace the com ght of the week preceding the 
TAYCO pany had purchased but not vet how and an extra crew of threc 
HOOKS! converted to stock space (Caterers mel vas a iilable to move exh bits 
1-Beam type de- ! . os : 
sign plus alloy andled food and drinks lhe show was scheduled nl 
steel construc- 4. Aid-to-exhibitors veek—Tuesdavy, Wednesda ind 
tion mean extra : : 
safety! lhursdav evenings—to leave M 
Pat. No. 2,646,306 Detail by Steps i pen for late arrivals to get 
oth read ind Frida t tak 
REGISTERED! (nnn Space planning was developed 1 them down 
Y yet a certificate of 4 Z : 
test with every TM Alloy | Z CERTIFICATE 7 great detail, by steps: 
Chair t bears the chain's , z 
tat aean teen Z OF TEST ; 
gga -~ alaln Step 1 was to circularize pote: Reflected Glory 
’ tial exhibitors with a questionnaire 
oa ee Savs Mr. Rabinowitz: “W yy 
\ ( hibi <abinowitz idn 
Boost safety records up—and pull chain isking if they wished to exh 
costs down with TM Alloy Chain ind if so. requesting them to spe vant this to look like a routine 
Gamma Ray Quality Control, Controlled ; 
Atmosphere Heat-Treating and Tayco ITY space and location preferres lousewarmiung, which it wa t 
Hooks make it friple-safe stronger , t] ? | electt } : ; L2 2 1, 1] id , to 
more resistant to shock, work- DOOTH aCCessones and Clecrrical én neNES Pp uN me = 1aCd : . 
hardness and grain-growth! Write for nections [hev were also ask ttract technical peopl nterested 
your free copy of Bulletin 13. b] : 
ibout personne who to mntact iving problems and in seeing 
S. G. TAYLOR CHAIN CO., INC. 
Plants: Box 509, Hammond, Indiana who would attend—and what their if up Tt nationally known manu 
3505 Smaliman St., Pittsburgh 1, Pa . 
D : plans were for imprints, giveawa\ facturers under one roof. Once we 
Chain /¢ our specialty, not our sideline! ‘ , 
ind prizes got these people inside, our ow 
y Step 2 was to incorporate data ime and our new facilities wer¢ 
from the questionnaires in a Sum us enough to warrant 1 spc 
| 
AYLOR ADE mary Sheet listing all details of | efforts in touting tl new . 
GREAT NAME IN ] +1 P - 
, S technical needs and preferenc¢ ling theme 
| bate SINCE 1873 Step 3 was a complete floor pla o insure that visitors wouldn't 
sketch with exhibits plotted in as inv feature of the new build 
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‘ ing, however, tables were spotted 
| throughout warehouse aisles and the 
caterers served food and _ refresh 
ments from the shippimg room 
~ 


Area-Wide Promotion stal nless steel a \ 
FLEXIBLE 






















Lhe technical theme ot progress 
ind production ideas, and the com Con necto rs 
munitv-connected activities were 
designed to help exhibitors promot 
. their lines on a broad, area-wide A NEW stock answer to pipeline problems, 
basis, Mr. Rabinowitz xplains = : 
eer ee caused by rigid connections. 
‘We wanted to give them a sens¢ 
of participating in ommunit , . 
° pe dele — e Dampens Vibration 
event rather than a strictly private c der Stents 
e Compen 
show Also, this proved eftective ompensates tor isalignment 
; p its Off M Stock Stock 
in attracting considerable free pub e Permits set Movement Sizes Lengths 
licity in newspapers e Absorbs Expansion Ya" - 
¢ 
' . Ya 24” 
, ; With ALLFLEX Stainless Steel 4" 30” 
Headaches in Planning he 36” 
Connectors you get: : , 
1% 48 
nS guntens ] ] 1! 
He doesn't minimize the difhcul © CORROSION RESISTANCE... Plus 2 
ties the manag t ran into i 
oo ee eS oe © PRESSURE RESISTANCE... Plus 
stressing professional direction and also available in all standard 
; ess Ah —_— \ f e HEAT RESISTANCE... Plus sizes, in any required length, with 
ippeaTance most two weeks oO any standard or special fitting or flange 
night work were required to organize © FLEXIBILITY 
last-minute publicity and space allo 
cation, and the pressure on Mi An extra profit opportunity 
Mortenson to meet release dead for you! Same day factory 
lines made him realize, he says, that shipments and response to 
in Outside public relations consult all inquiries enables you to 
ant would have been a good invest offer your customers speedy 
ment service and delivery. 
Holding to a Budget Make ALLIED your source of 
Ihe bud supply for Stainless Steel Flex- 
Dudget was constant col . ° 
ne xalbep maa 7 ible Hose and Tubing. (Also 
erm and every eftort was made to e ‘ 
lish ¢] a i ls avaiiable in Monel, Bronze and 
iccOmMmpnHs the ul of th Oo . 
or arene vs , Steel.) Mail coupon today for full 
on a do-it-vourself basis to conserve s ' 
information. 
funds for advertising, decoration 
ind extra warchouse labor (the cost We 
lest ingl l | Was a 30) second | \ Jen ALLIED META 
imnouncement on a local bowling E 
program The bill for the show ae bal mm ° — 
tallied up at a figure equal to about aida DN ew “S 
14°, OF a Vea ile 
LON SLAND CITY r “ Rk 
Sales the Object Se ee 
ALLIED METAL HOSE COMPANY 
This won't be missed, M Industrial Distributor Sales Division 
Rabinow itz feels if the rms sup 3782 Ninth as Long Island City - N. Y. 
pliers get behind its dnve to in Please send full information on ALLFLEX and how to increase my prof 
crease future sales the way they sup with Stainless Steel Flexible Hose and Tubing 
a ported the show Vhat’s why we Nome : > Title 
think it paid to idd these extras to Compony___ — . — - 
uur open house mainly for the ex a 
hibitors’ benefit,” he says City ae Zone____Stote_ 
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YOUR BIGGEST CUSTOMERS NEED IT! 





New high-speed = 
high-power 
pipe and conduit 


New lightweight GREENLEE No. 884 
bends up to 4” conduit as much as 90° with 


* one fast ram stroke 


The biggest contractors and plants you serve will be 
calling for this new major tool. Latest addition to the 
famous Greenveg line of Hydraulic Pipe and Cond 

Benders, it meets the need for a lighter weight, faster, 
easily portable, easily operated, high-powered bender 


Full 90-degree bend is made with one ram stroke of this 
advanced new tool in just 4 minutes with GREENLEE 
Power Pump shown above! Combined with the faster 
No. 797-E-SA Power Pump for production work 
bender actually bends 4-inch conduit 90° in o 
seconds! Precise smaller bends of any degree are facili 
tated by scale on side of ram. 
High-strength aluminum alloy is combined with high 
alloy steel for ideal structural combination of ruggedness 
and light weight. Bender develops 40 tons of ram pres- 
; 7 ; sure; yetone man casily transports, sets up, and operates it 
One man wheels it from job to job : 
. on its specially designed pipe A dozen advanced features put the 884 in a 
supports! itself for easier portability, versatility, simple 
easy operation, and ideal job or production sf ¢ 
bending. For instance, universal pipe supports, simy 
rotated to handle 10 conduit sizes, also facilitate 
insertion and removal of conduit from front of be 


Meets wide range of bending needs: bends ! 5-in., 
l-in., 114-in., 1%-in., 2-in., 2)-in., 3-in., 314-in 


4-in. pipe and rigid conduit 


Ask your GREENLEE representative or write for illustrated 
Bulletin E-224 giving full details and specifications 


GREENLEE 


Universal pipe supports, positive 
locking pin... many other advanced 
features. 


GREENLEE TOOL CO., 1932 Herbert Ave., Rockford, Mlincis 
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NAPA Survey (Cont‘d) 


ure skilled workers Also, there 
1 complete absence of any reports 


of strikes in October 





Buvers Still Cautious 
Production material buvers con 
tinue to shorten the time for which 


( 


they are willing to make forward 
mmitments. October finds 35°% 


the 30-day range, 38°% in the 60 
range, and 20°, in the 90-day 
Inge Only on those very few 
tems where shortages exist is there 
1 willingness to go beyond 90 days 
MRO buvers are following a 
similar cautious pattern in their 
forward purchases In October, 
* are in the 30-day range, 24% 
n the 60-day range with 26‘7 will 
ing to gamble on a hand-to-mouth 
basis. Only 6°% extend their com 
mitments into the 90-day range, 
with 2°% six months or over 
Capital expenditures have tradi 
tionally been characterized bv a 
willingness to commit well into the 
future. The number of buyers who 
report in the 120-days-plus category 
have alwavs been significant. In 
February, 1956, 68% of the com 
mittee were in this range. ‘There 
has been a gradual downward trend 
ince then, to the point where only 
44% are in this range in October, 
his is the lowest percentage 
in this category since the 
in the method of recording 


buying policy, in May, 1955 


Specific Commodity Changes 

Not much support for the items 
reported “up” in price in October. 

On the up side are: Isolated steel 
items, multiwall kraft bags, kraft 
papers, hand tools, rubber, ball and 
roller bearings and resins 

On the down side are: Copper, 
lead, steel scrap, tin, lubricating oils, 
ind sulphur 

In short supply are: Nickel, steel 


plates, structural and beams 





HEALTHY DIETS 


Food sales through chain stores will 
increase 6.7% in 1957, reports Food 
Engineering, McGraw-Hill publication. 
Supermarkets now handling 7,500 
items will have doubled this figure by 
1961. 














ES. 





A few minutes ago it was a bar of high speed steel equal to that 


Yes used in any drill to be found. Now this steel is being further 
refined and toughened by hammer forging, the process universally 

y hat’s a used by the makers of high quality tool steels 
All GTD-AMPCO drills over 1’ are hammer forged before 


a 
i wrist twisting. And the flutes are polished, too! 


Drill AMPCO TWIST DRILL DIVISION 
GREENFIELD tap ana Die CORPORATION 


Greenfield, Massachusetts 








YOUR BIGGEST CUSTOMERS NEED IT! 





New high-speed ‘gj 
high-power 


ro) ol-M- Tale Meotosal- (eit 


New lightweight GREENLEE No. 884 





bends up to 4” conduit as much as 90° with 


# 


One man wheels it from job to job 
. On its specially designed pipe 


supports! ” 


Universal pipe supports, positive 
locking pin... many other advanced 
features. 


GREENLEE TOOL CO., 
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one fast ram stroke 


The biggest contractors and plants you serve will be 
calling for this new major tocl. Latest addition to the 
famous Greenvee line of Hydraulic Pipe and Conduit 
Benders, it meets the need for a lighter weight, er 


easily portable, easily operated, high-powered 


| 


Full 90-degree bend is made with one ram stroke of this 
advanced new tool in just 4 minutes with GREENLEE 
Power Pump shown above! Combined with the faster 
No. 797-E-SA Power Pump for production work, new 
bender actually bends 4-inch conduit 90° in only 30 
seconds! Precise smaller bends of any degree are facili 
tated by scale on side of ram. 


High-strength aluminum alloy is combined with high- 
alloy steel for ideal structural combination of rugge 

and light weight. Bender develops 40 tons of ram pre 
sure; yetone manecasily transports, sets up, and operates it 


A dozen advanced features put the 884 in a class by 
itself for easier portability, versatility, simple setup, 
easy Operation, and ideal job or production speed 
bending. For instance, universal Pipe supports, simpl 
rotated to handle 10 conduit sizes, also facilitate easy 
insertion and removal of conduit from front of bender 
Meets wide range of bending needs: bends ! 5-in., *4-i 
l-in., 114-in., 114-in., 2-in., 2! 
4-in. pipe and rigid conduit. 


9-in., 3-in., 3)4-in., and 


Ask your GREENLEE representative or write for illustrated 
Bulletin E-224 giving full details and specifications 


GREENLEE 


1932 Herbert Ave., Rockford, tMlinois 
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ure skilled workers 
s a complete absence of any reports 
of strikes in October 


Buvers Stil Cautious 
Production material buvers con 
tinue to shorten the time for which 
willing to make forward 
October finds 35°% 
38% in the 60- 


QU day 


they are 
commitments 
n the 30-day range, 
dav range, and 20°% in the 
range Onlv on those verv few 
items where shortages exist is there 
1 willingness to go beyond 90 days. 


MRO 


] 


milar cautious 


following a 
pattern in their 
October, 


42°" are in the 30-day range, 24% 


buvers are 


forward purchases In 
in the 60-day range with 26'% will 
ing to gamble on a hand-to-mouth 
Only 6°% extend their com 
90-day range, 


basis 
mitments into the 
with 2°) six months or over 
Capital expenditures have tradi 
tionally been characterized by a 
willingness to commit well into the 
future. The number of buyers who 
report in the 120-days-plus category 
significant. In 
of the com 


lhere 


have always been 
February, 1956, 68% 
mittee were in this range 
has been a gradual downward trend 
since then, to the point where only 
44% are in this range in October, 
1957. This is the lowest percentage 
reported in this category since the 
hange in the method of recording 
buying policy, in May, 1955. 


Specific Commodity Changes 
Not much support for the items 
reported “up” in price in October. 
On the up side are: Isolated steel 
items, multiwall kraft bags, kraft 
papers, hand tools, rubber, ball and 
roller bearings and resins 
On the down side are: Copper, 
lead, steel scrap, tin, lubricating oils, 
ind sulphur 
In short supply are: Nickel, steel 


plates, structural and beams. 





HEALTHY DIETS 


Food sales through chain stores will 
increase 6.7% in 1957, reports Food 
Engineering, McGraw-Hill publication. 
now handling 7,500 
items will have doubled this figure by 
1961 
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A few minutes ago it was a bar of high speed steel equal to that 


Yes used in any drill to be found. Now this steel is being further 
9 . 1] 

refined and toughened by hammer forging, the process universally 
Y hat’s a used by the makers of high quality tool steels 


All GTD-AMPCO drills over 1"° are hammer forged before 


- 
¥ wist twisting. And the flutes are polished, too! 


Drill AMPCO TWIST DRILL DIVISION 
GREENFIELD op and DIE CORPORATION 


Greenfield, Massachusetts 
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4 JAW INDEPENDENT J-TYPE for JET ENGINE MACHINING FACE PLATE and BORING MILL JAWS 2-JAW LATHE CHUCKS 


THE COMPLETE LINE FOR CONTINUOUS SALES 


Horton's complete line gives a constant opportunity for new business. With 


a Horton chuck for every customer's application, Horton quality and per- 
formance makes sales easier. And Horton's extra built-in features guarantee 
longer lasting accuracy and repeat orders from satisfied users. 

Ask your Horton representative about the complete Horton story, or 


write direct for your copy of Horton's ‘Sales Policy”. 


HORTON CHUCK DIVISION 


Greenfield Tap and Die Corporation 
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Nindsor | ke Connect 
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Molded Rubber Ring 
Protects Wrench 


A i; 


means 
something 


Perfect Balance 
for Ease of Operation 


(VN LOW bef The new Sioux Air Impact Wrench packs a 


real punch! . . . with 90 pounds of pressure in 10 seconds Model 315 
delivers 130 torque foot pounds; Model 317 delivers 185 torque foot 
pounds! 


IN EFFICIENCY! 0 new Sioux Air Impact Wrench is 


capable of delivering 15°; more torque from the same air pressure 
while consuming 30°; less air. Its efficiency is truly remarkable. 


IN STAMINA sso Tools Last Longer! Powdered iron bear- 


ing surfaces on motor end plates assure extra durability and a close 
air seal. Substantial ball bearings contribute to a smooth, long life 
Much of the friction of metal rubbing upon metal has been elimi- 
nated in this exclusive S1oux mechanical design. Fewer moving 
parts assure longer life. 


NV TORQUE CONTRA. The Sioux power regulator per- 


mits running a series of nuts to the same degree of tightness. Power 





Convenient 
Wire Hanger 


Left-Right 
Rotation Contro! 


This trademork is 
your atsuronce of 
on efficient 
long-lasting tool 


setting number five gives full power to blast loose and remove tight, 
rusted, and frozen nuts. Only a 180° turn is required to reduce 
power from setting five to setting one. 


(NM VALUES tne extra power, extra economy of the low air 


consumption, the extra assurance of long, trouble-free life which the 
S1ouX name insures . . . these are the bonus values in the competi- 


tively priced, new Sioux Air Impact Wrench. Power 
F Regulator 


SPEEDS THE ASSEMBLY LINE 


SPECIFICATIONS 


Wrench Number 315 317 











Cap. Bolt Size Ye 
Torque foot pounds at 120 
pounds air pressure in 


ALBERTSON & CO., INC. a An 





Length : ae 
SIOUX CITY, IOWA @ U.S.A. Side to Center 
Socket Drive 2 Sq Ys 
Average air consumption 3% Cu. Ft. 3 Cy. Ft 
ELECTRIC DRILLS ® SANDERS ® IMPACT WRENCHES ® POLISHERS Net Weight (tool only) 5% Ibs 








® PORTABLE SAWS ® SCREW DRIVERS @ FLEXIBLE SHAFTS 
® ABRASIVE DISCS ® AIR IMPACT WRENCHES 
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A MESSAGE TO AMERICAN INDUSTRY 





* ONE OF A SPECIAL SERIES 


BASIC RESEARCH .. . 
More Practical Than You Think 


This editorial, one of a special series on the im- 
portance of research to the American economy, 
deals with an aspect of our research program 
that may have serious consequences in future 
years — the lag in basic research. 

An earlier editorial in this series noted: “The keen 
interest of U. S. business firms in scientific research 
points the way to a new kind of prosperity for our 
economy a prosperity based on deliberate creative 
ness.” As a result of the dramatic increase in industry's 
research expenditures, more new products will be 
introduced in the years 1957-1960 than in any pre- 
vious four-year period. 

\ steady stream of new products and new processes 
means better values for consumers and lower costs for 
business. And thus it promises to sustain a high level 
of general prosperity that defies the old laws of boom 
and bust. But, as we look further ahead, there is 
a danger that the stream of research discoveries 
may run dry because of our neglect of basic 
research. 

7 his danger was described by John Jay Hopkins, 
late founder and chairman of the General Dynamics 
Corporation: “Unless there is a revolutionary de- 
velopment in America of pure, not applied, science, 
there will come a day when there is no use in trading 
in your old car; because the new one is no better. J he 
only difference between this year’s television set and 
next year’s will be the appearance of the cabinet! 
Scientific progress will be replaced by scientific stag- 


. ” 
nation. 


What Basic Research Is 


Basic (or pure) research has been characterized 
as the pursuit of knowledge for its own sake rather 
than to fulfill some practical objective. It is generally 
carried out in an environment which allows the in- 


170 


vestigator the freedom to follow the lead of his 
curiosity. The scientist in basic research, in the words 
of Glenn T. Seaborg of the University of California, 
is not concerned with “utilitarian goals, but a search 
for deeper understanding of the universe and the liv- 


ing and inorganic phenomena within it.” 


Impractical as basic research may seem in its 
initial purpose, it is an essential prerequisite 
to applied research and product development. 
\ few examples will show how some of the greatest 
technical advances of recent years have come from 
basic research projects that had no immediate prac- 


tical objective: 


@® Radar an important military development 
of World War Il with broadening commercial appli- 
cations was the outgrowth of a basic research 


project whose purpose was to obtain information 
about the height of the ionosphere, the layer of air 


that lies some 25 miles above the earth’s surface 


@® Transistors — the miniature devices which are 
already vital components of hearing aids, pocket 
radios and a wide variety of industrial equipment 
were invented at Bell Laboratories (research sub- 
sidiary of the American Telegraph and Telephone 
Company) following university investigations into the 


electrical behavior of solids. 


@ Neoprene — a synthetic rubber — was devel- 
oped by duPont with the help of basic information 
provided by Father Nieuwland of Notre Dame, who 
discovered he could control the polymerization (the 
linking together of molecules) of a certain class of 


organic compounds. 


@ Nylon — the first of the noncellulosic synthetic 
fibers that have revolutionized the textile industry — 
grew out of fundamental research by Dr. Wallace 


Carothers on long-chain polymers. 
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Only 8% of All Research and Development 
in the U. S. is Devoted to Basic Research 


$3,870 





million 
: $970 
Applied million 
Research 
and 
Develop- 
ment 
$460 
million 
$70 
Basic million 
Research en 
Conducted by 4y Co eges & Other 
c 


industry’s Stake in Basic Research 


} 


Industry traditionally has relied upol colleges and 
universities and othe nonprotit institutions for basi 
research ind the | S. has long benefited from the 


greater emphasis placed on basic research in Europ 


It is conventional to think that business cannot, and 
should not, do much about “ivory tower projects 
which do not have immediate practical application 


However. there is not so much in this idea as i 
supposed. The examples above illustrate what Cary! 
Haskins. president of the Carnegie Institution, has 
called “the widespread paradox that the most impor- 
tant practical consequences are commonly the least 
sought after.” Furthermore, it is certain that, without 
adequate basic research, industry’s efforts to produce 
new and better products will become progressively 
more difficult. And our national defense, in an age of 
breathtaking military applications of science, will be- 
come increasingly precarious 

In the past, our economi erowth came largely 
through expansion into new lands or through dis 
covery and development of rich deposits of natural 
resources. Such opportunities are relatively limited to- 
day. The great opportunities now lie in discovering 
new materials and new properties of the materials we 
already have. This is the job of basic research, 
and industry has a vital stake in it. 

The chart indicates the tiny share of research efforts 
in the U.S. that is devoted to basic research. Only 
1% of all research by industry, and only 8% 
of all research in the U.S., during the year 1953 


(the latest for which information is availabl rep- 
resented fundamental research to add to over- 
all scientific knowledge. kven in « leges and 
h perl ed 1s 
basic research, At least one Nobel Prize winner has 


expressed the belief that we need and should work 


universities less than half the resear 


toward a doubling of the proportiot I ur tota 
research effort that is devoted to basic research as 
soon as possible. 


What Business Can Do 


Without anythi: like a stagger! ncrease in the 
total cost of its research programs, industry could do 
much to expand our basic research effort. Companies 
with big res irch pi rams should, as a matter ols 

ssful s i evot i share of the effort i 
the \W i s : . he hie I 
( imies U il ad i ol 
bas res na is i utstandl f I 

siati ~ ex | { y pl ts 

sty t} imer 

~ s ma ht rd the luct 

es ects } ert prospects of re 

\ das a ul » e bas res I le eve 

res 5 1 i ingible pa B tt lest « 

tributions, small companies can still have a part in the 
dvance basic research, [} together witl 

t pa es ti ects a \ 

Ss t bas rest cl tnt h iss lat ns 
tec! . ties he help resear 
rs u s s t t stitull 

\ i ( s t al s { sta f wherel 

business firms cal pay lee to have wcess to work 

ne by university rese irchers 


(ine way or another, it is up to private busi- 
ness firms to see that basic research moves 
forward. By doing so they will be laying the 
groundwork for the development of the new 
products and technology on which their growth, 


and the growth of the economy. depend. 





This message t8 one of a series prepared } ti é 
VcGraw-Hill Departme nt of Economics to he 
ncerease public ky ou ledge al d ul dé rstar d 
of important nation-u ide deve lopme nis P. 
misston is freely exte nded fo newspapers 
groups or individuals to quote or repr nia 


or parts ot the text. 


Aeusta UML vewm— 


PRESIDENT 








McGRAW-HILL PUBLISHING COMPANY, INC. 
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Tepered QJ, Polley 
TIMKEN — BEARING 

EQUIPPED 





WALTON 


Max- Lift 
Crane Hook Block 


@ You can offer higher 
lifting limits, greater 
versatility for mobile cranes 
and other industrial 
equipment with the U-W 
Max-Lift Crane Hook Block. 
Engineered and built for 
safety by Upson-Walton, the 
Max-Lift meets the most 
severe requirements for loads 
and strains. Its shorter length 
permits more head room for 
maximum crane lifting height. 
Movable trunnion provides 
easy engagement of swivel 
hooks with load. Low center 
of gravity prevents toppling. 
These and other features 
will gain satisfied customers 
... repeat sales for you. 
Ganeine information 
in Bulletin CB-20-55. Write 
The Upson-Walton Company, 
12525 Elmwood Avenue, 
Cleveland 11, Ohio. 


ENGINEERED 
FOR SAFETY 


te UPSON-WALTON ©27 


SINCE 1871 


Manufacturers of WIRE ROPE « ROPE FITTINGS « TACKLE BLOCKS 
CRANE HOOK BLOCKS 


Other offices: Chicago + New York + Pittsburgh 
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Extremultus, Inc.., 


-arker-Hannifin 


NEW LINES 
taken on by 
DISTRIBUTORS 





appointed the 
distributors on its 
belt 


wer transmission 


¢ Bearing, Chain & Supply Co. 


Dallas, ‘Texas 


¢ Oberjuerge Rubber Distributing 
Co., Inc 
St. Louis, 
¢ Patron ‘Tr 
New York City 
ivey Compressor Co 
the appointment of the following 


\lo 
msmussion Co., Inc. 
innounced 
is industrial compressor distribu 
e Hargett Electric Co., Inc 
Dallas, ‘Texas 
¢ United Machinery Corp 
Birmingham and Atlanta 
¢ Hill Machinery Co 
Say innah, (a 
e Paint Corp. of America 


Cleveland 


ort Worth Steel & Machinery Co 


named the following as distrib 
utors 
¢ Oilfield Manufacturers’ Ware 
house 
Great Bend, Kan 
V-belt sheaves 
¢ Crest Mfg. & Supply Co 
Milwaukee, Wis 
Roller-chain sprockets, screw 
elevators and “Beeline” screw 
conveyors 
¢ Electric Motors 
Madison, Wis 


V-belt sheaves 


Unlimited 


Corp. appointed 


the 


following as distributors 
¢ Dixie Bearings, In 
Atlanta, Ga 


Parker o-rings 


¢ Swan Engineering & Supply Co. 
Kansas City, Kan 
Parker o-rings 


* Ritter Engineering Co 
Chicago 





Make Extra Profits 
... with little extra work 


lhree out of every tf 
are prospects for Indust 
Wil-Gard line, you have t 


NO EXTRA CALLS 
STEADY SALES 
COMPLETE LINI 
linger ¢ ’ 


DEPENDABLE SOURCI 


ADVERTISING SUPPOR 





“ya re Fos @) Sold o1 ” 
{ Cy GARD} ee 


eee = 


Ne, Us aa 
42 aa) at ba 


Ww ‘| die a - GF Vil» 


doreageebars es 


wh, sae Lith i, 


Lite 
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Hydraulic accumulators, check 
valves and o-rings 


¢ Great Lakes Rubber & Supply, 
Inc. 
Milwaukee 
Parker o-rings 


¢ Brake Supply Co., Inc 
Evansville, Ind 
Tube and hose fittings and 
tube-working tools 


¢ Whitehead Metal Products ¢ 
Buftalo and Syracuse 
I loze-lok fittings and hose 


\llis-‘Chalmers named the following 
is distributors: 


¢ ‘The Cabell Elect 


THE ALO LEGZHZA CO. on Mi 


Distribution, power and in 


offers you your choice! strument transformers, and 


feeder voltage regul itors 


in COIN PAK® ¢ Ilannon Electric Co 


9 Popular Sizes — 3/16”, 1/4”, 5/16”, 3/8”, Canton. Ohi 

7/16”, 1/2”, 9/16", 5/8” and 3/4” —of stabi 10 

Mellowes Lock Washers, medium section \lotors. control. pumps, trans 
Potent plain steel or plated, are machine packaged % i a 
Pending in crimped-end paper tubes — and in color formers and I exTope \ 

ful 2-Label Cartons. M-C Lock Washers in aoe 

Coin Pak are sold only through recognized ‘ te 

industrial distributors. It costs no more! 


€ equipment 


Cameron & Barkley Co., Jack 


I is a ne\ "dist to1 
in STANDARD PACKAGES The Fa, oe ‘L - 
iC imMecil OTDp.., ( 


1000, 500, or 100 loose lock washers pet i 


box, depending upon size, are packaged in a . . 
2-Label Cartons with the same striking irt Industrial Supply Co., Okla 
vellow, black and white design as the Coin hay: . . . a 1 
, homa City, was appo d distrib 
Pak cartons. May also be stacked up-side was ap] inte distri 
down or right-side-up with legible right utor in Oklahoma for Kenna 


side-up end labels either way. a 3 
mctal, ince, 


Semon Bearing © Supply Co., 


in JOB-PAK" Seema 4 Pin. 7 
Designed for volume users who order lock NOCNIX, WaS NaMed CxCiusive ais 
washers in bulk quantities. It holds the ributor in Arizona for Radicon 
contents of a Keg in ONE Outer shipping . 

container divided into 6 equal inner car reducers by David Brown, Inc 
tons labeled and counted. Inner cartons > : 

may be stacked on shelves along with other Haven Machinery & Suppl) Co 
packaged items; also serves as a distributor . 
package. It costs no more! San Francisco, was appointed dis 


tributor for tool bits and acces 


i —— , sories by the Special Products 
in BULK Shipping Containers D pre a 1 ( 
r . ivision p ye oreel O 
Those who buy lock washers loose in bulk — cee = 
quantities, prefer them in this modern, ’ . nil . . 
corrugated, keg size bulk shipping con ( Garrett Machinery Co., 
tainer. It is easily palletized and stacked Indianapol ] | 
: ndalanapois, WaS Named CXCiusl\ 
in warehouses with standard fork lift trucks x. vena mere 
Washers may be A. S. A. light, medium distributor in Indiana and West 
or heavy section: plain steel, plated or , : 

ern Kentucky by United States 


non-ferrous 

Drill Head Co 
PLUS SPECIAL PACKAGING — Although The Mellowes Co. manu- 
factures a complete line of Lock Washers, from the wire on up, 
functional packaging is its specialty. If the packaging illustrated above 

does not meet your requirements, Mellowes will provide special packag- 
ing to your specifications...to give you Lock Washers packaged as you ELECTRONIC SORTING 
want them. Electronic sorting may take over an- 
_——_l l_l-_,<____ 





other food inspection task considered 
THE Ver Vhyarym2 TAR ZE co difficult to automate, reports Food En- 

e gineering, McGraw-Hill publication. 
129 EAST NASH STREET . MILWAUKEE 12, WISCONSIN Cling peach halves retaining whole 


facturers of a Complete Line of — Washers !n oll Standard pits or fragments are rejected by a 
— Special Sizes: Steel, Non-Ferrous and Plated; in Bulk, Conven- . 
tional Packages, Special Packages, Coin Pak and Job Pak. ; photoelectric scanner 
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POWELL VALVES 


for quality-crafted flow control 


Ask your Powell Valve Distributor for the facts about quality-proved bronze, iron, steel and 


corrosion-resistant valves. Whatever your flow control problem, there’s a Powell Valve to solve it 


THE WM. POWELL COMPANY, CINCINNAT! 22, ono... T1Ith YEAR 


PS. This is justs one of many add appearing im. teading. magasinee that til you sell POWELL VALVES! 
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JACKS for Ali Trades 


100-Ton Hydraulic 
Model 100812 


Ratchet Lowering 
Model 2215SB 


Reller Bearing Journal 
Mode! 2510 


Hydraulic “Two Speed 
Model 25B22 


Hydraulic “Hi-Speed” 
Model 8&-9A 


Member, American Supply and Machinery Manufacturers Assn., Ine. 


WESTERN 


No matter who your customers are... 
No matter what kinds of jacks they use... 
You can supply them IF you carry... 


WESTERN 
JACKS 


145 Models—9 Types 


WESTERN is a new name in the jack manufactur- 
ing industry, having only recently acquired 
the jack portion of Bupa Division, Allis- 
C cain Mfg. Co. This old, established, 
highly-reputable line of 145 models in 9 basic 
types is wisely and widely diversified and thor- 
oughly complete .. . expertly selected to sup- 
ply the mass demands of the whole industrial 
market . . . capacities from 3 to 100 tons... 
closed heights from 634” to 38”... . lift ranges 
from 14” to 24”. This means every jack is a 
fast mover because comprehensive user-market 
analyses pinpoint each as a necessity by many 
basic industries. 

But more has been changed than just the 
name. WESTERN is determined to become the 
most aggressive jack manufacturer . . . the 
most attractive to buy from... the most profit- 
able to represent. Here’s how: 





Operations Ideas — 
Can You Use Any? 





New SERVICE Policy 


Authorized Repair Stations 
strategically located through- 
out the nation carrying com- 
plete stocks of replacement 
parts. Prompt repair service. 


New DELIVERY Policy 


WEsTERN has built up an 
inventory of all models, all 
types. No matter how large 
an order is placed, deliveries 
will start immediately, 


New ADVERTISING 
Policy 


Hard-hitting, interest-proe 
voking ads are scheduled in 
leading industry publications 
...Urging users to buy 
WEsTERN Jacks from WEstT- 
ERN Distributors, 


New SALES Policy 
New representatives have 
been appointed. Territories 
are set up so representa- 
tives can concentrate on 
proper servicing of selected 
distributors. 


New DESIGN Policy 
WESTERN has announced a 
100-ton hydraulic jack— 
illustrated above. More jacks 
are on the drawing board... 
others are being redesigned, 
refined, improved. 


New PROMOTION 
Policy 

Direct mail pieces for dise 
tributors to send to their cus- 
tomer lists... ample space 
for imprinting so distributors 
can tie-in with WEsTERN’s 
national advertising. 


“INDUSTRIES 


INC. 


Formerly Western Raillroad Supply Company 
Industrial Division—2400-2434 S. Ashland Ave., Chicage 8, Ill. 
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Mileage Calculator 
Whiteprint Bulletin 
Laminating Kit 
Self-Mailer 
Locker Rack 
Shipping Bag 
Shop Envelopes 








Mileage Calculator 


A Christmas greeting and good 
will token that will not be dis 
carded 
ing dial ; 


computes the number of miles ob 


Here is a pocket size rotat 
gas mileage calculator that 
tained on a gallon of gas which has 
been made in an attractive Christ 
mas design. Costs no more than 
in ordinary Christmas card. Printed 
on durable, glossy Kromekote stock, 
in red and green, this useful gift has 
1 place for your imprint or advertise 
Also made in 
‘round dis 


ment in the center. 
other designs for vear 


tribution 


Whiteprint Bulletin 


\ new bulletin describing a low- 
cost, volume producing whiteprint 
machine is offered by a manufac- 
turer of such equipment. Included 
in the bulletin are the specifications, 
advantages and features of the oza 
lid machine. Of interest to distrib- 
utors for copying drawings, account- 





STARRETT PRECISION MAKES GOOD PRODUCTS BETTER 


a 


Starrett Flat Stock and Die Stock 


* Over 1000 sizes, pre- water and water hardening 
cision ground to Starrett 
standards of finish and 
accuracy 


« 4 types — air, oil, oil or 


« 40 thicknesses from 1/64” 
to 3” 


« Widths from 7/64” to 14” 


STARRETT precision ground FLAT STOCK and DIE 
fastest way to make small parits...costs less 


Just lay it out and saw it out... that’s how Starrett 
Precision Ground Flat Stock and Die Stock help you 
handle those many special jobs that tie up valuable 
men and machines. 

Anything with two flat parallel sides can be pro- 
duced quickly and economically . . . no time lost 
hunting up stock — no slow and costly grinding to 
size. Choose the exact width, thickness and harden- 
ing characteristics you need. 


New wali chart helps sell 

A new, compact, quick look-up chart takes up 
little space on toolroom or office wall, helps steer 
more Starrett flat stock business your way. Effective 
advertising and merchandising plus the Starrett rep- 
utation for precision all work for you when you 
stock and sell Starrett Precision Ground Flat Stock 
and Die Stock. The L. S. Starrett Company, Athol, 
Massachusetts, U. S. A. 


Starret! 


FLAT STOCK and DIE STOCK 
World's Greatest Toolmakers 


PRECISION TOOLS + DIAL INDICATORS + STEEL TAPES » GROUND FLAT STOCK « HACKSAWS «+ HOLE SAWS «+ BANI 


INDUSTRIAL DISTRIBUTION e¢ DECEMBER, 1957 





NEW! vrotit with another 
Campbell chain Exclusive / 


@ 3/16", 1/4", 5/16", 3/8” Proof Coil 
Chain . . . in lengths of 10’, 15’, 20’, 
50’ and 100’ . . . in attractive self- 
service packages. 


Instantly identified by the rich blue 
color... tempered right into the chain. 


Now, for the first time, you can offer 
your customers the convenience of pre- 
cut, pre-packaged chain that stays clean 
and stores easily . . . over 25% of your 
sales are in these pre-cut lengths. And, 
“Blue Temper” provides instant identi- 
fication—you and your customers al- 
ways know it's Campbell ‘Blue Temper’”’ 
Chain. Start selling chain the modern 


ing statements, sales reports and 
specifications, the machine will a 

commodate materials of any length 
up to 42” in width and turn out 
work up to 24 a minute. The de 
sign makes its operation effortless 
\ detachable roll stock holder per 
mits continuous feeding of roll 
stock. Its original receiving tray 
stacks tracings up to 12” long in 
sequence. Its print receiving tray 


accommodates prints up to 18” 


Laminating Kit 


\ new “instant” method of plas 
tic lamination offers you the protec 
tion and prestige of laminated price 
lists and product literature econom 
ically and quickly. Consisting of 
clear, specially treated plastic sheets, 
this method eliminates the neces 
sity of sending out material to be 
| nated at considerable expense 
You merely place the material be 
tween two of the sheets and press 


rether (he material is then 


permanently embedded in_ plastic 
ind will not discolor, harden o1 


deteriorate. 


Self-Mailer 


Increase your sales through direct 
mail advertising. A self-mailer with 
1 personalized built-in reply card, 


rets orders ; iries for I 
PATENT apptiep ror WAY... write for complete information. gets orders and inquiries for you 


ne Res products with the least effort to you 
or the customer. It is delivered to 


CAM el:1 488 CAMPBELL CHAIN Company vou folded and sealed, re idy to ad 


York, Pa,~Ulinsten; tows dress and mail for only 14¢ each 
CHAIN under bulk rate. A teaser copy in 


front draws attention, while there 


Portland, Ore.—Sacramento, Calif.—E. Cambridge, Mass. 


Makers of the famous Lug-Reinforced Tire Chains 
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METAL CUTTING 
SHEAR BLADES 


CHIPPER 
KNIVES 


20 


CIRCULAR 


2 

y METAL 

SCRAP METAL «, 

BLADES ou VENEER CUTTING 
< KNIVES KNIVES 

2; 


@ 


ONE SOURCE FOR ALL MACHINE KNIVES 


Every type of machine knife 

industry has been supplie: 

by The Wapakoneta Machi: 

duction of machine knive« 

now one of the oldest and largest ir 
knife manufacturers in the 1 
Every blade is engineered to fit 


it’s for the woodworking, steel, 


A complete line by : veneer industry. Unsurpassed preci 
knife specialists. Adver- : 
tised in U. S. News and 
World Report. WRITE FOR COMPLETE CATALOG ond i 


cilities assure quickest possible 


SQUARE EDGE 


SHAPER STEEL 


CORRUGATED 
PAPER CUTTING KNIVES HIGH-SPEED KNIVES 


muTNoman 


THIN PLANER KNIVES ¥ SLOTTED HIGH-SPEED HOG Y 


oe ees | anes “a 
tH W/APAKONETA macuine co. I Li f b 4's 


WAPAKONETA!, OHIO 


yu Engineered for the Job = 1891 Sows meves —— 
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s plenty of room inside and in back 


CURTIS MODEL. C-100 oto Ce A 


perforated, postage-free reply card 


Two-Stage, Air-Cooled Air Compressor makes it easy for the customer 


ill he fills in is the order blank 
Delivers MORE Air... 


MINUTE 
HORSEPOWER 


dime)’ 7 vam tell) mel 
ELECTRICAL ENERGY 
CONSUMED 














, 


Locker Rack 


\ practical clothes storage unit 

: me for use where floor space is limited 

25-30-40 H. P. ind low cost is a prime requirement 
Provides Higher Operating Accommodating 10 persons, all 
Efficiency Costs Less to Install ympartments are at convement 


height and 100°% portable Each 


The Curtis Two-Stage Compressor as- 
sures a saving in your power costs. 
It’s air cooled, thereby eliminating 
expensive water bills—quick and easy 
installation with no complicated 
plumbing problems. 

rack, preventing theft. Finished in 


The new C-100 embodies baked gravy enamel, the rack stands 
all the well-known Curtis ~ 50” wide, 18” deep and 76” high 
engineering features such ; 

as centro-ring oiling and 

Timken Main Bearings. 


door equipped with built-in lock 
with two kevs Patented coat 
hanger ind chain’ arrangement 
which fits through sleeve permits 


oats and jackets to be locked to 


For complete information "=~ 
write for illustrated folder. 


e COUN, 


r 
7 . 
REMEMBER... 


2, OUR 103rd YEAR 
4 MANUFACTURING COMPANY 


PNEUMATIC DIVISION 
1911 Kienlen Ave. St. Louis 20, Mo. Shipping Bag 
AND semi-fragile products, or for keeping 


— = \ new cushioned shipping bag is 
Sy Fa, 
h mp ff = .) REMOTE , 
—<<= | AIR sharp products safely separated from 
j CONDITIONING the rest of the contents in a ship 
AIR HOISTS AUTOMOTIVE 
AIR CYLINDERS AIR COMPRESSORS CM-21 ping carton. Made from a single 


sodeeeen available for shipping non-fragile o1 
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New product development 
put him 
two jumps ahead 


John F. Martin, abrasive specialist for Bay State distributor, Mau- 
Sherwood § ipply Co., was already one jump ahead of competition 
with Bay State’s BZ2 cut-off wheel. Stringent tests by one of his 
good customers, Cleveland Brass Mfg. Co., had proved that the BZ2 
was tops for speed and durability. 

Then Bay State's research engineers worked out an improvement 

the BZ2AA. Cleveland Brass put it through the same tests and, 
under actual production conditions, the BZ2AA gave then 
longer wheel life and extra cutting speed as well. Overall incr 
efhciency was better than 50% 

This is just one example of the way Bay Strate’s leadership in 
product development gives Bay State distributors a competitive ad- 
vantage. Handling the Bay State line has other advantages, too. It 
you'd like to know more, write us and we'll send you full details 


on the Bay State distributor set-up 


BAY STATE 
ABRASIVES 


Bay State Abrasive Products Co., Westboro, Massachusetts 


Branch Offices ana W ‘areh ies Bristol Conn ( hicago 
Pittsburgh. In Canada: Bay State Abrasive Products Co. Ltd., Brantt 


Ontario. Distributors: All principal cities 
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add these 


Every sales and profit making factor is working for you when 
you sell Atlantic flexible metal hose. You lower your break-even 








point by one-source buying. Your customers can depend on the 
uniformly high product quality — and delivery when requested. 
And over 40 years of product advertising have made Atlantic 
flexible hose a buy-word in industry. 

There is an Atlantic flexible metal hose for every movement 
and conveying application. Look to Atlantic engineers to solve 
your flexible metal hose problems. Write for Catalog 500. 






Flexible metal hose ix all workable metals — \%” 
w= 36” I.D. with standard or special couplings. 







ATLANTIC METAL HOSE CO., INC. 
304 DYCKMAN ST., NEW YORK 34 









wall corrugated sheet, it offers resi- 
lient cushioning on the inside and 
tough, scuff-and puncture-resistance 
on the outside. ‘There are no mess\ 
filters to leak out into the products 
inside if the bag is worn through in 
transit. It is 50% lighter and 50% 
more compact than the conven 
tional 
bulky filters. It is easy to open for 
fast filling, and seals quickly with 
staples or gummed tape. Additional 


shipping bag which uses 


protection to shipped products 
comes from its double-scored edges, 


which dissipate end-blows. 





Shop Envelopes 


lo protect delicate or tarnishable 
Ideal for — sales 
men’s records and price lists. This 


parts and tools. 


envelope is made of tough, semi 
rigid Vinyl plastic and is dust- and 
waterproof. 





NO SHORTAGE HERE 


Eighth Air Force Engineers have at 
least one runway job under construc- 
tion on which materials are no prob- 
lem, reports Engineering News-Record, 
McGraw-Hill publication. The project is 
on Fletcher's Island in the Arctic Ocean 
just 100 miles from the North Pole, 
where, the Air Force men are simply 
“ironing out” a 5,000-ft.-long runway 
of ice. “arpaulins are spread over the 
rough ice and a hot air generator 
forces warm air under them. As fast 
as the ice melts, the canvas and the 
generators are moved further along 
and the water is permitted to refreeze, 
thereby producing a level surface. 
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“FEATHERWEIGHT” 85% MAGNESIA ON ANOTHER 


of a laundry are insulated with a 2 


JOB. Hot-water storage tanks in the humid atn phere 


Fea 


In thermal insulation, 
K&M “Featherweight” 85% Magnesia quality 
STAYS SOLD 


... quality that doesn't cost a cent more 


When the customer knows that the 


purchased will retain its high efficiency for the life 


of the equipment, he’s sold permanently. It’s easier 


to sell with such quality to back you. 


You have this quality in K&M “Featherweight” 


85° 


( 


‘Featherweight’ has long been a recognized leader 


in its important temperature range —up to 600°F 


, KEASBEY & MATTISON 


COMPANY «+ AMBLER 





Magnesia Pipe and Block Insulation. 


PENNSYLVANIA 





It handles easily, is made to withstand the abuses 
of long years of service. 

“Featherweight”’ 85°;, Magnesia is widely adve1 
tised to your customers. It’s a vital part of the 
complete K&M line of high- and low-pressure heat 


insulations —a line whose quality stays sold 


For further information on K&M Insulation, write 


us a card 





BEST IN ASBESTOS 
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EXCLUSIVE! important new safety 
feature. Least possible amount of 
blade exposed at any time. Top and 


&abtiaan thbada assocda satatéa c«sldt 





1957 BORROUGHS’ BIGGEST YEAR 





“Thanks for Your Business” 


This YEAR has been an eventful year for Borroughs. Each of our 
divisions — steel shelving, metal office furniture, automotive bins, 


contract work — has come through with flying colors. 


The acceptance of Borroughs products by distributors, dealers 
and business has been most gratifying. At times during the past year, 
production could not keep pace with demand. We were actually 
outgrowing our plant capacity. 

So in August, we started an expansion program which has added 
15% to our space, and will increase our manufacturing capacity 
from 20% to 25%. New equipment has been installed, and plant re- 
arranging is in progress. 

What does all this mean? It means that you can expect better 
service from Borroughs than ever before. New products will be 
added, and new avenues of profit will open up for you. Further- 
more, if it is at all possible, we will improve our steel shelving — 
although as you well know, it is now the most versatile and adjust- 
able shelving on the market, bar none . . . shelving that offers ex- 


ceptional sales and profit possibilities 


We look forward to breaking all records again in 1958, with the 


finest line of products and service in our history. 


Pewge fecowadt- 


President 





BORROUG HS MANUFACTURING COMPANY 


OF KALAMAZOO 


TA . Ar 


3024 NORTH BURDICK amnp KALAMAZOO, MICHIGAN 
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Book Reviews 


BUDGETING: PROFIT-PLAN- 
NING AND CONTROL, Glen A. 
Welsch, Prentice-Hall, Inc., Engle 
wood Cliffs, N. ]., $10.50—Here’s a 
comprehensive book that covers the 





broad subject of budgetary control 
in modern business. While much 
of the material is relevant to budget 
procedures for manutacturing con 
cerns, the author does devote a full 
chapter to budgetary procedure and 
control for nou-manufacturing com 
panies The principles are the 
same, and the material is easily 
idapted to the needs of the indus 
trial distributor. 

lhroughout the book emphasis is 
placed on the basic functions of 
management with the realization 
that the budget program must be 
tailor-made to fit each particular 
situation. 
Illustrations and schedules are 
used to clarify each step. ‘The book 
should be invaluable for top man 
wement and accounting personnel 

As the author points out, 
“Modern management, in order to 
keep pace with the competition, 
must chart its course in advance, 
then utilize effective techniques to 
assure control and coordination of 
effort during the process of operat 
ing.” 

For those who recognize business 
budgeting as one of the more effec- 
tive managerial tech- 
niques, and for those who still must 
be convinced, the book can be 
recommended to clarify goals and 
outline the necessary procedures for 


intelligent planning. 


tools and 


GLB 


COPPER AND COPPER-ALLOY 
WELDING RODS, _ Tentative 
Specifications, American Welding 
Society, 33 W. 39 St., New York 
City, and American Society for 
Testing Materials, 1916 Race St., 
Philadelphia, 40 cents—Second edi 
tion, covering 11 classifications of 
welding rods for use with oxy-acety- 
lene, carbon-arc and gas tungsten 


arc proc esses. 
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EXCLUSIVE! important new safety 
feature. Least possible amount of 
blade exposed at any time. Top and 
bottom blade guards rotate with 
blade. Another SKIL first—‘'Float- 
ing’’ TWIN GUARDS. 





Eliminates hazards on shallow cuts 


vin 


" 
a 4 


EXCLUSIVE! Fastest blade change 
on a power saw! Push-button lock 
engages saw shaft for fast, simple 
blade change. Operation completed 
in seconds 





NEW! top-handle design spurs distributor 
Sales... Forecast: BIG SELLER IN 1998! 


e POWERFUL — develops top horsepower in its class justments possible with direct reading scales. Only one 
guide edge needed for either vertical or bevel cuts 
Built-in sawdust blower keeps cutting line clear 

These new top-handle saws give you 14 reasons to 


e FAST — maintains top speed even under load 


e EASY HANDLING — new design gives perfect balance— 


easy ‘swing through” , 
spur your power tool sales — 14 job-proved features that 


All-new top-handle design in a Super-Duty Saw stimu- create sales. Write SKIL today for more information 
lates distributor sales. Users approve 14 job-proved or for a no-obligation demonstration by your local 
features. Patented push-button lock device on blade SKIL representative. 

‘ shaft called answer to unnecessary delays. Low price - 


up to $20 less than similar models — means on-the-spot 
sales. Comes in two sizes: 714” Model 857 and 814” 
Model 858 





Feature for feature these two models beat all other Made only by SKIL Corporation 
71", 71 ——— . ; = ii i manufacturer of famous SKIL 
714” and 81,” saws! On comparative tests for power, and SKILSAW predecte. $033 
speed, efficiency, they scored highest. Elston en ee 30, | 

’ . : n Canada: 36 undas Street 

And convenience is the by-word. Precise depth ad- West. Toronto 9. Ontarie 





-  — 

















The stoutest pipe vise 
... with built-in 
folding legs and tray 








Pays you to sell this 


RiizaniIb 
Tristand Vise 


Extra easy to fold up, carry 





and set up...extra strong, 
extra rigid in use 


Gives your customers most service and dura- Rikaib 
bility for their money! Integral legs and tray Tristand 
mean quick easy fold-up for carrying and Pipe Vise, 
set-up for work — provide solid stance, greater yoke model. 
strength. Vise base is roomy, has ceiling brace Chain model 
screw, pipe benders, slots for tools. Special also available. 


LonGrip jaws grip tight without chewing up 
pipe. Your customers like these RIGaID 
work-saving features. Order today. 


The Ridge Tool Company, Elyria, Ohio, U.S. A. 
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PRACTICAL AUTOMATION, 
by Lester R. Bittel, Morley G. Mel 
den and Robert S. Rice, McGraw 
Hill Book Co. 330 W. 42 St., New 
York City, N. Y., $7.50—The im- 
pact of automation on American in- 
dustry has been theorized in 100 
books. This one documents 158 
cases where automated processes are 
in practical use, and proves conclu- 
sively that some form of automation 
in be applied to almost any known 
industry, not excluding job shops, 
warehousing and the so-called 
‘small” manufacturing plants. The 
uthors’ definition is broad—almost 
iny type of feedback control, trans 
fer hookup, handling rig or work 
holder that materially increases pro 
duction without requiring more 
workers is included. Viewed this 
vay, automation is undoubtedly as 
far-reaching and revolutionary as its 
enthusiasts claim—perhaps more so 
because industry today must cut 
production costs as never before to 
stay competitive 
[he authors don’t speculate on 
the effect of this on distributors, but 
the chapters on installation of auto 
mated equipment and _ preventive 
maintenance in automated plants 
have bread-and-butter significance to 
distributor salesmen (Sample facts 
some automated plants can use 
standard equipment, some can’t; a 
major purpose of automation is to 
reduce plant inventories of produc 
tion tools: breakage on one tool in 
in automated line generally results 
in replacement of all the tools in 
the setup). The illustrated case his 
tories, drawn largely from Factorv 
\fanagement © Maintenance, M« 
Graw-Hill publication, document 
the machine and handling lineups 
in evervthing from a bakery to an 
engine plant, and are themselves 
well worth the price to the inquisi 
tive distributor salesman. Of spe 
cial interest are the sections on 
automation in job shops and small 
plants, automatic warehousing, and 
punched card inventory control 
The 376-page book is printed in 
magazine-size. Cases are described 
in terms that can be understood by 
laymen 


VNP 








FROM THE 


ov FILES » 





25 YEARS AGO 


INDUSTRIAL DISTRIBUTION 


Mdugu 
rated its Sales Indicator to help 
distributors evaluate sales trends 
in the ustrial pp! field 
With more than 100 distributor 
eport Sa f Oct VCTC 
44 5 f ! 

\iembers of the ¢ eland Purcha 
Ss \g t \ if VCTC 
ited I i I g I he 
sin-thet Goir ¢ se ste 1 

by the Geo. Worthington Co 
their f t plant lurnished 
with ip, gol ig clevato 
the bu walke the Cour°rse 
ollect oe \W thington samples 
mm < 1 floor The 19th hole 
post t were exchanged at 
the ¢ d Hotel 

Char] I] Harde p esident, 


7 , eI 7 
evealed that it was Billy Sunday 
1 ] ] l 
Wwilo | C l i} to l HIS job 
] ? 
is te maker ppre ein Ih 
nois and to the Pacif 
Northwe 
\ eport from the Committee ! 
] Boot . 
Industrial Reh tation showed 
that $70,875,000 f mode 
ion purpose had already been 
pledged part iting 
ceed 
| Tlie 
Post-electi ] comment rollowll g 
] ] ] ] mes 
the Roosevelt landslide found its 


way into INpustRiAL Duisrrist 
TION With a new administra 
tion now chosen to guide the 
destinies of the country for the 
next four years politi s and pol 


ticlans are going to have littl 


to do with the return of normal 
business conditions. ‘That respon 
sibility rests verv largely on the 
shoulders of business met 














Verli ee 
erli-Line 
PROCESS PUMPS 


in 


COOLING SYSTEM 


At the Brea Chemical Company in 
Southern California two 50 HP Verti-Line 
process pumps are handling 1800 GPM at 
105°F, returning water from the ammonia 
synthesis area to cooling towers. These 
units have been operating 24 hours a day 
since May, 1954 — without maintenance 
expense other than normal service 

Over 100,000 satisfied vertical pump 
users agree there’s no pump like Verti-Line 
for low first cost, economical operation, 
and negligible maintenance. 


IF YOUR NEEDS INCLUDE PROCESS PUMPS, IT WILL 
PAY YOU TO INVESTIGATE VERTI-LINE BEFORE YOU BUY 


Verti-Line Pumps are exci/usive products of 


LAYNE &4 BOWLER PUMP COMPANY 
general offices & main plant 
943 VAIL AVENUE*+LOS ANGELE 22, CALIFORNIA 
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25 Years Ago (Cont'd) 





At the Cincinnati meeting of the 


me Joint Merchandising Committee, 
it was decided that its work 
would be carried on by a new 


rithm -foh’\24-Mea-7-VT-)it-tcilel melel-aa td 


executive committee consisting 
of the Association — secretaries, 
George A. Fermley, R. K. Han 
son and Alvin M. Smith, and 
F. C. Hofacker who represented 
the non-association subscribers 

he Piedmont Hotel, Atlanta, was 
the scene of a joint meeting of 


EASIER TO MOUNT EASIER TO REMOVE UNBREAKABLE MALLEABLE IRON the Southern Supply & Machin 
External key guides bushing, Ordinary open end wrench Won't chip or crack, ); i] A ‘ation and 
prevents incorrect assembly releases pressure instantly virtually indestructible ery Distributors ssociation ai 

the Georgia Wholesale Hardwarc 


& Mill Supply Association. R Ml 


; , = p. Gattshall delivered the principal 
f a » Idr 


iddress 
W. Marwedel opened a “Me 
hanical Clinic” next door to its 


San Francisco store to demon 


strate mechanical equipment uw 
ALWAYS A TRUE BORE SPLIT TAPER COMPRESSION 
Only the barrel is split, not the flange; Cannot be forced loose, yet removes 
assures quick, easy assembly, true running easily when pressure is released 


ler simulated working conditions 


The Thomson-Diggs Co., Sacra 
mento, purchased and ibsorbed 
its chief competitor, Schav 
Batcher Co.. also of Sacramento 
Both houses dated back to the 


pioneer davs of California 


pecial meeting of the American 


' + at 
A COMPLETE ONE-BUSHING SYSTEM Leather Belting Associati m at 
Interchangeable in Browning sheaves, sprockets, the Hotel Pennsylvania, New 


couplings, paper pulleys. Standardizes all York City wane aed » Comeaie 
equipment on one-type bushing | i ity, ap] ‘ 
tee to consider group participa 


tion in the Chicago World’s Fair 


SKF Industries, Inc., was one of 
B the exhibitors in the New York 
ROWNING'’S split taper compression bushing is so simple in Power Show held at the Grand 
construction that you actually can mount and unmount it blindfolded! Grips 
the shaft with positive clamp-tight action under the most punishing loads, yet 
always releases instantly for easy removal. With Browning’s complete line 
of sheaves, sprockets, couplings and paper pulleys, this malleable bushing _ . - 
provides thousands of size and bore combinations—off the shelf, ready to use 10 YEARS AGO 
without reboring. These features combine to speed installations, cut down- e » g 
time and costs, drastically reduce distributor inventories. Compare! Get all Alnonge = on prey 
the facts on this profitable line, including descriptive catalog GC101. Write 
Browning Manufacturing Company, Maysville, Kentucky. 


Central Palace. 


Marshall Plan diverted a signifi 
cant portion of the nation’s indus- 
trial supplies abroad, the program 
ilso created stepped-up produc- 


Eirourulg POWER TRANSMISSION tion among distributors’ cus- 
; tomers 

| EQUIPMENT 

——— Lhe Sales 


Indicator showed supply 
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K-15 (-to H- 1 ale | 
Time-Proven 





Tam lateletiin’ 


DIAMIALLOY 













- 4 i => 
WY re r ' eo o> > | eh 
The finest adjustable wrenches made .. . . tools ie 
that stay fit after long, hard use... . yet cost no 


more than ordinary. Write for catalog of 
wrenches, pliers, snips, other fine tools. 


Give distributor's name,. address. 


DIAMOND 





Since 1908 





DIAMOND CALK /O%@S/027,, 


DULUTH, MINNESOTA ° TORONTO, ONTARIO 





10 Years Ago (Cont'd) 





sales rose to 361 on the index, a 
20% gain over 1946. 


In a vear-end survey, 75 out of 100 
economists polled predicted a 
business recession beginning in 

the spring of 1948. 


Harold E. Wright was appointed 
assistant to the president, J. T. 
Potts, at Galigher Co., Salt Lake 
City. 


y 


IF 


rles W. Nixon became vice 


jf 


WT, 


president at Industrial Suppliers, 
Inc., La Grange, Ga. 


wer distribution costs and more 
sales in support of a productive 
national economy” was the theme 
of the 1947 joint regional sales 
conferences. Among the speak 


ers named by the three supply 


issociations were H. B. ‘Tons- 

ire, Turner Supply Co; R. H. 

: , . 3arr, Reilly Bros. & Raub; P. W. 

YOU'VE GOT TO ; vans, Beals, McCarthy & Rog 
ers, Inc; R. L. Simpson, C. T. 


HAND IT TO PURCHASING! Patterson Co; and J. E. Waltz, 


Waltz-Dettmer Supply Co 


Sas = Distributors visiting New York over 

the Christmas holidays awoke the 

Kester FLux-Core Souper has long been first choice | morning of the 27th to find the 
with an overwhelming percentage of the nation’s city buried under the biggest 
Purchasing Agents... over 50 years, in fact. Reason? snowfall in its history. 
Most P.A.’s are well aware of Kester Solder’s quality 
ingredients and manufacture, and they know that SUCCESS MEASURE 


Kester won't let them down. Makes the job much When it comes to salaries, people 
tend to be alike, says Factory Manage- 





easier for the distributor, which is why so many of : : 
- / ment and Maintenance, McGraw-Hill 


the leading industrial distributors from coast to coast publication. One job evaluation expert 


find Kester one of their best lines. How about you? puts it: “People want to know not 
‘ ‘how much am I getting,’ but ‘how 


much is the guy next to me getting?’ ” 








Sell Kester and you sell the best! 


KESTER SOLDER ° 


4214 Wrightwood Avenue e Chicago 339, Illinois ' ee ; 
Newark S, New Jersey e Brantford, Canada ‘I don’t care if it is your coffee break!” 
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P) 


Williams 
Haliks 


distributors 
make EXTRA 


SALES on 
every Call... 


CONSISTENT PRE-SELLING 
with strong advertising 


n to back 


BROADEST LINE OF ITS KIND 


UNMATCHED ACCEPTANCE 


h quality and 


Williams cooperates with 
Industrial Distributors 
all the way. That's why... 


IT PAYS YOU 10 
STOCK and SELL 








ILLIAM 


TOOLS OF INDUSTRY 


FOREMOST! Since...Niagara’s 


power was harnessed for industry 


p. -WILLIAMS co 


surracony 


Since 1882, Williams has anticipated the tool requirements of 
manufacturers with a complete line of holders for turning, boring, 
threading. knurling, planing, shaping, cutting-off and side work. A 
full line of high speed and carbide cutters and set-up accessories is 
also available 


You get quickest delivery at lowest cost from your 


LOCAL DISTRIBUTOR 


Williams makes the broadest line of its kind. Write for Catalog 302. 


y. 4. WILLIAMS « co. 





BUFFALO @ NEW YORK ee CHICAGO ¢ LOS ANGELES 
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Obituaries 





Richard B. Ansell. 


Armstrong Bros. Tool Co. 


Richard B. Ansell, New York 
manager for Armstrong Bros. Tool 
Co., died Sept i. 

Mr. Ansell joined Armstrong in 
1931. He was appointed manager of 
the Eastern warehouse and _ sales 
office in 1945, which position he 
held at the time of his death 

Mr. Ansell lived in Harmngton 
Park, N. J., and is survived by his 


Ruth, a son, two daughters 


rT indc hildre i 


seven gI 


G. R. Spearman, 
Young & Vann 

G. R. Spearman, purchasing agent 
for The Young & Vann Supply Co 
Birmingham, Ala., died recently in 
Birmingham 

Mr. Spearman started in the com 
pany’s warehouse 31 years ago ind 
held various inside posts before be 
coming purchasing agent last veat 
He was in ill health for some 


months 


REED MACHINISTS’ VISES last a long, long 
time. The few seconds saved by Reed's easier, Mrs. W. B. Thomas. 

faster, no-play action are significant in a single Wife of ASSMA Manager 
work week... substantial throughout the long, Mrs. W. B. Thomas, wife of the 
useful life of the vise. Further, good workmen business manager of the American 


like good tools .. . do better work with them. Supply & Machinery Manufacturers 
Association, died Oct. 29. Mrs. 


Yes, a vise is a vise. But Reed Machinists’ [Thomas had been under special 
Vises are better . . . with differences that !ower nursing and hospital care since an 
labor costs for your customers and build good operation two years ago. He hus 


will for you. It pays to sell quality! band, W. B. Thomas, is the princi 
pal of Hunter-Thomas, Associates, 


ASK YOUR DISTRIBUTOR : 
Cleveland, Ohio. 


E. W. Conley. 
Harrington Co. 
Erin William Conley, 66, retired 


sales representative of The Harring- 
ton Co., died Oct. 21 in Chat- 


REED MANUFACTURING COMPANY tanooga, Tenn. 
ERIE, PENNSYLVANIA ¢« U. S. Awe He was in ill health for some time 


and was stricken with a fatal heart 
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GROUND FROM THE SOLID 
END MILLS 


4 








JUST COMPARE 


CL _. 


END MILLS WITH =—_ 
CONVENTIONAL END MILLS = 


Our END MILLS have an entirely new . 
and advanced flute design with an un- 

interrupted contour and hook from one . 
flute to the next. <7 


Flutes ground from solid hardened 
blanks with mirror finish allow a smooth 
flow of chips. Identical flutes as to dimen- 
sions and contour give a perfect distri- 
bution of cutting load. The form relieved 
land provides much greater strength to 
the cutting edge. 

RESULTS: longer tool life, finer fin- 
ishes, and lower production costs. 





Attention Distributors 


There are a few select markets open to 
distributors who can handle Eclipse End 
Mills. 


Please write General Manager, 
Eclipse Counterbore Company, 
Detroit 20, Michigan. 


; 


ECLIPSE COUNTERBORE COMPANY A 


1600 BONNER AVE., DETROIT’ 20, MICHIGAN 
END MILL DIVISION—NORTH BRANCH, N. J. (20x 07 eanitan. wo. 
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“RAWLPLUG 


MASONRY ANCHORS 


NEVER 
LET GO!”.. 


Says USER 


for over 


544°’ drill Millwright 
‘ deep hole 


Using a 
bores 3 


we 


He inserts 
Rawiplug into hole 


RAWLPLUGS USED TO 
LAG MACHINES IN 
LARGE NEW JERSEY IN- 


DUSTRIAL PLANT 


(Name 


on request) 


Millwright Leonard Gillis states 


“I've been at this plant 181 


years 


and have been using Rawlplugs since 


I started here 
fellows before 


plugs. 


a 


simple to use 
making the job faster and easier. 


2" lag screw is placed thréugh 


I understand that the 
| 


me were using Rawl- 

I use about 20 or 25 Rawliplugs 
lagging. I find them very 
A smaller hole is drilled, 
The tum- 


<i. 


day for 


bler which IJ just lagged is used for polishing 


and de-burring 
in use, but Rawlplugs will not 


It vibrates constantly when 
let go. 
Some heavy presses were lagged with Rawl- 


plugs about eight years ago, and they are still 
holding firm. 


We also use Rawiplugs to set up quick 


angle iron braces to hook up a block and 
tackle when moving heavy presses. As 


long as I've been using Rawlplugs, I’ve 
never had one let go.” 


Completely lagged roller-bearing 
tumbler ready for use 





RAWL RAWL HAMMER-SETS 


LCALK-INS 


~ RAWL-DRIVES 


RAWL DRILL-HAMMER 


mE RAWLPLUG Co., Inc. 


204 Petersville Road 
New Rochelle, 








RAWL MULTI-CALKS RAWL LAG-SHIELDS 





ttack at the home of his daughter, 
Mrs. B. T. Hurley, Jr., 
\fountain 
\ lifelong Chattanoo 
\Ir. Conley was a member of the 
Half-Century Club and the 
l‘irst Christian Church. He was a 
World War I veteran of Co. B 
114th Machine Gun Battalion, 30th 
Division 
Mr. Conley’s wife 
Mai Bell 
ghter, he is survived by a grand 
Hurley IIT, 
Rex Conley, of Chat 
Mrs. William 
of ‘Tampa, Fla. 


on Signal 


ga resident, 


the late 


Besides his 


was 
Conley. 
Bernard ‘Talmage 
brother, 


ga, and a sister, 


Edward J. 


Colorado 


Edward | 
ral manager of sales, Eastern 
sion, for The Colorado Fuel & 

on Corp., died Oct. 8 at the firm’s 

‘almer Spring plant, Palmer, Mass 

his career in 


Byrnes, Jr.. 
Fuel & Iron 


] 
Byrnes, Jr., assistant 


Mr. Byrnes began 
25 in administrative assistant 
and Formed Wire 
partment of Wickwire Spencet 
1 Co., which later merged with 

Fuel & Iron He later 


sistant product manager 


I 


Springs 


1 product sales manager of 


: 
department 

; 
director of the Spring 


Association, Mr. 


of that organiza- 


Manu 
Byrnes 
ed as president 
from 1946-5] 
Byrnes resided in 
I. Survis 


Great 
ing are his widow, 
and 
1 sister and 


his mother, a son 
r, two brothers, 


grandchildren 





BUS TO GET PLANE RAMP 


A bus with a built-in, adjustable 
ramp that will deliver 56 people from 
downtown areas directly onto planes 
parked at the end of runways is in 
the drawing-board stage, reports 
Aviation Week, McGraw-Hill publica- 
tion. The bus has an hydraulically- 
lifted passenger-loading ramp. It can 
be adjusted to match the height of the 
plane’s entrance door, and thus avoid 
need for planes, especially jets, to taxi 
long distances, eliminating clutter of 
aircraft around the immediate vicinity 


of terminals. 
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Starts on page 124) 





























Plastic Coating Stops 


<1 Costly Condensation 
Robert A. La Drip and Rust 


Weatherhead Names 


; . : THE COSTLY PROBLEM caused by drip- 
New England Representative ee 


ping from this sweating pipe was permanently 
Robert A. Lux was named sales solved with one easy and inexpensive applica- 

engineer for the New England tion of NoDrip Plastic Coating. Sweating pipes, 

states by the Fort Wayne Divisio ceilings, air ducts and other metal equipment 

of The Weatherhead Co are also completely protected against rust and 
Prior to joining The Weather corrosion by low cost NoDrip 

head Co., Mr. Lux was a self 


, ; NoDrip Plastic Coating acts immediately to 
employed manufacturers’ agent, 


insulate and protect. One application adds 


. | 
sales representative for Quaker Rub 


; : many years of service life to metal equipment 
r Co. and the Thermoid Co 


NoDrip is also resistant to acid, alkali and 
brine...protects concrete, brick, plaster, tile 
wood or composition surfaces 

Easy application requires no special equipment 
or skill. Anyone can apply NoDrip with brush, 
trowel or spray. Stop your condensation prob- 
lem now! Get full details without delay. 


“L De ’ lortell 


COMPANY 


32-PAGE NoDrip DATA HANDBOOK 


Complete with photographs, charts and tech- 
nical information to selve your condensation 
problem. Write today 


J. W. MORTELL CO., 533 Burch St., Kankakee, Ill. 


Please send my FREE copy of the NoDrip Data Handb 


NEWLY APPOINTED direct 
sales for Milwaukee Valve 
ling E. Alexander. H 


itt Val 


em ee er rey 
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DRIFT PINS are in steady demand — 
WOODINGS-VERONA provides all 


wanted types and sizes for you to sell 


Contractors, builders, engineering firms and 

1) } industrials frequently need drift pins to 

> Je wa" 

Fi \¥/ <= replace those normally worn out or lost 

Y-y e_ This ; . bec ' } 

Sood ls inexpensive item can become a steady 
- ~ > 

~ dependable income producer for you 
Woodings-Verona offers both plug and barrel types of Drift 

Pins in any diameter and length; also Bull Pins with either 


partial or full taper in three diameters. Standard length, 12 inches 


Write for complete information and prices 


- WOODINGS-VERONA TOOL WORKS 


Shown above are some of the more widely used Woodings-Verono Tools 
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Peninsular Buys 
Ray! Industrial Supply 


Rayl Industrial Supply, a division 
of The Rayl Co., 82-year-old De 
troit hardware firm, was purchased 
by Peninsular Distributing Co 

Ray M. Whyte, president of 
Peninsular Distributing, said the 
company will continue under the 
name of Rayl Industrial Supply, 
with headquarters at 23440 Wood 
ward Ave., Ferndale. 

Leonard F. Joseph, former sales 
manager, will be manager of the 
division and Edwin P. Stern will 
be director of purchases and traffic 

In addition to Mr. Whyte, off 
ers of Peninsular Distributing are 
J. H. Ryall, vice president and gen 
eral manager, and L. J. Steiner, sec 
retary-treasurer 

Mr. Whyte said Peninsular in 
tends to expand the lines and in 

of the new division t 

vide better service 
Peninsular Distributing has en 
ved an outstanding success as a 
sale ippliance distributing 
ympany and this is our first step 


rd diversification,” he said 


\ 


Theodore S. Gulyas 


Triplex Names 
General Sales Head 


Theodore S. Gulyas was ap 
pointed general sales manager of 
lriplex Screw Co., a division of 
[he Murray Corp. of America. 

Mr. Gulyas was associated with 
Lamson & Sessions Co. in various 


sales capacities until his recent ap- 
pointment at ‘Triplex. 





Designed Tor your Cufiing Tool Program... 


ye 


STNG 


) SHIRE 


—_ = ee 


igete}t HOLDERS AND 
INDEXABLE INSERTS 


... available in Positive and Negative Rake 


Experience proves the importance of per fi tting 
, a , , hI 

hats why Carn rool hold 1 Indexable inserts are avail 

positive rake machine materials 


tive rake (for heavy cutting 


CHECK THESE FEATURES 
@ Up te eight cutting edges on each @ Tool holders cadmium piated to 
carbide insert. resist corrosion and chip erosion. 
@ Tool holder design permits quick, 


G ing is eli ted — 
© Grinding bs ofiminated—ne special accurate indexing of inserts to 


onditi i t d. . 

reconditioning equipment neede new cutting edge. 

@ Each insert is permanently marked @ inserts cost but a few pennies per 
for easy grade identification. each new cutting edge. 


Write for this NEW CATALOG: 

CARMET TOOL HOLDERS 

and INDEXABLE INSERTS Ask your A-l representative OF distributor for engin 
Expanded to 16 pages, this latest edition choosing the right tool for your requirements from Carmet 
contains specifications of Carmet tool Allegheny Ludlum Steel Corporation, Carmet Division, Detroit 20 
holders and Indexable inserts, replace- 


ment parts for tool holders, and informa- 
For all your CARBIDE needs, call 


tion on choosing the proper carbide grade 


for the job 
ALLEGHENY LUDLUM y~~ 


il principal cities 


Michigan 


Branch offices and distributors ina 


ADDRESS DEPT. 1D-96 
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ly serving indusly 
Chrough. distributors 


b\ | 4 








Sell these Great 
Names in Belt 
Fastening 








FLEXCO 
FASTENERS 


ALLIGATOR 
CONVEYOR 
BELT LACING 


FLEXCO 
HINGED FASTENERS 


through distributors . . 


To many distributors the year 1907 
may not seem too long ago. Many 
of your organizations are older. 
This year marks the beginning of 
Flexible Steel Lacing Company’s 
pioneering leadership in the 
development and manufacture of 
metal belt fasteners. 


At this early date Flexible Steel 
Lacing Company recognized the 
importance of selling its products 
. 4 policy that 
has been rigidly adhered to 
through the years. 


Our 50 years of association with 
distributors has been very enjoyable 
. and rewarding. We have prospered 

and expanded with your support 

and cooperation. 


Flexible Steel Lacing Company 
begins its second half century with 
a sincere appreciation of the truly 
invaluable services rendered 

by distributors. 


FLEXIBLE STEEL LACING CO. 


4633 Lexington Street 
Chicago 44, Illinois 


ALLIGATOR 
V-BELT FASTENERS 
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Glen R. Everett 


Deming Appoints 
Spear and Everett 
[The Deming Co. announced the 
appointment of Kenneth M. Spear 
and Glen R. Everett as sales repre 
entatives in Florida and Ohio re 
spectively. Mr. Spear will call 
wholesalers and industrial firms in 
rida south of Jacksonville. Mr 
ll serve distributors and 
rial pump users in northeast 
1 Ohio and western Pennsylvania 


Since joining Deming in 1955, 
Mr. Spear has helped conduct pump 
for Deming dealers and has 

the firm’s demonstrator 

four vears he was in 

ith the Beech-Nut Ci 

ined Deming in 

in various depart 

oining the sales staff 

' 


ntly assigned to 


ices in Salem. 


Kenneth M. Spear 





erma- 
braze » 


CARBIDE 


TOOLS 


RELIABLE 
¢ ENGINEERING SERVICE 


COMPLETE 
IN-STOCK ‘SELECTION 


PROMPT DELIVERY 


WHITMAN s BARNES | nesiiéns 


40010 PLYMOUTH ROAD «+ PLYMOUTH, MICHIGAN 
NEW YORK + CHICAGO + LOS ANGELES 
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To: 


ALL W&B DISTRIBUTORS 


SUBJECT: 
SALES FEATURE FOR 
CARBIDE TOOLS 


Each month we feature in our 
advertising, specific reasons 
why W&B tools outperform 
competitive makes. This month 
our subject is carbide tools. The 
“Perma-Braze” feature of our 
carbide tools is an important 
one... it gives W&B carbide 
tools a definite performance 
edge over competitive tools, and 
you a hard hitting sales advan- 
tage. Familiarize yourself with 
this user benefit and use it as a 
strong selling point. 


Offer W&B carbide tools for 
test purposes. Your customers 
will find that they will stand up 
in the test, and you will have 
new or better customers. Re- 
member, if your customers have 
not tested W&B tools, they have 
not exhausted all the possi- 
bilities for cost savings 


wéB 


As an important part of your 
sales promotion efforts, don’t 
fail to take advantage of all the 
W&B sales promotion § items 
that are available to you. These 
include handout-flyers, ad 
reprints, mailers, charts, tool 
selectors and catalogs. Remem- 
ber also, W&B will assist you 
locally in your publicity efforts 
as well as in any exhibits in 
which you may be participat 
ing. You can always depend on 
Whitman & Barnes to lend 
strong support to your Sales 
efforts. 


WHITMAN & BARNES 


“Makers of Fine Tools Since 1848" 
40010 PLYMOUTH ROAD 
PLYMOUTH, MICHIGAN 


NEWYORK * CHICAGO «* LOS ANGELES 


1957 





CALDER the Dresser Line 
for Bigger Profits... Easier Sales 


\ \ 
\ La es 


BUILT RIGHT—Best 


steel.cutters ... 


materials throughout 


for Automatic Cigneeene- ASS 
a \ \ 


\ \ \ 
\ 


Robert Cushman 
EASY TO HOLD— Extra 
\\\ Weight distributed | Two Sales Posts 
for smooth nandiing. \ Norton ( reated two nev 
Diomond Dressing Teels ; 3 :' 
ee ~~ he " = . _ — 
SOLD ONLY a Lielilel: DISTRIBUTORS Wy man becomes manager 
ASAARSS Weaanna WY services and W \lexander M 


Cune, ]r., manager of field sal 


CALDER MANUFACTURING co. Mr. Ci 


2049 North Prince Street . Lancaster, Pennsylvania 


Norton Creates 
well 


i 
management 


Also CALDER Fine ; ; 
on. Robert Cush 


f marxetil 


] : 
swhihan 


Amazingly 


COOL 


HEAT 
VENTILATED 
REFLECTOR 


FINEST OF ALL 
LOCAL LIGHTING UNITS 


NEW 


MODEL 55-VCX-701 


FOSTORIA 
Role: Vina: tg ated rhe 


of C 


iDrasive engineer in 


the past four y« 


nanager 





anada, 


MARVELOUS NEW 
SEEING TOOL 


Frictional arm and collar 
disc joints give flexibility 
of a thousand positions 
to direct light exactly as 
wanted. Rugged con- 


struction with heavy duty 
industrial socket, Levolier 
§ switch and universal base. 


INNER SHIELD 
ACCESSORY 
for extreme 
coolness when 
using 100 
WATT lamps. 





WRITE for complete 
catalog of Localite 
Models for every in 
dustrial use. 


THE FOSTORIA PRESSED STEEL 

CORPORATION, FOSTORIA, OHIO 

Lecolites are available through 
whelesalers everywhere 
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W. Alexander Me( 


‘une, Jr. 








DOWEL PINS 


PRECISION BRAND® 33> 
Preferred by Machinists \S" 


5 ] 


Distinguished for quality, 
accuracy, uniformity, straight- 
ness, etc. PRECISION BRAND 
dowel pins are made from the 
finest steel obtainable for 
this purpose. They are 
hardened and ground to 
.0001” and are available 
from ‘e" to 1” dia., %” to 6” 
lengths. Supplied in .0002” 
and .001” over basic sizes 
PRECISION BRAND dowel pins 
are attractively packaged 
and also come in bulk quanti- 
ties. 


7 


SPECIAL 
SIZES also 
AVAILABLE 
Send Us Your 


Specifications 


PRECISION STEEL 
WAREHOUSE, INC. 


the 


MURPHY 


TYPE A or B 


SEPARATOR 


does a smooth job of 


SEPARATING and EJECTING 


woter, oil, scale, and rust from 


COMPRESSED 
AIR LINES 
YOU SHOULD HAVE 
FULL INFORMATION 
Write now 


for FREE Data Sheet No. 2573 
SERRE R ERE 


National advertising has doubled 
sales leads, and we have a few 
active territories open. Can you 
sell our guaranteed aftercoolers, 
separators, filters, traps? Attrac- 
tive distributor agreements can 
be made now. Write. 


YJAMCO 


JAS. A. MURPHY & €0., INC. 
1422 EAST HIGH STREET 
HAMILTON, OHIO 








R. B. 


Leland 


Fageol Appoints 
Factory Sales Manager 


\ppointment 
nee 


Chase & Cooledge 
Promotes Martin 


Adolph H. Marti 
| ineer at The 


Seattle Supplier Expands 
Mill & Mine Supply, Inc., Seattle 
1 $75,976 contract for con 


sq. ft 


building one 


iW irded 


struction of a new 17,300 


warehouse and office 
block away from its present head 
quarters. The one-story structure 
will be of reinforced concrete, with 
3000 sq. ft. of office space 
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TWO MORE 
L«I 
EXCLUSIVES AT NO 
EXTRA COST TO 
YOUR CUSTOMER, 
BUT THE SAME 
PROFIT TO YOU! 


> 


DOWEL PIN 
REAMERS 
Straight Shank, 

Right Hand Cut with 
Straight, Right or Left 
Hand Spiral Flutes. 
14 Sizes from .1230 


thru .4995 >! 





Sets, too 


OVER & UNDER 
SIZE CHUCKING 
REAMERS 

Straight Shank, 

Right Hand Cut with 
Straight, Right or Left 
Hand Spiral Flutes. 

14 Sizes from .124 

thru .501” Sets, too! 


These reamers are two 
more reasons why L&I 
is your source for a 

complete reamer line. 


Get the L&I Story now. 


“the reamer specialists” 


LAVALLEE & IDE, INC. 


CHICOPEE, MASS. 


























CAIPITAL, 


INDUSTRIAL 


BRUSHES «xo BROOMS 


YOU'LL LIKE OUR 


SERVICE 
YOUR CUSTOMERS WILL LIKE THE QUALITY 
AND WE'D LIKE TO SERVE YOU— Richard W. Clark 


Pittsburgh Firm Names 





You'll get everything in the way of supply, quality and service from this source 
ply, q y 


Y n turn, as oth t tors are n ‘ hat the F , 4 
Ou | ur as other distributors are doi g, can give your customers wha we y Sales Engineer 
need, when they need it, in CAPITAL Brushes and Brooms. Our line is complete 
—you can sell ‘em all Richard \\ Clark was ippointed 
Ne rae e to | } gh thei occ istr na ‘ now r 
We urge users to buy through their local distributor. sales ind service engineer for 


INDIANAPOLIS Somers, Fitler & Todd Co., Pitts- 


burgh 
BRUSH AND BROOM MANUFACTURING CO. \ veteran of 44 vears in the Ait 
CORNER BRUSH d BROOM STS. _ Est. 1890 INDIANAPOLIS 7, IND R - 
a - J Force as a China-Burma-India pilot, 
Mr. Clark graduated from the Uni 


versity of Pittsburgh with a degree 











industrial engineering. Later he 
was with McKinney M(fg. Co. as an 
industrial engineer in Pittsburgh 
ind more recently with Union Sup 


piv Co. as industrial and commercia 







LOOSENS rusted bolts 


nuts, screws, “frozen” parts! 


A powerful blend of quick-acting 
solvents. Frees parts frozen by rust, 
corrosion, scale, paint, varnish, car- 


bon or gum. Safe for all metals 





Gasket & Joint SEALING COMPOUNDS 


Heat-proof, vibration-proof, non-solvent. Will 
not shrink, crack or crumble ...meets every 
gasketing and sealing requirement. Prevents 

: Matthew J. Betley 
rust, corrosion and seizure of joints. 


For Profit .. . Sell Quality! 
For information write Dept. 4 

















Gasker @ Jol 


Staung comPo™ Betley Named 


President of Titeflex 





RADIATOR SPECIALTY CO., Charlotte, N. C. 


In Conada: Radictor Speciality Co., Ltd., Toronto 





Matthew J. Betley was namec 
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Dogan H. Arthur 


pre t of Titeflex, Inc 
Nir Bet las held scnior execu 
tive Ost nanufacturin 
€ tor t ist 15 years. He 1S 
recentl tant to Gar Woo 
Industrie formerly e€ pre 
le il manage t Aero 
( 
Arthur Heads Sales 
D I] Arth va ( 
e presid sales of ‘Titeflex, ] 
He will sible for all sa 
da g ft the firm 
\l \ \ I l \ I 
£ f Aero ( 
\ nplove 1¢ 
\ I shoe (¢ 


Brown & Sharpe to Market 


Lipe AML Bar Feed 


Br Sharpe Mfg. ¢ 
greement with Lipe 
Re ( t ell | pe s automa 
ig g Bar Feed f 
talla Brown & Sharpe 
ecw 1 Che igreement 
perm Brov Sharpe to install 
Sel untain the I Ba 
lee etl vith their \ 
C the U.S 
Cana 
| \MIL Bar Feed holds w 
eigh upply of bars, rods 
tubing, automatically loading and 
feeding the stock to a predetermined 
ctoy 
\pplication engineers of both 
companik coordinate their 
ictivities on all equipment installed 
under the new agreement Ihe 


Feed will continue to be 


AML Bar 


sold through Lipe’s own distributors 








stockroom 


for 


fastenings 





CORROSION “Samm 


645 Union Bivd 
a IUD Direct N. Y 


MANUFACTURERS’ REPRESENTATIVES: A Few ( T tories Ope inqui 


Hove your pick of 7,000 
that's right seven thousand 
— sizes RIGHT OFF THE 
SHELF!'® And that's not 


We con give you speecy ser 











ice OF specials toc Don't 
turn Gown tomer 
quires special items T 
them over to us. If ifs sto 
less, we can mo ke it. Wen 
drill, grind, tos t. threo 
head, stamp ond bend We 
get off to quick stort fr 
either oa ¢t eprint r sample 
STOCK OR SPECIAL LOOK 
TO STAR FOR STAINLESS 


STEEL FASTENERS RIGHT OFF 
THE SHELF TO YOU 


STAINLESS STEEL 


®@ Bolts and Cap Screw 
@ Sockets et and ‘ 

® Nuts, Washers 

@ Sheet Meta! Screw 

@ Wood Screw 

®@ Pipe Fittings 

® Machine ocrew 

@ Pio Hinges 


LA 


Sy 





Little Falls 4-2300 
WaAlnut 5-3660 


Paterson 2, N. J bd 
Wisconsin 7-9041 ” 


phone 
phone Philadelphia 


s invited 









eed) 





SPEEDY 1-TON AIR PRESS 


Does the work of expen- 
sive presses! 5-inch 
throat; Ram 0 to §’; 
stroke %"; table 5” x 5” 
Operated by foot or 
fingertip controls. $85 





SPEEDY AIR RAM No. 70 


Mounts in any position 
Compact, extremely 
sturdy. Exerts gentle 
pressure to one [ton 
thrust. 6%" high, 534” 
wide. $35.00 





AIR VISE 





- POWERFUL GRIP 


HIGH SPEED 


New, improved model speeds up all repeat 
operations— milling, drilling, tapping, punch- 
ing, bending, riveting. Both hands left free to 
produce more! Light squeeze to 2250 pounds 
pressure! Extra thick jaws for attaching jigs 
Jaws open to 3 inches; \j5° to ¥%” maximum 
travel. Complete with foot control, air hose 


$44.00 


and fittings 


Write for new Air Tool Catalog 


W. R. BROWN CORP., 2657 N. NORMANDY AVE., CHICAGO 35, ILL 


AIR REGULATORS « AIR VALVES « AIR FILTERS « PAINT SPRAYERS «+ AIR COMPRESSORS 
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\ 


: "Order S A Ni 
BRASS FITTINGS 


To give our customers 
the fastest possible 





Service? 





delivery service, 





America’s largest stocks | 
of Brass Fittings, 
manufactured by Span | 
to the most rigid quality | 
specifications. In many | 
instances, shipments are | 
made “same day.” 


Write for free catalog. 






/ 





GRINDERS 


Extra large discounts plus FREE sales 

aids give you a whopping big oppor- 

tunity to enjoy handsome profits as 

3n authorized Baldor Distributor. No 

other line offers so much for you or 

your customers 

e Ball-bearing motors never need servic- 
ing —lubricated for life! 

@ Totally enclosed, splash-proof motors 
keep out dust, grit, metal particles. Last 
a lifetime! 

@ Dynamically balanced motors give 
smoother operation, less vibration 

e@ Complete line to satisfy every customer 
demand. % to 3 HP, 6” to 12” individu- 
ally balanced wheels. Bench and pedesta! 
types. Every model guaranteed! 

Find out about Baldor’s generous 

sales plan. Write... 


BALDOR ELECTRIC Co. 


4353 Duncan Ave. «+ St. Lovis 10, Mo. 
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we maintain one of 


Young & Vann 
Makes Staff Changes 


Four promotions and staff addi 
tions were announced at Young & 
Vann Supply Co., Birmingham, 
Ala., in line with sales expansion 
plans. 

George Chappell, 
charge of the ordering department, 
was appointed purchasing agent. 

Albert Keller, buyer for many 
years, 1s now assistant sales manager. 

Newly appointed to the outside 
industrial sales staff are Ray Chap 
man and B. L. Smith. 

Mr. Chappell, 15 years with the 
succeeds the late G. R 
Spearman, who died in June, as 
head buyer. Mr. Keller, who joined 


formerly in 


company, 


the firm 20 vears ago, was purchas 
ing agent until Mr. Spearmen suc- 
ceeded him in that post a year ago 

Mr. Chapman has been with the 
firm since 1950, working in various 
inside posts. Mr. Smith, who joined 
the company 6 years ago, was in 
charge of the steel warehouse befor 


becoming a telephone salesman 


Steele. Smith Retire 

W. H. Steele, Jr., retired from 
Young & Vann after 47 
He spent most of his 


career selling and was recently assist 


vears with 


the company 


ant vice president. 

Lloyd St. John Smith, the firm’ 
chief engineer, also retired recenth 
after 47 


various inside posts connected wit! 


years service. He held 


design and engineering. 








48TH YEAR with Western Iron Stores 


Co., Milwaukee, was celebrated re- 
cently by Walter W. Ethier, vice presi- 
dent and general manager 
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For Floats, — 
Harris is your 
most dependable source 


For over @ half century, industrial 
distributors have used Harris oe 
prime source of supply for — 
metal floats. As specialists in t = 
manvfacture, Harris builds floats be 
a wide variety of shapes, sizes “4 
of practically any workable meta ¥: 
Standard ball floats of copper = 
s steel in diameters from 

in stock for prompt 





stainles 

to 12” ore carried 

shipment at all times 

When your customers 

contact Harris for better qua 

more dependable service 
ARTHUR HARRIS & CO. 

208 No. Aberdeen St 
Chicago 7, Hl. 


eed floats — 
lity and 











Write for 
Harris 
Float Catalog 
































eeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


W. A. WHITNEY 


REGISTERED 


NO. 91 
BENCH PUNCH 


Punches Angle tron 









Channel tron 


flange x 


Capacity 


No. 4B Punch 


V4" hole thru 1/16" iron 
to 9/32 





Capacity 
Stock size punches 1/16 
Round punches and dies 


Send for complete catalog 


W. A. WHITNEY MFG. CO. 
626 RACE ST ROCKFORD, ILL 


Doo eee eee eee eee eee eee eee ee ee | 























Beebe 


Hundreds 
sands of soles possibilities for 
distributors. 


of applications mean thou 







ERIZE | 


“— 
. 


Sigh 


5_ton winct 
sle air 


. 


POW 


- 


a 





yes can be 
and ele 
the han 

essory 


} 

ana 
jeebe ~ | portal 
poe red bY a 
yrs 
tri : 
dle 
Faster 


mot 
w ith 
s 

lower © 


yet at son 







t OF 






TRUCK Beps 





Power 


Winches ji, “ Provided by 
‘oads trucks 


ing 


Beebe 


and 


on 
for trave] 





Ty WINCHES 
pe? 





seas’ SAFETY W NCHES 
EERE ““SHUR-W * Se ae 
' re th nte 7 
Ta . Te HO!IS 5 — ~< 
* peeBe € : bs. Se 


fications 







CAR PULLERS 








es invited 





inquirt 





Distributors 


Manufacturers of the strongest geored power 
for its weight in the world 


Beebe Bros. 


MANUFACTURERS 
2720 Sixth Ave. Sevth 
@® SEATTLE 4, WASHINGTON 









PUBLI 


TWIST DRILLS 
REAMERS 


Whether it is for No. 40 holes in Titanium 
sheets for Jets or '¥\4"' holes in thick armor 
plate, Republic Drills give more holes per 
drill and more holes per hour of direct labor 


REPUBLIC DRILL & TOOL CO. 
DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC. 


MAKERS OF CELFOR CENTURY 
""REPUBLIC’’ AND''U.S. EAGLE" BRANDTOOLS 








3 PLANTS — WEW YORK — CHICAGO — LOS ANGELES 





CHICAGO PLANT 
322 SOUTH GREEN ST., CHICAGO 7, ILLINOIS 








LEGAL NOTICI 
STATEME ) \ F AUGUS 
2 AS A) ACTS 
MARCH 4 ¥ 2 
s se 
SHOW ; } \WNERS 
MANA‘ EN A 
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4 4 l ur K f 
pa 4s na her fiduciary atior 
N t I oration whom su 
a Z 4 r 4 nt he tw para 
grapt how sfiant’s ge a belief as 
the tance and t ns ir eT wt h stock 
and 1 ‘ jo n appear upon the 
hooke of the mpany as t tees, 1 stock and se 
nh @ capa an that of a bona fide own 
McGRAW-HILL PUBLISHING COMPANY, IN¢é 
By JOHN J. COOKE, Secretary 
s n and s 
Sept De 7 
SEAI JANET A. HARTWICK 
M ( ¢ Marct 
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Complete, Profitable 
Dealer information 


SELL TOP QUALITY 


ARBOR SPACERS \O>'s! 
SHIMS and SPACING 
COLLARS «¢ Arbor Spacers 
Shims in 20 sizes and thicknesses fron 
001” to .125”. Arbor Spacers fur 

with standard keyway; Shin 

keyway. Also Spacing C 


ciameters 


merous popular 
thicknesses from '4” to 3 
and ground; edges 


nished with standard keyway 


Hard 


chamfered 


FEELER 
STOCK « 
Ma le fre m™m 
k, rolled to close tol 


tempered st 
25 us pa kaged ir 


ances, ')° x Z) « 
parent plasti 
020”. Strips 
27 thicknesses 
001” to .032 
fitting, checking clearances 


tion and production work 


boxes. except 
, 

x I2 i 

All thicknesses 


Ww use in precisior 


SHIM 

STOCK « 

Steel or brass 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating. Coils packed in 
carton for easy 
tion. 15 thicknesses 
Sheets 6” x 12 
able also in two 
—12 thicknesses, .001” to .015”, 
15 thicknesses, .001” to .032 


uspensing and protec- 
OO} to .032” 
x 120”. Avail- 
assortment packages 


and 


iis 0 





WRITE FOR 


Today! 


DETROIT 3. M 








DETROIT STAMPING CO. 


332 MIDLAND AVE. e 


ICH 
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one thing I've learned... 


YOU CAN SET YOUR WATCH BY WILTON! ; = 


Thirty years as a salesman and industrial distributor have taught me to value integrity 
above everything else. During the years I’ve sold Wilton vises and clamping tools, I've 

Baltes Promoted 
learned that | can depend on Wilton the way | can depend on this old timepiece of ‘ 
mine. What Wilton says, publicly, privately, and in print, Wilton does. And | really By Duff-Norton 
nad my eyes opened when | visited their new plant! They've shown me what genuine 


) ) + 1+ 
ntegrity between manufacturer and distributor can be, and believe me, the results have I Baltes was promoted Ohio 


district sales manager bv Duff 
Norton Co 


WILTON Mr. Baltes has more than 2U vears 
TOOL MFG. CO., INC. experience in the hoist field. and 


SCHILLER PARK, ILLINOIS worked the past 11 years in Ohio. 


Sold By Leading Distributors The World Over He will maintain headqua ters in 


Cleveland. 


been profitable in more ways than one 


HANA ER 


Th @ Mh Flagg Appoints 
e O I$ Sales Representative 
(he Flagg Industrial Supply Co., 
SLE EVES and SOCKETS Hamden, Conn., appointed John 
\W. Anderson as sales representative 
° for eastern Conn., with headquarters 
and a complete line of Collets  vousiincu 
Mr. Anderson has been associated 
with the Page, Steele & Flagg Co 
for the past eight years. He formerly 
served in a sales capacity with the 
l'ar & Chemical Division of Kop 
pers Co 
USE-EM-UP STANDARD 
TYPE TYPE 


Birmingham Firm 
COLLIS Taper Tools are made by men skilled in this type of manufacture. Users Appoints Salesman 


get long satisfactory service from Collis Equipment and find the answer to all , ; ; : 
The Perry Supply Co., Birming 


ham, Ala., appointed Charles A 
Fell, Jr., to an outside sales territory 


drilling, reaming, and tapping needs in the Collis Line. 


We can give prompt service on orders for Lathe Centers, Arbors, Drill Drifts, 


and Magic Type Chuck as well as on Sleeves and Sockets and Collets. 
He has been handling inside sales 


"Call Collis for Service’ for the past 24 years, and before 


that worked for an electrical appli 


mmm THE COLLIS COMPANY mumamammm «2c frm in South Carolina 7 


graduated from the University 


DEPT. A, CLINTON, IOWA Alabama 
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DAVIS 


VALVE SPECIALTIES 
FOR STEAM, 
AIR 

OR GAS 


Davis offers a complete line of valve 
specialties including relief valves, alti- 
tude valves, pump governors, pressure 
regulators and emergency valves. No 
matter what the control problem, 
there’s a Davis specialty product to 
meet the need. Contact Davis today 
for precision control valves. 





i ee ee ee. eae - | 
} RUGGED, DEPENDABLE © 
: STRAINERS FOR AIR- © 
> CONDITIONING SYSTEMS — 
. 
= Davis builds a high quality line 
| of strainers that are ideal for in- 
} stalling in today’s modern com- § 
® mercialairconditioning systems. & 
= They are easy to service and are “ 
= available in awide range of sizes. 5 
= Three of the most widely used §& 
a J . , . 3 
4 are shown below 3 
me No. 75 4 
; “¥" TYPE } 
Bolted cap “Y” ‘ 
— Type Strainer for # 


easy access for 

cleaning. Blowoff 

at lowest point—no 

sediment pocket! Complete range 
of sizes: %” to 14"... available in 
semi-steel, bronze orsteel bodies, 
screwed or flanged. Brass, stain- 
less or monel screens. For steam, 
air, gas or fluids ... pressures 
to 1500 psi. 


2 


No. 76 

BASKET 

TYPE 
The No. 76 
Strainer has 
a cylindrical 
basket with 
perforated sides 
and bottom ‘ 
easily lifted out for cleaning. §& 
Large body passage for low 
pressure drop. Sizes '2" to 24”... 
bronze, semi-steel or steel bodies 
... brass, stainless, monel steel 
baskets ... special meshes avail- 
able. Ask for recommendations 4 
No. 77 BASKET TYPE 
Similar to No. 76 except for ap- 
plications where lowest possible 
pressure drop is desired 












WRITE FOR BULLETIN 800 


SEND FOR COMPLETE FILE OF LITERATURE 





ae A Pe Gobo S| 
Sg NGS 





2544 30.Washtenaw © Chicago 8, Illinois 











Butterwick Resigns 
Barrett Hardware Post 


Butterwick, secretar 
and sales manager, Barrett Hard 
ware Co., Joliet, Ill., resigned his 
position, effective November 15th 


James | 


to join the real estate firm of Samios 
Scott & Associates in Joliet 
mnounced by W. fF. Barrett, presi 
dent. Mr 
with the company fo1 eleven vears 

Mr. Barrett said that 
Staehling will temporarily assum« 


it was 
Butterwick had _ been 
Eugene 


responsibility for directing sales to 


hardware dealers, and A. M. Steed 


- * : ’ 
{ supervise sales to industn l cus 


Edwin Weiss will continuc 


sales of the firm’s plum! 


\ 
tomers 


to manage 


ing and heating lines 


J. Frank Slagle 
Now with Tool Crib 


J. Frank Slagle, former vice pre 
dent of ‘Tennessee Mill & Mune 
Supplv Co., Knoxvill 
Crib, Inc., 
headed bv his so lames F. Slagh 
Jr 

Organized in 1951, the Tool ¢ 
is jointly owned by Mi 
son and John A. McTeer, vice pres 


joined Tool 


dent. Land was recently purchased 
for a new building site to accom 
modate expansio f the hrm 

] 

ines 








NEW BUILDING was seen for 


st time DV man 


pen h se run | Brian S$ pl ( 
Providence, R. I 
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AGH IN ON 
BIG DEMAN? 


Bridgeport NEOPRENE 


CUSHION 
GLU 


SCREWDRIVERS 


0 
GREATER 
TORQUE 


SUPER COMFORTABLE 
NON-SLIP GRIP 
UNBREAKABLE HANDLE 
ALLOY STEEL BLADE 


FULLY GUARANTEED 


o. A 
; v6 
Vil U d 
. 
+f 
eas 
4 / + 
U ul U 





TESTED AND APPROVED 
BY INDUSTRIAL AND 








AUTOMOTIVE MECHANIC 


16 SIZES & STYLES IN OPEN STOCK 
REGULAR & PHILLIPS $1.00 to $2.70 list each 


special a y tool steel for use on all case 
hardened sheet metal screws 


Write for information on 3 2700 Assortment | 
with FREE Merchandiser 


THE BRIDGEPORT HARDWARE MFG. CORP 
BRIDGEPORT 5, CONN, U.S. A 








*Phillips blades specially made of hardened | 







SODERING 






BRAZING 
WELDING 





Sold thru Distributors—Send for Catalog 


L.B. ALLEN CO. inc. 


9331 Berenice (Schiller Park) 
Metropolitan Chicago, Ill. (Box 96) 





Sat 
| ' Packaged 
3 MACHINE 
ec, KEY STOCK 


Pa gt 


MA K-A-KEY. 


12-inch lengths of zinc-coated, cold-finished 
steel machine key stock. Rust-proof; .000” to 
+.003” oversize. Just cut, file and fit. 
Standard Assortment in sturdy counter dis- 
play: Vie. Ya. Vis. Ye. "“e- Vr in. squares. 
Handy New 7-11 Kit —7 sizes fit 11 key- 
ways: Ye" square; ¥/)4" x4"; Vg" x /i4" — 
will file to fit Vg" x'/4" keyway; 5/\¢” x ¥" 
—will file to fit 5/4” x 5/4” keyway: 4%" x 
44" — will file to fit ¥” x3" keyway; 
Aig” x Yo" —will file to fit /g" a '/4g" key- 
way. Additional sizes available. 








DEVAN-JOHNSON CO. 


508 RATHBONE AVE., AURORA. ILL 
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A. W. Sprick, Jr. 


Sprick Joins Haseltine 
As Office Manager 


Arthur W. Sprick, Jr., was ap 


| pointed office manager at J. | 


Haseltine & Co., Portland, Ore 

Mr. Sprick recently 
Portland after 
of the retail accounting division of 


returned 


serving as manage! 


Marshall-Wells Co., Duluth, Minn 
Pendleton Acquires 
Tool Box Firm 

Pendleton Tool Industries, Inc., 
purchased Duplex Mfg. Corp. 
manufacturers of mechanics’ steel 
tool boxes, for an_ undisclosed 


amount of cash. 
Pendleton will operate the 23,000 


sq. ft. plant as a wholly owned sul 
sidiary. The Duplex standard tool 
boxes will be distributed by Pendle 
ton’s consolidated marketing organ 
ization through mill supply houses, 
hardware and automotive supply 


W holesalers. 


Nashville Machine 
Plans Building 


Nashville Machine & Supply Co., 
Nashville, Tenn., has purchased a 
tract of land at Woodycrest and 
Foster Aves. for a new building 

Ground was broken for the struc 
ture recently. The building will en- 
able the firm to have larger, more 
efhicient 
outfitted with modern equipment, 
and will help solve traffic problems, 
the management stated. 


headquarters, completely 
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THE TRADE CALLS 


for 
DYKEM 


Dies and 
Templates 


wneevUUTNNNNATINANY 


¥ 
tt 





we 
ooentll 


th 
oe 









Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North llth St. « St. Lovis 6, Mo 



















ADJUSTABLE SOLDERING 
IRON HOLDERS 


Three sizes for large 
and smal! irons. Can 
be placed on top of 
bench, fastened under 
bench or clamped to 
bench top or shell. 
Available with wip- 
ing pad attachment, 
also slide for fasten- 
ing small holder to 
large. 





Write for further information. 
WILDER MFG. CO., INC. 
DEPT F 
MECHANIC ST. & ERIE R.R. PORT JERVIS, N. Y 




















° 
ee 


EEE 














Anchor Rubber Marks 25th Year PRODUCTION 
COSTS GO... 








Host and hostess at an anniversary dinner for officials of pal id it 
Fes a Ge 


| ». Mr. Heeter | dent of t 


MOUNTED WHEELS 


Yes sir, you can't beat Chicago 
Mounted Wheels for economy AND 
quality! Chicago Wheel franchised 
dealers can guarantee their custom 
ers’ production costs will drop and 
go down, down, down, when they 
start using Chicago Mounted Wheels 
Cost-conscious customers can't afford 
NOT to buy Chicago Mounted 
Wheels They re faster, cooler-cuttis £ 
last longer! 

( hicago Mounte d Wheels are 
guaranteed to stay on the mandrel, 


uniform, true-running. Available in 


a complete range of sizes, shapes 
’ 


grains, grades and bonds 
Remember Chicago Mounted 


Wheels are First and Finest! 


CHICAGO WHEEL & MFG. CO. 











Dept. 1D-12 
Modern headquarters houses spacious display room and off to-date ware] 1101 W. Monroe Street + Chicago 7, Illinois 
ing al indling faciliti Major xpansion , ymopleted ¢ irs a 
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TO HELP YOU 


in selling 
VIKING ROTARY PUMPS 


Advertising Appears Regularly in 
These Publications 













* Agricultural * Machinery 
Ammonia News * Marine 

* American Milk Engineering 
Review * Milk Dealer 

* Business Week Mill and Factory 

* Modern Railroads 












* Butane Propane 



















News * National Cleaner 
* Chemical & Dyer 
Engineering * National Petro- 
* Chemical leum News 
Processing * National 
* Consulting Engineer Provisioner 
. * New Equipment 
* Diesel Power Digest 
* Food Engineering * Oi! and Gas 
* Fuel Oil & Oil Journal 
Heat * Plant Engineering 
* Industrial * Power 
Distribution * Product = 
* Industrial Engineering 
Equipment News w 
* Wall Street 
* LP-Gas Magazine Journal —— t S% 








Machine Design * Western Industry -— 


, guinnt? — PA’ got . 


y VIKING PUMP COMPANY | 


ln - 


t) 
\ ALAS 


COMPLETE Ling 


SY 
RED 4% LOAD- 
WR ATROUBLE-FREF y/o 


LONG- LIFE PERFORM, NCE 


It’s costly—and unnecessary to compromise in select- 
ing blocks; you can get safety-rated MADESCO 
blocks, engineered to YOUR needs at no extra cost. 
With ‘correctly chosen MADESCO blocks (consult 
your industrial distributor!) you save space, time, 
power; you maintain top safety standards; you pro- 
long rope-life, benefit from continuous trouble- free 
performance. MADESCO’S 30 years’ experience and 
reputation is your assurance of satisfaction. Your 
industrial distributor or our engineering department 
will tell you which MADESCO blocks will serve 


you best. MADESCO TACKLE BLOCK CO. 


MAIN OFFICE & PLANT, EASTON, PA. 









Cedar Falls, lowa, U.S.A 
In Canada, it's “ROTO-KING” pumps 
See our catalog in Sweets 
































HAE-MA 367-457 
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lowa Purchasing Agents 
Plan 1958 Show 


\ vear in advance, the Purchas- 


ing Agents Association of Central 
lowa announced plans for its third 
Products Show to be held Oct. 15 
16, 1958 at Veterans Memorial 
\uditorium, Des Moine 

Preview announcement f the 


exposition have been mailed 
to past exhibitors, James M. Casey, 
show manager, reported, and exhibit 
space will be opened up for sale to 
ther firms on Dec. 15 
Members of the Products Show 
nmittee of the Association, be 
Mir. Casey, are W.. L. Howlett, 
tone Tire & Rubber Co., chai 
\. W. Baldock, Globe Ma 
& Supply Co., Des Moines; 


Donald R. Foster, Midwest Metal 
Stamping Co.; and, Herbert A. 
Lubke, Solar Aircraft Co 
The last show in 1956 had ap- 
ximately 200 exhibits and an 


++ 


endance of over 13,000 
the Products 


addressed to the 


Inquiries concerning 
Show should be 
Purchasing Agents Association of 
Central Iowa, Box 1057, U. P. Sta 

Des Moines 


Bostwick-Braun 

Adds To Warehouse 
lhe Bostwick-Braun Ce 

will build an addition to its main 

warehouse at the corner of Summit 

ind Monroe Sts., H. I 


Jr . pre sident, 


l oled ), 


[hompson, 
announced 

Ihe one-story addition will be 
erected on the firm’s present park- 
ing iot on Washington St., with an 
extension along the edge of Swan 
Creek. It will offer additional space 


for pipe and other heavy materials, 
is well as expanded shipping room 
facilities 


Shelton Named Sales Head 


Joseph Shelton was appointed 
general manager of sales for the Los 
Angeles division of Ducommon 
Metals & Supply Co. In this ca 
pacity, he will develop, organize and 
direct the sales program of the com 


pany’s main office in Los Angeles 





Brian Open House Draws 2500 in Providence 


READILY SOLD on 





ROUTINE CALLS 


Broad application, attractive 

price and national advertising 

enable your men to readily sell 
ECONOMY SHOPLIFTERS 
and ELEVATING TABLES. 


5s 





SHOPLIFTER 


A complete range 

of capacities a | 
‘ includes four 

a ae 7 ' ene ee models: 
ee ae Ore ee em | TypeD 500 Ibs. 

; TypeDL 750 Ibs. 
Type DX 1000 Ibs. | 
Type DX 2000 Ibs. | | 

Priced from 
$210 to $470 


EE 








ELEVATING TABLE 
The adjustable height—portable 
table with positive performance: 
Capacity.......... 2000 Ibs. 
Dimensions... 24” x 36” 


Height Adjustment: 
24” to 42" 


Price $245.00 








Write for catalog, prices, and resale information! 


Conon wy 
~ TD PYGUNIEE RING 





3 
J 


Buffet was another feature contributing to open house success, according to Joseph 4532 W. Loke St., Chicago 24, II 
\. Brian, president 
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“ha BIG ORANGE FX) 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Us. Use on “HIGH TEST” Chain 


EXTRA STRONG 
GRAB HOOKS 


Even the pin is made 

of hi-strength steel and 
heat-treated 

Available 

for Chain 

Sizes V4 


5/16", ae 
7/ “a ° 


SAVES TIME 

Can be attached 
anywhere on the 
job. Only o pair 
of pliers needed. 


SLIP HOOKS 
Avoilable 
See Cree 


iden ond CHAIN 
Screw Pin SHACKLES 


—D 
Forged of HI-STRENGTH STEEL 
Avoailoble in sizes 4" to 2°. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or galvanized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedar Rapids, lowa 











PRECISION BRAND 


” ARBOR 
pach SPACERS 
and SHIMS 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter. 


WITH KEYWAY WITHOUT KEYWAY 
Please 
specify 
type 
desired 
when 
ordering 


PRECISION STEEL 
WARENOU SE, INC. 
pails DOWNERS GROVE es re 


|New Company Formed 
To Import Machine Tools 


Index Industrial 
formed to im 


firm, 
was recently 


\ new 
Corp., 
port and sell machine tools through 
U.S. distributors. It will be headed 
by Joseph Auslander and Bruno 
Sonnenberg. 

[he company will offer Wotan 
high precision boring mills, heavy 
Wotan and 
the Mondiale 
lathes. ‘The new 
nounced plans for a national adver 
tising campaign to promote these 


internal grinders 
“Celtic” 


directors an 


duty 
precision 


lines and to set up exclusive dis 
tributors 

Mr. Auslander was connected fot 
some the Aaron Ma 
Sonnenberg was 
Machine Co 


vears with 
C oO Mr. 
with Parker 


chinery 


formerly 


Piqua Distributor 
Adds to Staff 


Joe Reardon joined Production 
Equipment Co., Piqua, Ohio, as an 
outside salesman. 

\ native of Piqua, 
worked for an automobile agency 

Mrs. Patti Campbell is now with 
the firm in charge of invoicing and 
order process. She formerly worked 


as billing clerk in a manufacturing 


plant. Terry Copsy is shipping and 
receiving clerk. 

F. F. Kolter is president of the 
S. W. Manson is office 


firm. man 


Briggs-W eaver 
Renovates Warehouse 
Briggs-Weaver Machinery Co. of 
Dallas completed a 
project in its Houston 
\ new machinery display section 
was installed adjacent to the sales 
section of the 
converted tool 
floors and walls repainted 


warehouse 


room, a 


into a room, and 


Pate Adds Salesman 


Pate Supply Co. of Huntsville, 
appointed Wayne 
force. 


Huntsville, Ala., 
| Hunter to its outside sales 
had been handling an 


He 


| sales assignment. 
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he formerly 


remodeling 


warehouse 


inside 


No More Rummaging 
Through Stacks of Drills 


Sell it to industrial plants, hard 
tores, stock rooms. The en 
drills can be seen 
ot a glance Compartments with 
unded bottoms, hold dozens of 
ir s Huot's built-in inventory 
system does away with cost sheets 
speeds up sales 142 long 
7\4"' high, 74" deep. Hammerlin 
baked enamel finish over steel 
Dispensers for: Fractional, number 
and letter drills. Write for catalog By the 
pugee makers of 


HEW-OoT"’ HUOT 
DRILL 
INDEX 


wore s 
tire stock of 


HUOT is pronounced 
HUOT MANUFACTURING CO. 


55! No. Wheeler St St. Paul 4, Minn 


Packaged 
PIPE NIPPLES 


WELDED STEEL 
PIPE NIPPLES 


A.S.T.M. A-120 


FROM STOCK: 


Ye" to 12” Standard and Extra 
Strong Weights in Black and 
Galvanized, Tank Nipples. Long 
Screws, Right and Left Nipples, 
Butt Nipples, Gauge Syphons 


TO ORDER: 


A.S.T.M. A-53 Welded and 
Victaulic Type Nipples. 


Ftisburg 


i355 SPRING le AVE 


A NIPPLE WORKS, 


PITTSBURGH i2 


1957 





look at the finished product 
f the Metallurgica 


Industrial diamonds, 
man and rivalling those 


have reached the production st 


ng to an 


imnouncement b 
Products Depart 
Co. Ker 


manage 


icCcOTdIn 
the Met 


ment of Gener 


illurgica 
il Electri 


neth R. Beardslee, general 
' 


} . “ne ] ] ] 
iT I Cp It, eveaied tha 
] + 


produ man-mad 


C 


monds the grinding 


sharpen! tools. 


irbide 


Manage! 


the 


cemented 


the increasing use of 
bides and the demand for diamon 


iding wheels to properly sharpen 


g edges of this hard mat« 


It that industry could 


many as 10 


consume as million 


carats annually, given a pl 
and continuous supply. 


Man-made 


being evaluated in several compa 


diamonds are 


nies and G. E. expects a substantial 


quantity to be in industrial use by 


; 


ant Opel 1 


Nh Beards ¢ 


monds pr 
The gap 
plant 
slightly 
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step rom to! 
greater ¢€ 
Profits a 


DIE CAST 


zinc ALtoy FASTENERS 


BECAUSE GRC die cast wing nuts, wing screws, cap nuts, round-head 


thumb nuts, round-head thumb screws, rivets and other standard fastenings 


in brightly finished, non-corrosive zinc alloy at lower cost to assure RIGHT pric 


promotes them to manufacturers in ads n over 30 national magazines 


YOU CAN capitalize on this great sales potential . . . realize GREATER PROFITS 
when you sell GRC rustproof fasteners in quantity to your manufacturing customers 
DON’T WAIT . . . ACT on OPPORTUNITY! 

Write, wire, phone TODAY for more information 


GRIES REPRODUCER CORP. 


World's Foremost Producer of Small Die Castings 
165 Beechwood Ave., New Rochelle, N. Y NEw Rochelle 3-8600 








INSIST ON 
SINTZ tikeabED STEEL ROD 


MANY USES IN 
~~ INDUSTRY 


ORDER FROM YOUR MILL SUPPLY HOUSE— 
INDUSTRIAL JOBBER OR DIRECT FROM 


) SINT ‘threaded = crauve SINT Zinc. 


non ferrous 1940 STANLEY AVENUE 


rod 
*COLD ROLLED THREADED—BENDS COLD DETROIT 8, MICH. 


a Ss QUALITY *SERVICE «PRICE 
a Sctabliched 1902 ; STUDS * FORMED RODS° 
PIPE PLUGS 
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Company Reports 


Borg-Warner Corp. 
Sept. 30: 


1957 


$459 356,031 *$443 882,543 


$22,309,185 *$22,290,¢ 


3 


$2.49 *$2.49 


ympanies’ sales of $84,773,203 


ngs of $3,347,999 


Crucible Steel Co. 


pt. 30 


Dresser Industries, Ine. 


Ducommun Metals 


Gardner-Denver Co. 


Hewitt-Robins. Ine. 


The Yale & Towne Mfg. Co. 

$95 , 288 ,547 £90 57 

s 720.919 $4 068.9 
$1.69 $2 


207 . 501 *] 945 


ta] 


oY 


303 








CASH IN Every 
etna -, MORGAN 
PROFIT sia, XY VISE 


PROGRAM SierGoth SHIPMENT 


CEAR COUPLINGS MEANS ALL AROUND 


* * 
Sier-Bath Flexible Gear Couplings have a t ! S a ct | O n 


tremendous popularity, thanks to their 


i 
| 
i 
Unusual Profit Margin! / 
i 
I 
! 
Protected Territories! 1 unique design, simplicity, lower cost, * We know that you 
I 
I 
i 
! 
! 
i 
I 
I 


Lowest Competitive Prices! 


Firm Pricing Policy! 


higher capacities, smaller size and lighter ; 
weight! Distributors work on a sound will have no problems. 


PROFIT PROGRAM, guaranteeing exclu- 
sive sales rights. Both * You'll find that your 


OEM and replace- customers will approve 
ment business has Simpler! on 


high volume Ose— y?7 Parts ! 


Fast Turnover—Adequate 
Factory Stock! 
National Advertising to 


Your Markets! , 
your service and the 


vise quality. 


Smalle, and | It will pay you to sell MORGAN 
“tol ighter VISES because they sell your 


Sop Bot GEAR and PUMP CO., INC. | ra ‘a service to your customers. 


FLEXIBLE COUPLING DIVISION 3 Uso Our vise quality, service and 
Cighs . . 

9246 Hudson Bivd., North Bergen, N. J. ’ co-operation all count heavily 

FOUNDED 1905 MEMBER A.G.M.A in good vise business for you. 


Catalogs and Other Sales Tools! 


Write today for complete information! 


All we ask is that you give us 
an opportunity to serve you 
Find out what it means to make 


scol MORGAN your vise supply 
eRVICE TO YOUR — ssn 
A s As — ~~~ < | Write for the MORGAN 


Distributor Plan 


A source of ; a 
— 
good repeat business ORGAN go 130 


[his handy dispenser rack 
saves time and trouble for your 
customers. Roll shim stock 

olid, not laminated) is neatly 
packaged and protected—four 
separate rolls, each a different 
gauge. Your customer just 
snips off stock as needed. When 
roll ends, you get an automatic 
reorder. Available in 6” x 100” 


rolls, brass er steel stock. 





| MORGAN VISE CO. 


108-112 N. Jefferson St 
Chicago 6, Illinois 





112 Union Street, Glenbrook, C 











INDUSTRIAL DISTRIBUTION @ DECEMBER, 1957 





ADVERTISERS IN THIS ISSUE 





I 
of 


Products 
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Albertson & Co., Inc 
Alemite Div., Stewart-Warner 
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Heads and Threads, 
Heller Tool Co 
Hewitt-Robins, Inc 
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NEW 


Starrett 


HIGH SPEED STEEL BAND SAW 


Se are - FLEX’ 


Cuts up to 10 times faster...with up to 3O times longer life 


This is the new Starrett SAFE-FLEX* Band Saw 
a high speed steel band saw that cuts up to 10 times 
faster, outlasts ordinary blades as much as 30 to 1. 
Engineered for higher speeds and heavier feeds to cut 
harder and tougher materials with ease and safety, it 
pays for itself over and over in lower cutting costs, 
longer tool life and substantial material savings. 
Red-heat hardness even at temperatures up to 
1100° F. keeps this new band hard and sharp. Grad- 
uated hardness gives it super-hard teeth and a super- 
tough back. Thinner section (.025” to .042”) lets it 
cut faster with less power and less chip loss. 


PRECISION TOOLS « DIAL INDICATORS « ST 


Made of highest quality high 
speed steel 


Graduated hardness — super- 
hard teeth, flexible back 


Red-heat hardness for heavier 
feeds, higher speeds 


Thin section power, 
speeds cutting, saves material 


.saves 


Scientific tooth design for maxi- 
mum strength, efficient chip 
flow 


Available in Regular, Skip- 
Tooth and ‘Hook-Tooth types 


SAFE-FLEX’ High Speed Steel Band 


Saws open up an entirely new field of profitable sales 
rst with the finest. Stock them, 


Starrett 


. make you again / 
display them, feature them in all your selling. Avail- 
able in Regular, Skip Tooth and Hook-Tooth types 

sizes to meet all requirements. The L. S. Starrett 


Company, Athol, Massac husetts, U. S. A. 


WA y —ta<iao) 0 
Starrett 
PRODUCTION-PROVED BAND SAWS 


World's Greatest Toolmakers 
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Ans 


-marked Chain 


—the chain with three-way identification 


The color-mark is a brand identification — gives 
assurance that it is American Chain. 

The color-mark is a grade identification—Proof., 
BBB, High Test, Alloy or accoLoy X-weld. 

The color-mark, approximately every five feet, 
makes for easy measurement. 
To save time — to help you furnish the exact grade, 
brand and quantity of chain your customers want 


American Chain is now marked, at intervals of ap- 
proximately five feet, with distinctive, self-identi- 
fying color bands of stick-tight tape. These bands 
bear the brand name ACCO, also the grade of the 
chain (Proof Coil, BBB, High Test, Alloy, X-weld). 
Tapes are in standard industry colors as follows: 


_for ACCO Proof Coil 
_. .for ACCO BBB 
_for ACCO High Test 
for ACCO Alloy, 

also for Accoloy X-weld 125 (ra-ne.2762768 


Containers are marked with the same colors 


GREEN .. 
RED 
BLUE... 


Instant Identification * You can see instantly what grade 
the chain is and that it is American Chain—the very best 
in chain quality and value. This eliminates the possibility 
and selling easiel 


of confusion and error. It makes buying 


more satisfactory all 
Easy Measurement ° It i: 
off any desired length of chain, in seconds, thanks to these 


bright. durable color markers which appear approximately 
pI | 


round 


1 simple matter to measure 


every five feet of the chain 

Full Protection « These color markers assure that you are 
supplying the right length and the right grade of genuine 
acco-made chain wanted. Even a color-blind person can 
identify the chain from the easily-read color markings 


Remember this: Top-grade distributors always choose to sell 
the top-grade line—in any field. In chains, the top-grade line 


is the American Chain line. You'll find it good business to 


feature American Chain products! 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: “York and “Braddock, Pa 
Angele New York. Philadelphia. Pittst 


indicates Warehouse Stocks *! 











